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SE caeiean this Winton record: 54 years 
of satisfying service to exacting lumber- 
buyers! The year-after year patronage of 
our customers, in ever-growing volume, is 
convincing proof that Winton high standards 
of quality are satisfactory to lumber-users; 
and that Winton helpful co-operation and 
All the 


mills of Winton are modern in equipment. 


service meet the needs of buyers. 





All the workers are proficient. All manu- 
facturing is on up-to-date precision ma- 
chines. There's real satisfaction, and good 
profit, too, in depending on Winton for your 
needs in Idaho White Pine, Ponderosa Pine, 
Sugar Pine, Western White Spruce, Douglas 
Fir. Western Hemlock, Red Cedar Siding 
and Shingles. We will greatly appreciate 


your inquires and orders. 


March 8, 1831 






WHITE PINE MILLS: 
Winton Lumber Co. 
Gibbs Idaho. 


SPRUCE MILLS: 

The Pas Lumber Co., Ltd. 
The Pas, Manitoba, 

and Reserve, Sask. 
PONDEROSA PINE MILLS: 
Somers Lumber Co., 
Somers, Montana. 


Craig Mountain Lumber Co. 
Winchester, Idaho. 


WINTON LUMBER SALES CO, Fostay tower, minneapotis 








poes YOUR mitwork 
cet D.T.’s? 


These twin enemies of Mill- 
work—Decay and Termites— 
are vicious fellows. 





Surface protection doesn’t 
stop them—they do an IN- 


SIDE job. SECAY 


TERMITE 


They CAN be stopped—cheaply, positively and 
permanently. 


A quick dip in Par-Tox WR does the trick and 
at the same time adds a water-repellent which 
resists shrinking, warping and swelling. 


Add this powerful PLUS to your millwork Sales 
Story and watch MORE customers buy YOUR 
millwork. 


DARIO 


REG. US PAT. OFF. 


FREE TO DEALERS 


List of mills using PAR-TOX. 


FREE TO MILLS 


Liberal samples and easy method of 
application. 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


| 
| 


i 
7S years of service 


to the sash and door 
industry. 



















This Modern Home-- 
Through an Entire Life- 
time--Will Provide 
EXTRA Service Advan- 
tages and Economies-- 





Made Possible by the Patented Feat- 
ures of “TOPCO” Window Frames | 


And that’s why more and more archi- 
tects specify—dealers sell—contractors | 
install—and home owners buy them. | 
Yes, “TOPCO” assures less cost per 
year of service. 

(1) “Topeo” Overhead Housed Pulley— 
permits weatherstrip extending full 
width of jamb. 


(2) Three Width Jamb. 

(3) Wingflex Weatherstripping — can 
save up to $75 per room, in 20 years, 
on heat bills alone. 


(4) Three-Point Jamb Clamp—prevents 
leakage, reinforces frame. 


Your file cannot be complete 
without catalog No. A-2. Write 
for your copy TODAY. It pre- 
sents Malta’s complete line 
of “Supreme” and “Topco” 

















Frames — backed by 40 years The oa } 

» y ” - = To ualit 
of specializing in only top e - mes— | 
quality. Since 190 





The MALTA MFG. CO. 
MALTA, OHIO 


“‘Supreme’’ Frames Cost Less per Year of Service 




















3 Point Jamb Clamp 





Street, Chicago, If. Entered as second-class matter March 28, 1932, at the Post Office at Chicago, Illinois, under the Act of March 8, 1879 


[ Street, Chnca LUMBERMAN, Published by The American Lumberman—Established 1873—Office of Publication, 431 South ater | 














Co. 

















American fiumb 





Consolidation in 1899 of the Northwestern Lumberman and Timberman 




















COPYRIGHT 1941 





BY AMERICAN LUMBERMAN 








INDEX TO ADVERTISERS PAGES 94-95-96-97 


ore Sv Ag CHICAGO, MARCH 8, 1941 eek ha ac 
OFFICES: F 
Eighth Floor, Manhattan Building eatures 
431 “oa St. Editorial: This Country of Ours. . ee eee 
Contest: “Can Small Cash Sales Be Made to Pay?”.. Dcaie 4: deed g ok ace 
Telephone, Harrison 4687 Cotimee Gis BONO... «cece cess en ce decesveeecseues 38 
eaten . . t . . fit 1 
C. W. DEFEBAUGH, President ee Ee 
M. B. DEFEBAUGH, Vice President 
ELMER C. HOLE, Secretary & Mgr. Association Plans and Activities 
Published Every Other Week by Association Plans and Activities......................................72 
THE AMERICAN LUMBERMAN Coming Conventions. . Te eee eee 
431 South Dearborn St. Among the antheeneatia Clubs. ms ica eed 
CHICAGO Western Pine Industry Shows Faith i in Semaine aan... Sees 48 
' j Package Selling and Defense Needs Keynoted Western Retailers Annual .50 
ELMER C. HOLE, Editorial Director 
R. P. FALES, Editor Retail Department Wisconsin Spotlights Future Citizens.....................0.0. 0000s eee 54 
“ - pe wlan Seng vinaaneeas Renew Title One Urges Virginia Crystal Annual. . - pia ay GO 
. = panes mc a It's Merchandising, Youth Training at Michigan-Indiana’ s Alst. _. 57 
4 Bagh eng dl — Editor Nebraska Dealers Stress Merchandising, Defense...................... 58 
° . . arke 1tor 
W. G. SIMPSON, Advertising Manager Northemers Plan Increased Promotion; Revise Grades; Seek Rate Reduc- 
J. P. AUSTIN, Manager Western Department EA PLE ANTES END LR LIE Pl ANAT EIA ABN 59 
F. E. WELLMAN, Circulation Manager 
SID V. STREATOR, in Director . Tennessee Dealers Discuss Part Lumbermen Play in Defense Program... .75 
TERMS OF ANNUAL SUBSCRIPTION Departments 
POSTAGE PAID: 61 
In the United States and Mexico, $3; eee rrr ee cr eee ee 
Canada, $4; in the United Kingdom and ink rniiwet RRR EERE NAS SOREN DREW aNE eS Tee SENS oie 60 
All Other Countries in the Universal Lumberman Poet and 50 Years Ago......... 2.0.66... eee eee 64 
Postal Union, $6. 
ostal Union, $ No ci wik Neenah oo epee eee aweo ee sbee snes 66 
Orders to discontinue should be ac- 
companied by payment to date. In ee ce alea wousen Gu ehbacnqnuen ban eeee oak eee 
requesting changes in address, please esas acre dade ae cm A Re wer RO RNC RTE 45 
give old as well as new address. : i ° a 
Stage ennien, 85 cunts. Coates of tenes Retailers’ Round Table...... I aos ik. 8 Se hae i 
prior to current year will be supplied III, os. kaos cdvew cance oncom bee §o8Rs ese Kea enee eed 70 
nn ee ae ae ae ee ee Records: Business. .... .82; Hymeneal. or es 89 
Entered as Second Class Matter — 
March 28, 1932, at the Post Office at Market Statistics 
Chicago, Illinois, Under the Act of 
March 3, 1879. a i os hk bb en vba added eds sdaw es beens eee 84 
Copy for new advertisements should Market News from Nation’s Lumber Centers.....................-55-5: 78 
be in this office not later than fifteen k , 87 
days before date of insertion. ak a als gh aa ak he bso i Wink Oa mye ws nd, ee a te ee 
i Nie oe ne eid ds aeueve a ee dks ae aee eee 
MEMBER AUDIT BUREAU Ne ty | YAS eed Re DEM Od eR Rae ES Ree 86 
OF CIRCULATIONS Oe oss or Sdnnss Sibu eh A fee yee ee 








34 





American fiumberman March 8, 1941 












MYSTERY 


of the missing 
window glass waves 





* 
KEEN-EYED INSPECTORS CANNOT 
FIND “‘WAVINESS*"’ OR DISTORTION 


IN THIS NEW LUSTRAGLASS 


OR WHAT HAPPENED 
TO DISTORTION 


Baffling new product looks like plate glass but THE SHADOWGRAPH TELLS THE STORY 


: ; by amplifying distortion and defects 20 times 
sells at window glass prices 


WHAT IS IT? 


Who ever saw a window glass without an obvious distorting wavi- 
ness? Who ever heard of a plate-like product selling at window glass 
prices? Well, now it’s happened. This amazing new Lustraglass just 
defies ordinary classification. The uniformity of its perfection has 
definitely set a new and infinitely higher standard of quality. The 
ultra-violet rays of sunlight it transmits and the great tensile 
strength it displays make it the world’s most efficient glass for (3) Now look at this “shadow- 
windows. Lustraglass is lighter in color (freer from that greenish graphed” sample of the new Lus- 


cast characteristic of both window and plate glass) than any other traglass. Obviously an important 


|. df j at improvement. Thelinesarestraight, 
Siass used for regular glazing. showing relatively perfect vision— 
Add to these advantages its jewel-like luster and you have a relative freedom from distortion. 


product that architects and builders agree is really a new species Whites fer the new Winbewaresh Gite Gale 
. That’s today’s Lustraglass and if it isn’t window glass and it Chart and a sample of the new Lustraglass. 
isn’t plate glass—what is it? Examine both—then tell us what you think. 


(1) This is high quality cylinder 
drawn window glass. The bent and 
twisted lines shown by the shadow- 
graph testing device indicate the 
presence of considerable distortion. 
This glass became obsolete in 1928. 


(2) Here is what most manufac- 
turers offer today as top quality 
window glass . . . Made by the 
sheet drawn process, it shows a 
characteristic distortion in the wav- 
iness of the black lines. 








AMERICAN WINDOW GLASS CO., PITTSBURGH, PA. 


Manufacturers of Plexite, the safer safety glass; Lustrablu and Lustragold for ornamental uses; 
. Crystal Sheet, Chipped and Special Glass for industrial purposes. 










THIS NEW TYPE OF 


(Wesut Ange 


The Ultra-Violet y GL GlassE 









LOOKS LIKE PLATE GLASS—SE ‘ AT WINDOW GLASS PRICES 
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This Country of O 


Americans in the Making 


HE BIGGEST immediate ques- 

7 tion of the post-emergency period 

will be the use of the defensive 
industrial plant. 

Some idea of its magnitude can be 
gathered from a statement made by 
General Strong, commander of the 
Seventh Corps Area, at the Nebraska 
convention. For every man in uniform, 
General Strong said, there must be ten 
persons, men or women, working on 
the production of munitions or in other 
definitely military jobs behind the lines. 
According to this formula, an army of 
2,000,000 men would mean a total of 
22,000,000 persons, soldiers and civil- 
ians, in military activities. Probably 
this figure can be adjusted. Not all 
the 20,000,000 civilians would be 
working in munitions plants. But no 
matter how it is explained, the fact is 
clear that the demobilization of these 
people isn’t going to be easy. Neither 


Amemecanfiumberman 


is the post-war adaptation of munitions 
plants to civil uses simple. 

But this isn’t the only type of ques- 
tion that is going to arise. For ex- 
ample, there is the Chicago “Confer- 
ence on Tomorrow’s Children.” The 
depression period brought to light a 
good many disturbing facts about 
American childhood; lack of medical 
care, undernourishment, inferior educa- 
tional chances and the like. In count- 
less places, the serving of hot school 
lunches in underprivileged communities 
has immediately speeded up the educa- 
tional process and reduced disciplinary 
troubles. 

Food is important, but it does not 
cover the whole area of child care. 
This journal has long boosted the 4-H 
Clubs, scout work and similar under- 
takings to enlist the youngsters’ own 
interest and enthusiasm in preparing 
for adult life. 

Children are the country’s greatest 
asset. Plenty of lumbermen agree with 


CANTONMENTS 


UMBERMEN are undoubtedly in 
| full sympathy with the New York 

Times criticism of the conduct of 
the program for housing the new 
\rmy of Defense, as expressed in the 
following editorial, entitled “Canton- 
ments” : 

“NO MORE emphatic indication of 
the need of thorough defense planning 
has been given than the admissions 
made by the Army before the House 
appropriations committee. Transcripts 
of testimony show that the Army’s es- 
timates of the construction costs of its 
cantonments were wrong by about one- 
third, and that the camps will cost 
some $338,000,000 more than had been 
thought. It is obvious that the original 
estimates of costs were guesses. 

“But it is not the monetary cost that 
is the most disturbing feature of the 
Army’s cantonment construction pro- 
gram, admittedly now far behind its 
original schedule. It is the evidence 
of unnecessary bureaucracy, of labor 
problems, of delay and indecision, of 
planlessness. Fort Dix, where the 
troops have been living through the 


Winter months in tents, instead of in 
barracks as planned, is an example of 
what was wrong with the Army’s 
housing schemes. Here, as elsewhere, 
haste made waste. Moneys were ex- 
pended quickly and contracts let be- 
fore any real plan had been made; the 
buildings went up without roads, sew- 
ers or utilities; the cart had been put 
before the horse. This error has been 
repeated too often. Even today, with 
more than 867,000 men in the Army, 
the Government has made no adequate 
provision for off-the-post recreational 
and welfare facilities. 

“Part of the fault is not the Army’s: 
it did not know itself what to plan 
for, and this fact emphasizes the need 
of a higher planning body in Wash- 
ington. But in one important respect 
the Army has been to blame: the great 
mistake was made of trying to central- 
ize all construction activities in Wash- 
ington instead of allocating responsi- 
bility for construction progress to 
different corps areas throughout the 
country. Fortunately, this has now 
been done.” 
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Captain Collier, of Klamath Falls, in 
“liking babies”; liking them for their 
own sakes, liking them as future cus- 
tomers, liking them as good Americans 
in the making. No plans for the future 
can be complete that do not include 
these little citizens. 


* * x 


Women atHame Builders 


F THE UNITED STATES raises 
and trains a large army it is clear 
that, without arguing the matter in 

abstract terms, women are going to 
carry heavier business responsibilities. 

This Page is ready to get loud, if 
necessary, in maintaining that there are 
hundreds and even thousands of 
women in retail lumber offices who 
are prepared by native ability and 
experience to take on heavier responsi- 
bilities in keeping their respective busi- 
nesses going. 

Why should they not be? There is, 
of course, a vague feeling that building 
a house is a carpenter’s job; that all 
professional carpenters are men; and 
that selling a house is a man’s work 
because, if he isn’t a carpenter, he 
presumably could learn to be one. As 
well argue that if a physician is to 
practice obstetrics he must himself first 
give—well, what we are saying is that 
knowledge and skill are what really 
count; in business and professions. 

Building a house is much more than 
carpentry. The big factor, these days, 
is planning the structure for practical 
living. Who knows most about these 
things? Women. Added to this is a 
knowledge of prices, financing, build- 
ing ordinances, buying, dealing effec- 
tively with people. Plenty of lumber 
women know these things, too. The 
responsibility for keeping home buying 
on the go and preserving the desire for 
home ownership is certain to fall more 
heavily upon them. 

We hope and believe that when the 
emergency is over and the soldier lum- 
bermen return, there will be places and 
full opportunity for them in the in- 
dustry without displacing the women 
who will have carried the responsibili- 
ties during their absence. 
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Letters of two prize winners in Contest No. 4, and 
letters from three contestants in Contest No. 5 are the 
current “cures” offered by the “Headache Clinic.” 
Headache No. 5, published in the Jan. 25 issue, asked 
the question, “What can be done about the various 
types of customers who always want to return mer- 
chandise purchased and delivered in good faith?” New 
Contest No. 8 starts in this issue, but don’t forget, 
Contest No. 7, published Feb, 22, is still open. 


Aspirin for “Headache” No. 4 
The clock-watcher really is a “Headache.” The 
surest way to break a man of that bad habit is to keep 
track of the time he quits to get ready to leave, or the 
time he gets in his car, and dock him for the time. 
That will stop him the day he gets his short pay.— 
Stephen Ludwig, Ewing Lumber Co., Effingham, II. 





Here is another for the clock-watcher. 

First of all I would check up on the man. Does he 
come in on the stroke of starting time? Is he paid by 
the hour or monthly? If he comes in on time, gets 
down to business right away, and is paid by the hour, 
he no doubt figures he is entitled to quit on time. 
However, it would be better to impress upon him 
that your business and 









‘“Can Small Cash Sales Be Made to Pay?’’ 
Prescriptions for Clock Watchers and 


ally. If he cannot see the proper angle, Aspirin will 
not cure him, but a change of environment may.— 
Richard W. Primmer, Bloedel, Stewart & Welch, Inc., 
Port Alberni, B. C., Canada. 


Aspirin for “Headache” No. 5 


Retail Clinic Headache No. 5. Our invoices, as you 
will note, carry the wording, “Returned merchandise 
subject to 10 percent handling charge.” 

Since bill heads have had this notice, our returns 
have been appreciably lessened, and for special items, 
not regular stock, we tell our customers, we were 
painstaking in taking their order, to have the stock as 
ordered, but inasmuch as error was entirely theirs, 
the best we could do would be to take the stock back 
as their stock, sell it to the best advantage as soon as 
we could and remit them or credit them when the 
article has been sold. If customer is at all reasonable 
this works out to the satisfaction of all concerned.— 
Herrick Lumber Co., Inc., Rochester, N. Y. 





The aspirin for the “returned merchandise head- 
ache” is often hard to take. We always accept re- 
turned merchandise whether or not it is our fault. 
When a customer returns merchandise because of his 
error we give him credit 





his job depend upon 
good will and service to 
the public. Often a cus- 
tomer wishes to call in 
on his way home from 


RULES OF CONTEST 
First Prize—$10; Second Prize—$5; Third Prize—$3 


1. Solutions of, or comment upon, the "Headache" 


for the _ merchandise 
minus a discount. When 
it is returned because of 
an error on our part we 
give the customer full 


March 8, 1941 





work to save time. Well, 
if you are catering to 
your customers, you can- 
not be impolite because 
they call at a time that 
suits their own conve- 
nience. After all, without 
customer goodwill your 
business is of no value. | 
should put the matter up 
to the employee squarely. 
If he is paid by the 
month, and often has to 
stay overtime, allow him 


half a day off occasion- 





printed in each issue must be not less than 100 words 
or more than 1,000 words long. 


2. Solutions of or comment upon any “Headache” 
must be received within 30 days of date of issue in 
which that "Headache" is stated. 


x Only retailers and their employees are eligible to 
compete. 


4. The editors of the AMERICAN LUMBERMAN 
shall be the sole judges. Names and addresses of all 
prize winners will be printed in this journal. 


5. All solutions and written comment submitted shall 
be the property of the AMERICAN LUMBERMAN, 
with right to print in whole or in part. 


6. Entrants in any “Headache” contest are free to 
also enter any, or all, later contests; thus it is possible 
for you to win more than one prize—if your solutions 
are judged to be best. 








credit for the merchan- 
dise. If a customer be- 
came a habitual returner, 
my solution would be to 
send someone out to 
check on his measure- 
ments before sending the 
merchandise. It would 
take more time but 
would save the merchan- 
dise from being made un- 
suitable for stock. Mis- 
takes in window sizes are 
often due to the fact that 
customers give the over- 
all measurements and the 
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More Headaches-More Aspirin-More Prizes 


New Contest No. 8 
TIME CONSUMING SMALL SALES 


From a California Dealer 


asks a California Dealer 
Merchandise Returners 


glass measurement is sent out. Such mistakes are due 
largely to the fact that the customer is not asked 
whether they are giving the glass or over-all meas- 
urements, 

An aspirin for the headache of the Indiana Yard 
manager is simple. All he has to do is have the con- 
tractors bring in their plans and specifications. before 
they order the materials. 

Several contractors that are regular customers 
bring in their plans and specifications to Mr. Hollo- 
way and have him send out what is called for in the 
specifications. They reason that the architect is sup- 
posed to have figured it all out and it is there for one 
who knows how to read plans to figure out. Then 
if there’s an error it’s either Mr. Holloway’s fault or 
the architect’s. _ If they give any size along with the 
plans it’s a good idea to go over them to see that they 
check. If they don’t you have to find out if they have 
altered the building from the plans. 

So my aspirin to him is to have the contractor 
bring in the specifications, discuss them with him to 
see if there have been any changes, and then order the 
materials——Sylvia Holloway, Holloway Material & 
Supply Co., Tulsa, Oklahoma. 





Aspirin for Headache No. 5—Returned Merchan- 
dise. This can be a troublesome, but not a fatal va- 
riety of headache. 

A bargain pile in a lumber yard is always an asset, 
it attracts trade and people are always looking for 
bargains. Why. not stock the BARGAIN PILE or at 
least add to it with damaged items, pianted items, or 
shorts returned for credit and charge the difference to 
advertising ? 

To the Massachusetts dealer, keep the customer 
at the cost of a few returns. He will be a great deal 
more valuable as a friendly customer than otherwise. 

To the Indiana Yard Manager—odds and ends of 
millwork will make fine bargains for the BARGAIN 
PILE and you can always get wholesale cost and 
some plus on the bargain pile. Charge the difference 
to advertising. 

To the Ohio Yard Owner—Let them pick it over, 
only a very few will do it and your trade will thank 
you for it, it builds good will. You can always de- 
grade some stock for the BARGAIN PILE and bar- 
gains are good advertising —Edwin A. Riggs, C. A. 
Porter Co., Auburn, N. Y,. 





Our big headache is ten cent sales. Ours is a city yard, tribu- 
tary to a large residential area. About 90 percent of our total sales 
are to Contractors. Two years ago we built a modern and attrac- 
tive office and store building, stocking it with paint and builder’s 
hardware. We experienced an immediate response in small sales 
to home owners; such as, %4-lb. of nails, or 10 lbs. of cement, or 4 
ft. of molding. We found it took at least two men’s time to take 
care of these sales, besides the men in the yard who had to fill the 
orders. This took their time away from filling orders for Con- 
tractors, who had men on the job waiting for material. At the end 
of the day the number of small cash sales was huge, but in dollars 
they were pitifully low. We tried charging more for small sales, 
but found that people now-a-days also shop in lumber and building 
materials the same as they do in shoes and dress goods, and that 
such a policy would not create good-will. We notice in trade 
magazines that other firms have streamlined and otherwise face- 
lifted their plants. We wonder if they find these various side lines 
actually pay, or if they are just another headache. 





GIVE US YOUR HEADACHE 


If there are problems that bother you, whether they be large or 
small, the AMERICAN LUMBERMAN invites you to submit them 
to this contest. Every sender of a Heachache will receive, in ac- 
knowledgment, a beautiful automatic pencil, of real value, that he 
will be proud to own. 


Address all correspondence to CONTEST EDITOR, AMERI- 
CAN LUMBERMAN, 431 South Dearborn Street, Chicago. 





PRIZE WINNERS 


“Headache Contest No. 4” 


THE PROBLEM is the clock watcher. How to keep a shop man, 
who has been in the employ of the company for 12 years, from quit- 
ting work fifteen minutes early each day in order to get ready to 
go home on time; and what to do when he proceeds to bawl a cus- 
tomer out for coming in a few minutes before closing time. 


First Prize—$10 


Richard W. Primmer, Bloedel, Stewart & Welch, Ltd., Box 834, 
Port Alberni, British Columbia, Canada. (Solution Published 
Mar. 8.) 

Second Prize—$5 
Stephen Ludwig, Ewing Lumber Co., Effingham, II]. (Solution 


Published Mar. 8.) 
Third Prize—$3 


Edwin A. Riggs, Sales Rep., C. A. Porter Co., Auburn, New 
York. (Solution Published Feb. 8.) 
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OTTAGES 
MODERN 


From the summer cottage of a genera- 
tion ago with its Chic Sale out-house, 
usually leaky windows to say nothing of 
the roof, and its old-fashioned, poorly lo- 
cated and inadequate kitchen sink, to the 
modern summer bungalows being pro- 
vided by lumbermen today, is a far cry. 

With package selling in the lumber 
yards an established fact, and monthly 
payments for new construction and re- 
modeling the established order, Amer- 
ica’s summer cottages, today, offer all 
of the conveniences of home, plus the de- 
light of outdoor living. So comfortable 
are many of them that to call them sum- 
mer cottages is to apply a misnomer. 

Hlundreds are in use throughout 
the entire year as the permanent living 
quarters of retired couples, and of fami- 
lies with growing children where the cot- 
tages are so located as to permit the 
head of the family to commute to the city 
daily by railroad or automobile. There 
are still more hundreds occupied through 
the summer, and then used during win- 
ter week ends to give the owner access 
to winter sports such as skiing, ice boat- 
ing and skating. Running water made 
possible with inside reservoirs, modern 
toilets equipped with septic tanks, and 
either central heating plants or patented 
fireplaces designed really to heat a room, 
make winter occupation not only possible 
but comfortable. 

Owners of cottages who, until re- 
cently, have derived their only revenue 
through summer rental, find that the in- 
creasing popularity of winter sports in 
the north country, make it profitable for 
them to equip their properties with the 
conveniences necessary for cold weather 
habitation. Good roads and effective 














Modern kitchen in large summer home 


GO 


An average summer 

house on bank of 

Tippecanoe River in 
Indiana 


snow clearance crews operating over 
short distances that make it possible to 
prevent the accumulation of heavy drifts, 
or at worst, to clear them away in a very 
few hours, make winter driving nearly 
as rapid and safe as in the summer. 
Thus, the city man and his family living 
within a couple hundred miles of their 


re 





Suspension bridge across Tippecanoe River 


lake resort cottage, find it easy to spend 
many pleasant week ends there during 
the winter months. 

Railroads leaving Chicago, New York 
and many other northern cities, now 
schedule regular trains to the north for 
seekers of week-end winter sports. Op- 
erators of lakeside hotels or groups of 
lakeside cottages have found it profitable 
to install comforts for the accommoda- 
tion of winter guests, a new seasonal de- 
velopment unknown until recently. 

Typical of this trend is the river cot- 
tage settlement along the Tippecanoe 
River in northern Indiana, near Wina- 
mac. Here, most of the cottages are 
soundly constructed with the best ma- 
terials that can be bought. Comfort is the 
keynote of design, and the cottages are 
habitable at any time during the year. 
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Many of the improvements which have 
been built into these structures have been 
sold by local lumber yards making use of 
the monthly payment features of modern- 
ization loans under the provisions of 


Title 1 Section 3, FHA. 


DWELLINGS HAVE CONVENIENCES 


Accompanying photographs _ illustrate 
typical features of several of these river 
cottages. The kitchen, it will be noted, 
is just as modern as most in recently 
built city homes, and the bathroom, 
on a_ scale somewhat reduced from 
the size usually found in permanent oc- 
cupancy structures, is nevertheless thor- 
oughly modern, and includes a shower 
stall instead of a tub. 

This particular group of cottages is 
across the river from the road along 
which they are approached. Access to 
them is gained by means of a narrow 
suspension bridge. The bridge, about 30 
inches wide, has one-inch floor boards, 
and is suspended on wire cables, strung 
over a wooden frame at each end, and 
anchored securely into the ground. Both 
the lumber companies in Winamac, the 
Von Tobel Lumber Co. and the O. H. 
Keller Lumber Yard, are active in the 
construction and modernization of river 
cottages, and the local bank aids them 
by making direct loans for new construc- 
tion, and FHA loans for modernization. 





Modern toilet and shower bath included 
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This Retail Bookkeeping System-- 


Puts a Finger on Unprofitable and 
Profitable Items of Merchandise 


The accounting system developed by 
the Iowa Retail Lumbermen’s Asso- 
ciation, and described by President 
Rk. V. Porter, of Oskaloosa, at its 
convention at Des Moines, Feb. 5-7, 
is here presented in greater detail— 
thanks to the courtesy of Mr. Porter. 

There is first given a comparison 
between two old-fashioned annual 
statements for the same yard, headed 
by the question: “How Can the Re- 
tailer Check Through His Records to 
Find the Reason for the Reduced 
Profits Shown Here?” The total busi- 
ness of this yard was practically the 
same in both years, and the percentage 
cost of doing business was the same, 
but in one year the yard made about 
$1,000 more net profit than in the 
other. Comparison of the two reports 
tells nothing as to the sources of the 
profits and losses. 


Classification of Items Provided 

The new bookkeeping system devel- 
oped by the Iowa association provides 
for, first of all, a classification of the 
items that enter into the accounting 
of sales and profits. This classifica- 
tion appears on pages 40-41; and lists, 
under each classification numeral, the 
items that are entered in corresponding 
column in daily sales reports. For in- 
stance, classification G 28 is paper. No- 
tation tells that in this classification the 
count is by roll, and lists all the types 
of stock that are to be entered in the 
“Paper” column of the daily sales re- 
port, as stock is received or sold. 

It may be mentioned that the mar- 
ginal numbers on daily sales report, 
from 1 to 32, providing for references 
to lines, are no essential part of the 
system. Analysis of the accounts at 
the end of the year was made on a 
page of the daily sales report and, as 
the numbers are there, they are used 
here to facilitate reference. 


50-Yard Average and 
1-Yard Actual 

That the reader may clearly under- 
stand the figures used by Mr. Porter 
to explain the operation of the system, 


the following points must be kept in 
mind: 


All the entries on lines 1 to 25 are 
for an average yard out of fifty. 

In setting out figures for this aver- 
age yard, arbitrary amounts were used 
for the units, and no attempt was made 
to have the unit amount of beginning 
inventory plus receipts equal the totals 
on line 6. 

But for this average yard the dollar 
amounts are actual; sales, expense and 
gross margins on line 24 and above 
are averages of reports of fifty yards. 

Figures for a single yard are shown 
on line 28, these representing the 
actual relationship of the gain on sales 
to total sales for this one yard. 


Points Out Profitable Items 

The operation of the system in 
uncovering lines of merchandise that, 
at a particular yard, are unprofitable, 
or that yield larger than average 
profits, is best understood by following 
through the average yard figures on a 
single item. Let’s take the shingle 
column, G-22, as an example. 

The shingle inventory at the begin- 
ning of the period was 511 bundles, an 
arbitrary figure, valued at $400. Re- 
ceipts during the year are not here 
detailed, but they are arbitrarily set, 
as is the total of inventory plus 
receipts, 1,511 bundles, valued at 
$1,400.00, which figures appear on 
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line 6. In dollars, sales during the 
period, time or charge, amounted to 
$1,148.90, which is entered on line 8; 
there were no cash sales, line 9; so 
total sales for the period, $1,148.90, 
are entered on line 10. 


Book Inventory Constantly 
Checks Actual 

The next calculation for shingles is 
in units, which in this classification is 
bundles, and is made in the units 
column. There is brought down, from 
line 6, the 1,511 bundles (beginning 
inventory plus receipts), this being 
entered on line 13. The total of lines 
8 and 9, sales, is entered on line 14, 
this being 8 bundles. Deducting the 
8 from the 1,511 gives 1,503, which 
can be compared with the actual inven- 
tory at the end of the year to reveal 
uncharged sales or shortages. 

The importance of these compara- 
tive figures on units—number of units 
on hand as shown by the books, and 
number found in actual inventory—is 
emphasized by Mr. Porter. They 
enable a yard owner to check, periodi- 
cally, the actual inventory of the yard 
against the amount of stock called for 
on the books, and thus lead him to 
immediately institute an effort to 
account for any discrepancy and appar- 

(Continued on page 42) 





How Can the Retailer Check Through His Records to Find the 
Reason for the Reduced Profits Shown Here? 


INFORMATION AVAILABLE FROM CONVENTION BOOKKEEPINIG SYSTEM 
AT END OF YEAR'S BUSINESS 


DE 4. cidawcirriinnemenbreee eae been 
PN Foc cetesccusieusacenesegreseves 
Percentage of expense to sales............. 


Net Profit (before reserve for depreciation) 


DEBTCCIAHON:. FESERVE  <a.c.e 02 sc005 40 sons ewes 


Under Same Selling Conditions 


Items of expense included: 


Salaries (yard and Traveling expense 


office) Association dues 
Extra help Merchandise repair 
Telephone Trucks 
Postage Social security 
Stationery Federal tax 
Advertising Capital stock tax 
Light Interest 
Collecting Rent 


One Year Next Year 

CT ee $41,261.99 $40,372.25 
aii adelevaiearerausneue ae 8,665.02 8,690.00 
sieaniareuaveia ie miecereenn 21 21 
Seen eee 2,856.41 1,850.00 
ee ea ere eee 400.00 400.00 
Brute Rec 5+ 3+ 

Telegrams Water 

Box rent Bank service 

Cffice supplies Car 

Fuel Insurance (all kinds) 


Subscriptions to State income tax 


magazines Property tax 
Filing and recording Building repairs 
Demurrage Donations 
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CASH [CASH] CHARGE s. LUMBER—G 21! LATH—G 23 | SALES CEMENT—G 25 MILL 
SALES ; TAX S 2% 


Amount 


Brought Forward Inventory 161000 
Received Car Lumber 25000 
° © Roofing 
_ " Plaster 
" LCL Millwork & Sa&Dr 
Freight on Above 


Total Receipts for Period of Time 1511] 1400.00 286800 | 6293.47 


Total Time or Charge Sales 8| 1148.90 | 800] 165.26 6169.29 1726.13 
Total Cash Sales 


Tot-1 Salea for Perind of Tire 1148.90 165.26 


Total Receipts Line 6 286800 
Total Units Sold Line 8 & 9 1000 


Stock on Hazi tnd of Period of Time 
Eni of Year 135500 | 13302. 1503 | 1148.90 285800 | 6169.29 


Received During Period (Previous Inv. 1400.00 300.00 6293.47 1641.50 
On Hand (Current Inventory) 506.66 197.09 1057.84 390.75 


A P Cost of Goods Sold 893.34 102.91 5235.63 1250.75 
verage of 50 Yards 
g Sales 1148.90 165.26 6169.29 1726.13 


UNITS DOLLARS Gain on Sales or Gross Profit 


255.56 62.35 933.66 475.38 
Arbitrary Actual 


Gain to Sales 22 38 15 27 


Total Expense 8665.02 or & to Sales 21 21 21 21 


@ Gain to Sales on Single Yard 


Single Yard 
Actual 


doing $40,000 Business 


Total 


Deduct 


LUMBER G21 Carney’s 5 121%4” hex. 

Unit—F eet Mortar mix 50 or ee, a a ae 
+8828 fig. 1x8 Thermofil : 1274” ee ere 
#8309 fig. 1x5 #8705 fig. 1x5 Dewey masons 26! Tite-Lok 

;, Sheetrock finisher 5 pke. Tite-On 
WOOD SHINGLES G22 Brixment i: 1224” 3 in 1 
Unit—Bundle Centerville-mortar mix 3: Speedlay 
1 M—1000 pes.—4 bdls. Univ. gauging 80 or 1004 Octabs 
1 Sq. 800 pes.—4 bdls. Veri fat lime 180 Thick butts 
1 Sq. 54x18 inches thick butt—6 bdls. rigapinet nang ad 
LATH G23 MILLWORK G26 Giant Loct-Fast 


° Frames Thresholds Dutch | 
Unit—Pes. Mouldings Pickets utch lap, copper bound 


50 pes. to bunch Wood battens Dowels PAPER G28 


20 bunches to thousand Unit—Roll 
Lath used for sticking should be charged ASBESTOS ROOFING G27 Asphalt roll roofing Thread felt 
to Lumber Account, amount only, and cred- ASPHALT SHINGLES 


is ‘ Blue plaster board paper 
ited to lath account, amount and quantity. Pes. to Bdl. in Med seote Sisativat 


CEMENT 625 aa Bdl. Square Rhinorop Tarred felt 
Shingle cutters a : 
Unit—Pound #3 Sheathing paper Safe-N-Dry 
- aa aoe - House liner 
TF OD) . » 


#70 : xa DOORS AND SASH G29 
Cement Colonial Timbertex Unit—Pieces 
Hair fiber pl Window 
Wood fiber Sash 
Keenes Brick type asb. sdg Comb. door 
Stucco ... Tee-loks French doors 
Dash nateeas 5 11'4” hex. Garage doors 
lire clay 1244" hex, National overhead sets 
Lime Screen doors 


wo 2 


e 


ri) 


2 0 © 0 


a WW 2 2 


ow + 


5 
we 


W is io 





ROOFING 


1726.13 


1641.50 


2189.42 
390.75 534.07 
| 1250.75 1655 
| 1726.13 2201. 
475.38 546.48 
27 24 


21 21 


Celotex 
PRalsam wool 
Masonite 
Rocklath 

ir panels 


12’ 


Sheetrock 
| oose 
Unifil—$ and cent only 
Celotex mldg 


Brick 


Hollow clay blocks 


MOORS AND 


D TION—G 
SASH— G 29 


PAPER—G 28 BRICK—G 31 


830.00 | 6100 | 240.00 


6100 | 1520.14 
1088.78 


1088.78 


116 | 1181. 6100 | 1088.78 


2946.50 1520.14 


1379.08 701.20 


1567.42 818.94 


2328.36 1088.78 


760.94 269.84 


32 25 
21 21 


INSULATION G30 
Unit—F eet 

Celotex lath 

Presdwood 

J-M type B 

Alton board 

J-M rock wool batts 
to carton of 6 pieces 
Beaver board 
wool—$ and cent only 


amt. only 


BRICK G31 
Unit—Pieces 


Ss’ 


Cement blocks 
BARB WIRE G32 
Unit-S pool 
WOVEN WIRE G33 
Unit—Rod 


Woven wire 


Wood posts 

Steel corner post 
Clothesline posts 
Post puliers 

Steel post fasteners 


BARB WIRE 
-G 32 


1350.00 


1432.50 
1190.50 
20 8.00 
1198.50 


110 | 483.64 | 3580 | 1198.50 

1432.50 
391.08 898.99 
483.64 1198.50 
92.56 299.51 
19 25 


21 


Lawn and flower fence 
Seed corn fabric 
Ridge roll 
Corrg. galv. rfg. sheets 
Tfinials 
Steel and slat corn cribs 
Steel trellis fence 
Insulation tape 
Cel-o-glass 

Steel braces 

Gates and gate steels 


Steel 


WOVEN WIRE 
—S 33 


POSTS—G 35 


1500.00 


3076.56 


3076.56 


3076.56 


3240.45 
255 
2115.90 
3076.56 
“960.66 
31 


21 


Sash cord 
Metal lath 


Root edging 


Brace wire 
Sereen wire 
Steel tanks 
sash 


POSTS G35 
Unit—Pieces 


Steel posts 
Steel end posts 
Post drivers 
Radio mast 


COAL G36 
Unit—Pound 


SUNDRIES G37 


Unit— 


420.00 [320000 


lence stretchers—Amt. only 
Banner poultry fence #2048 
150 ft. roll 9 rods 
HARDWARE G34 
Unit 
Nails 
lexagon poultry netting 


Sash weights 


Charcoal Wagon tongues 
Ladders Window ventilators 
Wood clothesline props 

Weatherstrip Rowe picket fence 
Metal A joint re-inforcing 

Micklin screens Window-tex 
Glasscloth Utility feeders 


COAL—G 36 PIPE AND 7 PAINT 
—G 37 G 38 39 


835 5300 | 346.00 


5300 | 720.95 


50] 1292 1642.83 


2204.30} 1239 


1445.21 


2204.30} 1239 1445.21 


2204.30 | 1239 758.38 | 1445.21 


3240 1292 720.95 | 1642.83 


1524. 449 139.31} 617.03 


1716 581.64 | 1025.80 


2204 1239 758.38 | 1445.21 


488.25] 396 176.74] 419.41 


22 29 


21 21 


Sheetrock joint system 

Perfa-tape joint system 

Expansion joint Eternit floor tile 

I'tex-O-Glass Ping Pong tables 
SEWER PIPE AND TILE G38 

Unit—F eet 

Sewer pipe, 2’, 21%’, 3’ per pe. 

Connections, 1 ft. 

Drain tile, 1 ft. Flue lining, 2 ft. 


PAINT G39 
Unit— 

Putty 
Brushes 
Steel wool 
Mop yarn 
Roof mop 
Turpentine 
Glazier points 
Linseed oil 
Glue 

oil or turpentine 


SAND G40 
Unit 
White sand 
GLASS G41 
Unit— 


Paint 

Roof cement 
Elastigum 
Valdura 
Creosote 
Varnish 
Sandpaper 
Putty knives 
Solid asphalt 
Container for 


W indow glass 


Plate glass Glazing charge 
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RETAIL BOOKKEEPING 


(Continued from Page 39) 

ent loss. There is a good chance, for 
instance, that if he finds 10,000 fewer 
shingles actually on hand than, accord- 
ing to the books, should be in stock, 
he will be able to recall an uncharged 
sale, or find any other reason for the 
difference. 

The next calculations for shingles 
are in dollars. From line 6 there is 
brought down to line 19 the value of 
the beginning inventory plus receipts, 
or $1,400.00. Below this is entered 





WHAT DO YOU THINK 
OF THIS SYSTEM? 


Opinions of readers are invited 
as to the principles involved in this 
lowa bookkeeping system or as to 
the methods by which it is oper- 
ated. Have you any suggestions 
for improving it? 











on line 20, the valuation of the end- 
of-year or current inventory, $506.66. 
Deducting from $1,400.00 the $506.66 
shows the cost of goods sold, or 
$893.34, which difference is entered on 
line 21. Then from line 10 there is 
brought down to line 22 the total 
receipts from sales, or $1,148.90. The 
difference between the amounts on 
lines 21 and 22, or $255.56, is entered 
on line 23, and is the gain on sales or 
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gross profit. This $255.56 is figured 
out as a percentage of receipts from 
sales, or of $1,148.90, the result being 
22 percent. 

For the convenience of readers there 
has been added to Mr. Porter’s tables 
one that lists in vertical columns the 
cross totals from the daily sales report. 
This shows 1—cost of goods sold, 
2—sales, and 3—gain on sales in dol- 


lars, and 4—in percentages. 





Individual Yard’s Item Gains 
Compared with Average 


The average of total expense for 50 
yards was $8,665.03, and this general 
overhead figures out as 21 percent of 
the average yard receipts from sales, 
or of $41,261. This 21 percent is 
entered below each department column. 
In the case of shingles at this particu- 
lar yard there is thus given a compari- 
son between the 22 percent gain on 
sales and the 21 percent overhead 
expense. Both the gain on sales and 
the overhead expense are figured on 
the same basis, or on total sales, there- 
fore the difference between them gives 
the percent gain on sales in this depart- 
ment, based on total sales for it. 

A comparison between the results 
given above for an average yard of 50, 
and those obtained by one yard doing 
$40,000 annual business, is made by 
entering the individual yard’s percent- 
ages on line 28. In some departments 
there is a striking difference. The one 





Cross Totals Re-listed to Show How Gross Gains on Items Are 








Figured 
Gain on Sales 
Cost of Percent on 
Goods Sales Gross Gain Sales 
(Line 21) (Line 22) (Line 23) (Line 24) 
DEE Sadeancnnsneesdesuwsteavs 8,880.42 13,302.84 4,422.42 33 
ID, snk ssnicic bg uhh Wich sch 893.34 1,148.90 255.56 22 
EE orc hee peng icra dcPreerastingnee aint 102.91 165.26 62.35 38 
BEE ven anawreundaur we adaks es 5,235.63 6,169.29 933.66 5 
ES gins nina beds bweavedaiee 1,250.75 1,726.13 475.38 27 
ee 1,655.35 2,201.83 546.48 24 
tiara tec hae iets tile ie 708.99 1,139.38 430.39 37 
Doors and Sash.................. 750.65 1,181.86 431.21 36 
ee 1,567.42 2,328.36 760.94 32 
eae is Ben tacts Sore de wen wnidinas 818.94 1,088.78 269.84 25 
DONTE WENO - sobs ncrccneeoseetmavns 391.08 483.64 92.56 19 
fe 898.99 1,198.50 299.51 25 
Oe ee 2,115.90 3,076.56 960.66 31 
NT hhtitin hic Dis arin bilbinceis einaicmaeid’ 303.45 403.47 100.02 24 
NN Ne aa cach tontereciend saci tgs pda: 1,716.05 2,204.30 488.25 22 
nace RCO COT ECR OE TEE 843.25 1,239.30 396.05 32 
Sewer Pipe and Tile.............. 581.64 758.38 176.74 23 
SEE wear die bese Sdvietnens deaeird 1,025.80 1,445.21 419.41 29 
halts andcimrieGOwweeeeLweae Meedatin ~aepdiece  smenbmeass 
ME otek tac. cathe ceipaseneaea@aaend Suddedlees  Mietteteidis canbe 
MINIS ssa vertare dsp aotadetarS wine dedi n ieee 29,740.56 41,261.99 11,521.43 27.9 
ERE sc escrihecsuteseoae~e <meseede. -dreiwails 8,665.02 21 


DU IEED cc cacvtaccecnsewsnns 


2,856.41 6.9 
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yard’s gain on brick was 37 percent, 
compared with only 25 percent for the 
average yard. But on woven wire the 


‘average yard made 19 percent, while 


the profit percentage of the one yard 
was only 11.4. In both cases, lower 
percentages indicate the need for in- 
vestigating the reasons, and provide 
guidance for executive direction of the 
operation of the yards. 

By comparing the 50-yard average 
gain on sales (line 24) with the gain 





PUSH PROFITABLE SALES 


In all lines of business, certain 
types of sales are more profitable 
than others, points out the “Idea 
Circulator" of the Mountain States 
Lumber Dealers Association. 


Some departments of the busi- 
ness may be more profitable than 
others. As an example, your paint 
and glass margin may be better 
than the average for your business 
as a whole. If so, special display 
and special sales effort may be 
desirable for this department. Not 
all departments of the business, or 
all items in the same department, 
should be given equal attention in 
merchandising. 


Good merchandising strategy 
suggests an analysis of sales con- 
ditions and sales opportunities in 
your particular trading area. With 
that information, you will then be 
in position to intelligently... . 


CONCENTRATE ON PROF- 
ITABLE SALES 











shown by the one yard (line 28), com- 
pany executives have a check on the 
performance of each individual yard. 

One comparison, made in this way 
in the case of this single yard, revealed 
that it had made only 12 percent (line 
28) gross profit on its sales of insula- 
tion, while the 50-yard average was 
32 percent (line 24). Investigation 
soon showed, however, that this yard’s 
low gross margin on insulation re- 
sulted from its having made a large 
sale to a WPA project at a gross mar- 
gin of only $2. This large low-profit 
sale lowered the gross profit margin on 
the whole insulation account. A com- 
parison of this kind, in Mr. Porter's 
opinion, should indicate to the man- 
ager that he should not be satisfied 
with such a low margin on another 
similar sale. 
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RETAILERS’ ROUND TABLE 

















A True Story of the Life and Death of a Sale 


An apartment dweller in the big city 
visited his neighborhood lumber yard 
one day to buy some material on which 
to mount a map. 

“T want a piece of plywood,” said 
he to the lumber yard manager, “or 
something of the sort about three-foot 
wide by four-foot long. I bought a 
piece here the other day,” he went on 
to explain, “but I’d like to get one that 
is a little stiffer 2 

“Buy a thicker one,” interrupted the 
yard manager. “But,” he added skep- 
tically, “it'll cost you twice as much!” 

‘Well, that’s all right,” said the man. 
“But maybe you can suggest something 
hetter. You see that plywood is pretty 
tough to push thumb tacks into and I 
wonder if you haven’t something that 
would work a little better. I want to 
use it for a 

“Some people use insulating wall- 
hoard,” the yard manager interrupted 
again. “Go on out in the yard and 
get the yard man to show you a piece 
of wallboard,” and the yard manager 
turned away to pick up a conversa- 
tion with two cronies who had their 
feet propped on a nearby stove. 

So the earnest customer wandered 
out into the yard and finally found a 
well-dressed gentleman standing with 
his hands in his overcoat pockets, gaz- 
ing absently at an old man in overalls 
leaning on a broom. 

“Who waits on who?” asked the 
man who had a map to mount. 

The old character with the broom 
came to life. “TI told the yard man you 
fellows were waiting here,” he said. 
“He ought to be around anytime.” 

When the yard man finally arrived, 
the gentleman in the overcoat promptly 
asked for three ten-inch boards, seven- 
foot long. The yard man pulled out 
one board eight-and-a-half-foot long 
and one about fifteen-foot long and 
prepared to saw the longest one in half. 

“Before you cut that,” said the man 
in the overcoat, “how much will it cost 
me?” 





, 





“We can give it to you,” chanted the 
yard man, “but we don’t make the 
price.” 


“Well, you better find out before 
you cut it then.” 

The yard man straightened up. “Do 
you want to go in and ask now?” he 
asked. 

“Not me!” said the man in the over- 
coat. “They wouldn’t have anything 
to do with me in there. They sent me 
out here. You go in and find out!” 

The yard man did, and came back 
with a price of $1.34. 

“Okay,” said the man in the over- 
coat. “Saw it, and cut the other board 
even with the halves.” 

When the yard man finished and 
had gone to the office again for change, 
the man in the overcoat matched the 
boards against the ground. The three 
of them were almost within half-a-foot 
of being the same length. 


“Well,” said the gentleman in the 
overcoat, “these people aren’t cabinet 
makers. But the boards are at least 
seven foot long.” 

Then the yard man came back and 
gave the gentleman his change, and 
turned to the man who wanted to 
mount a map. 

“T want something on which to 
mount a map,” said the man trying a 
new approach, “something about three- 
foot wide by four-foot long that you 
can push thumb-tacks into.” 

“What kind of material?” asked the 
yard man. 

“I’m not sure,” said the man. “T 
bought some 3-inch plywood but it 
bends. So I came back thinking I’d 
get some 5¢-inch plywood, but it’s 
pretty hard to push thumb-tacks into, 











Heres a Timely Tip 


The truck shown in the accompanying photograph is one of a 
number comprising the delivery fleet of the Steinman Lumber Co., 
which operates two large retail yards in Milwaukee, Wis. When 
the company buys a new stake body truck it treats the platform in 
the manner indicated by the picture. The platform is equipped with 





an apron, continuous around three sides of the platform, and about 
15 inches deep. The rear section of the apron always carries the 
words, “STEINMAN Materials For Your Job.” The side sections of 
the apron contain announcements of specific types of material car- 
ried in the yards. This type of advertising is deemed by the Stein- 
man people to be about as effective as any they use. 
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so the manager suggested insulating 
wallboard. Maybe——” 

“T'll show you some,” said the yard 
man. 

Three pieces of dog-eared wallboard, 
as dusty as the ground, were displayed 
in what looked to be an unused coal- 
bin. In the same hole were some pieces 
of hardboard and some stuff that looked 
like extra thick cardboard. The sheets 
of cardboard were about three times as 
long and twice as wide as the piece the 
man needed for his map, but they 
looked like they wouldn’t warp, bend, 
or break under ordinary use; also they 
looked like they would hold thumb, 
tacks, and were light enough to carry 
easily. There was just one question. 

“Can you cut that stuff to size?” 
asked the man. 

“You gotta buy the whole piece.” 

“Look! Ill buy the whole shed if 
[ have to. But can you cut it to size?” 

“T dunno. I’ve only got a saw.” 

“Well, do you think this stuff will 
saw, or will it crack up, or break, or 
tear?” 

“T dunno.” 

“Ha!” ejaculated the man who 
wanted to mount a map. “I'll tell you 
what we'll do. Let’s forget I men- 
tioned it. I don’t think I want to buy 
anything today anyway.” 

Moral: The man who wanted to 
mount a map bought a piece of 5¢-inch 
plywood two weeks later from a dealer 
in a town over 400 miles from his 
home—because—A. The dealer wanted 
to know how the man was going to 
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use it; B. The dealer was sure he 
could cut it to any size desired; C. The 
dealer was sure 34-inch plywood of a 
certain type and grade was EXACT- 
LY what the man wanted; D. The 
dealer suggested the piece should be 
cut in half, hinged together in the 
middle, and drawer handles be put on 
the top edges so it could be carried 
easily; and E. He didn’t warn the 
man that the price was so high it was 
silly to consider the purchase at all. 

So the apartment dweller in the big 
city cheerfully paid over $3.00 for a 
three-foot by four-foot piece of ply- 
wood (fixed up as the dealer sug- 
gested) and toted it over 400 miles 
back home. And he was happy to get 
it, too. 





Company Barbecues Stimu- 
late Employee Loyalty 


To stimulate company loyalty and 
develop a friendly, close-knit feeling 
among the employees, the Thomas 
Lumber Co., Orlando, Fla. invites its 
sixty workers and their families to a 
barbecue dinner once every four 
months. 

Food and entertainment is provided 
by the company. An orchestra is usu- 
ally engaged for the occasion as is 
some local talent, and brief talks are 
made by executives of the firm. 

The affair is always held in the 
yard; tables being strung along the 
driveway. Service is cafeteria style. 
Barbecued pork, Brunswick _ stew, 


Families of employees of the Thomas Lumber Co., Orlando, Fla., attending one of 
the barbecues given them by the company each year 
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bread, butter, cake, lemonade and 
coffee are offered and the guests make 
their own sandwiches. Paper plates, 
cups and napkins are used. 

To facilitate the necessary culinary 
effort the Thomas company purchased 
a set of kitchen utensils. One em- 
ployee is put in charge of the dinner 
and others assist in its preparation. 

“We feel that our barbecues are 
good-will builders which keep our em- 
ployees closer together,” explained A. 
J. Thomas, president. “We who head 
the company look forward to these 
events as much as they do.” 





Buyer Liable for Unpaid 
Unemployment Tax 


Buyers of any Illinois business that 
has been subject to the Unemployment 
Compensation Act are reminded by 
State Director of Labor, Martin P. 
Durkin, that they may become person- 
ally liable for any money the seller 
of the business owes to the State under 
this law. “Unless the seller can pro- 
duce a receipt from the director of 
labor showing that all contributions, 
interest and penalties due the State 
have been paid up to date of sale, or a 
certificate that no such payments are 
due, the purchaser should withhold suf- 
ficient of the purchase money to cover 
any amount due.” Persons who by 
court order or other legal process are 
directing a business that employed one 
or more workers, face the same per- 
sonal liability for any loss that the 
State may suffer under the job insur- 
ance law, Director Durkin added. 





Woman Retailer Takes Big 
Part in Civic Work 


RicHMonbD, Va., March 3.—Mrs. 
R. T. Hudson, of near Lawrenceville, 
makes a success of an unusual business 
for a woman, by operating a retail 
lumber yard, which includes the con- 
tracting and building of houses, and 
manages a wood yard in connection 
with the business. For thirteen years 
Mrs. Hudson was secretary and treas- 
urer of the Hudson Lumber Co., and 
now she is owner and manager. 

Outside of her business career, Mrs. 
Hudson finds time to take part in 
church and civic affairs of the town 
and county. At present, she is presi- 
dent of the county homemaking board, 
president of the Meherrin Home Dem- 
onstration Club, and is leader of two 


4-H Clubs. 
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REALM 
of the 


RETAILER 


Dealers have been telling us lately 
that the most important equipment is 
the staff of workers. You must have 
noticed how many stories of that kind 
have appeared in these columns. 

That of the Scruggs & Guhleman 
Lumber Co., Jefferson City, Mo., 
belongs in the list. This company took 
over the yard twenty-two years ago; 
and, while the staff is much bigger 
than it was back in the ’teens of the 
century, it is a group of veterans. 
Numbers of these “veterans” look too 
youthful to be described that way. 
Many went to work here on their first 
jobs; and, while the jobs have ex- 
panded, the employees have stayed. 


Must Work Together to 
Make a Team 


Unless a new yard replaces an old 
one and takes over the office and yard 
crew, including the chief, it’s going to 
start as a physical plant and not as a 
working organization. If the workers 
are strange to each other and to the 
manager, even though all of them are 
experienced, the plant for some months 
will be better than the staff. The 
people have to do plenty of working 
together before they get to be a team; 
and that’s one reason why the turnover 
of yard employees is relatively small. 
Nobody wants to break up a team that 
knows team play. 

“Tl go to almost any lengths to 
avoid firing a man,” Mr. Scruggs said 
as we sat in his office at the rear of the 
big sales rooms. “It can’t always be 
avoided ; if, for instance, he’s at cross 
purposes with the company and is 
being deliberately useless. But that 


This is a staff banquet of the 
youthful veterans at Jefferson City 
yard of Scruggs & Guhleman 
Lumber Co. served at office in 
honor of lady about to retire. Its 
background is display front of plan 
service department 
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almost never happens. If he’s intelli- 
gent and reasonable, he can learn. A 
new man is an unknown quantity ; and 
at best it takes him some time to learn 
our ways. I’d rather see what I can 
do with the people who have worked 
with us long enough to know.” 

Training of the staff, it would seem, 
goes on continually; but in informal 
and co-operative ways. We thought 
of this company when we read what 
a military writer had to say about mili- 
tary discipline: “Good discipline— 
that common state of mind which 
impels each man to serve most whole- 
heartedly for the common cause—is 
most naturally and spontaneously gen- 
erated by good leadership.” 


Each Works Wholeheartedly 
for Common Cause 

The principals of the firm have long 
been prominent in association work. 
Mr. Scruggs is a past president of the 
Southwestern, and Mr. Guhleman is 
first vice president. They are the 
busiest and most active men on the 
staff; selling on the floor, handling 
customer financing, working with 
plans, supervising in-coming stock, 
answering the telephone. Incidentally 
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Scruggs & Guhleman Lumber Co., 
of Jefferson City, Mo. 


this company, with its close attention 
to the shopping trade, makes three- 
quarters of its sales over the telephone. 
Because these two men constantly use 
the displays, the sales equipment, the 
planning service, the financing methods 
and the sales policies in dealing with 
customers, they know how these things 
work to the last detail They know 
what changes should be made, and they 
work out these changes informally with 
the staff. Because they know the 
methods and tools, the staff knows 
them. It develops “that common state 
of mind which impels each man to 
serve most wholeheartedly for the 
common cause.” 

The company owns and operates 
four yards; the big plant in Jefferson 
City, and three others in country 
towns. Jefferson City is a_ strong 
building-and-loan city. Probably 90 
percent of its houses have _ been 
financed by these concerns. The FHA 
is financing a number of jobs; but, 
useful as this institution is, it naturally 
does its best work in places where local 
financing is not available. 
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Yard of Daniels Lumber Co., Mar- 


shall, Mo., with office in far corner 


In part to handle these FHA jobs, 
and in part to keep a practical line on 
all the company’s construction work, 
Scruggs & Guhleman maintain their 
own plan-service department. They 
do not publicize or push this service 
too much; chiefly because there are 
many competent architects in this cap- 
ital city. The company wants to and 
does work in close co-operation with 
the architects; not only because it 
wants their good will, but also because 
their special skill is definitely needed 
in the city’s building program. There 
are big jobs to be done—apartments, 
office buildings, hotels. At the time of 
our call, Mr. Scruggs was busy pro- 
moting the financing of a new hotel 
to take the place of one recently 
burned. Being the capital of Missouri, 
Jefferson City has many visitors and 
needs much hotel space. 

Most of the smaller houses, and 
some of the larger, are designed in the 
company’s own drafting department. 
Many of these owners do not want 
formal architectural help, think of it 
as part of highly special design, and 
yet need this planning service to pro- 
tect them from mistakes. It is a serv- 
ice that is necessary in getting FHA 
loans. So the drafting department, 
while it isn’t much publicized and is 
kept out of competition with indepen- 





dent architects so far as ponsible, is a 
useful and important part of the vards’ 





















selling equipment. It is housed in a 
special inner office, the front of which 
is finished like the front of a cottage; 
furnishing practical displays to show 
customers details of construction. 


Uses Materials in Place as 
Displays 

The company uses all sorts of de- 
vices to display its materials and serv- 
ices; uses these things as part of the 
structural work of the office. Just 
before our call, Mr. Scruggs had sold 
an order of tile board for remodeling 
a bathroom; made the sale by showing 
this board actually in place in an office 
lavatory. Two minutes of looking at 
the material actually in place gave the 
customer a better idea of its appear- 
ance than an hour of looking at sam- 
ples and listening to descriptions. 

Each year the company carries out 
at least one project of remodeling in 
the office or in the yard. It worked on 
the sales rooms in 1941 — display 
alcoves, lighting and the like. 


Paint Is a Leader Among 
“Shopping” Lines 

“When we took over this yard,” 
Mr. Guhleman said, “it carried a small 
stock of paint; not well organized and 
not effectively promoted. The former 
owner advised us to close it out; said 
it carried little over-all profit, was a 
pain in the neck to handle, couldn’t be 
promoted effectively because shoppers 
wouldn't come that far to shop. We 
didn’t think this was good advice. The 
yard, as you see, is just a block from 
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the main retail street of the city; and 
we thought if we promoted the factors 
of building that are usually considered 
shopping lines, all of them together 
would bring shoppers our way. That 
has proved to be a good guess. We 
did change lines of paints and now 
handle Sherwin-Williams; both be- 
cause it is good paint and because the 
company puts out excellent service and 
sales helps. 

“Here, for instance, is a big book 
of color schemes and color harmonies. 
It’s the best device I know about; 
charts and plates big enough and with 
the shades so exactly right that a cus- 
tomer can get the full value of the 
effects. We've found, in selling paints, 
especially for interior decoration, that 
really not many people, including 
women, know much about color. Wo- 
men may know it in fabrics but not in 
wall surfaces. They want help; and 
this service gives it to them. As you 
see, the paint department is in a special 
store of its own, across the main alley 
from the office and other sales rooms. 
We have a man in charge who is a 
paint and color specialist. It’s sepa- 
rate enough so that customers who 
come to study colors are not distracted 
by the traffic always going through the 
other sales rooms. 

“T know something about the way 
women study over color schemes and 
house plans before they are ready to 
build. We've recently built a house; 
and Mrs. Guhleman studied those 
plans for six years and knew every 
detail before we started. It’s commonly 
said that no one can see a house exactly 
as it is before it’s built; but I don’t 
think any detail in our house deviated 
from Mrs. Guhleman’s mental picture. 


Women Employees Help 
Sales to Women 

“In the twenty-two years we've been 
operating the yard, we’ve seen this 
so called shopping trade increase many 
times over. We know about the im- 
portance of the women customer. We 
have quite a number of young women 
working on the office staff; and that 
helps our sales in several ways. In 
the first place, more or less uncon- 
sciously, though in later years delib- 
erately, we've made the office and the 
sales rooms attractive and dignified 
places where young women like to 
work ; and this has made these rooms 


This type of open, two-decker 

shed, in use by Daniels Lumber 

Co., Marshall, is popular in 
Missouri 
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nd attractive to women customers. The “No question about it; these so to him as lumber grades. In fact, he 
rs fact that these young women work called collateral lines of paint and gives them more attention ; for he takes 
ed here has overcome the timidity of hardware and decorating service help it for granted that we'll know tech- 
er women customers who formerly to sell lumber; and lumber helps to nical matters about grades. He’s 
vat wouldn’t think of going to a lumber sell the other lines. Why shouldn't especially interested in what he’s going 
Ve yard. Our women helpers are good, they? We may think we’re lumber- to see and live with in the completed 
yw not only at the clerical work they men, and we may be specially inter- house. We meet him on the level of 
e- usually do, but they’re good sales peo- ested in the grades, finish and quality his own interest.” 
he ple as well. of lumber. We might even think that The Daniels Lumber Co., Marshall, 
nd this is a big enough Mo., is another big and impressive 
field for one business vard. It was our misfortune that 
ok to specialize in. But R. M. Phillips, the manager. was out 
es. what about the cus- of the city, and our good fortune that 
it; we met and talked with J. E. Showal- 
ith a ter, Jr. Mr. Showalter tells us that in 
1s- This portable is being Marshall the FHA especially Title 2, 
he built to special order, has been a business lifesaver. There 
ts, with aid of DeWalt was hardly a house built in Marshall 
lat saw, in the yard of — in 1940 that was not financed in this 
ng Daniels Lumber Co. way. Because of this special financing, 
'o- . and because the service is much needed 
in in the city, the yard maintains its own 
nd tomer? He's interest- drafting service; doing custom-made 
ou ed in a house; and plans and modifying stock plans to suit 
ial architectural design the owner. These big Missouri yards 
ley and color schemes are have gone a long way beyond boards 
ns. just as important by the thousand feet. 
, a 
ya- 
ho 
e New House Answers Defense Needs 
the : , ' ; 
One answer to defense housing, when square bridge girder. 
hundreds of families are suddenly moved Completely equipped with plumbing, wir- 
ay into a new industrial area, is the “Haul-a- ing, fixtures, heating, paint, finished floors, 
nd Way Home” designed and built by Allison closets, shelves, bookcases, electric range, 
to H. Dean, realtor, and Ira Washburn, as- refrigerator, water heater, double — bed, 
se: sistant designer and superintendent of con- dressing table, breakfast table and chairs, 
8 struction, Portland, Oregon. daveno and window curtains, the house ar- 
a The light, but strong and rigid patented rives ready to live in as soon as utilities 
“TY construction is accomplished through the are connected. 
nly use of Resnprest Plywood on the exterior The dwelling is light; may be moved eas- structure, but it is advised that a concrete 
tly and Douglas Fir Plywood in the interior. ily and inexpensively at regular truck slab, 10 by 40-feet, be provided. 
n't Lumber is used to build up three trusses, a speeds. Test model contains living room, Total cost in the Portland area is $1800 ; 
left and right hand wall truss, each 40-feet 10 by 16-feet; kitchen, 8 by 10-feet; full- terms available in February were approxi- 
ted long and 9-feet high, and a roof truss that sized bathroom, and bedroom, 9 by 10-feet. mately half cash and balance, $25 a month, 
re. covers the entire building, which is 10-feet Other rooms can be added quickly; a but finance companies and the FHA are 
by 40-feet in size. When the three trusses basement may be put under it either before working on the financing as Mr. Dean 
are bolted together with the floor section, or after the building is delivered; the build- wants to be able to offer the dwelling at 
the structure becomes very much like a ing needs no foundations for supporting the $250 to $300, cash, and $25 a month. 
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WESTERN PINE INDUSTRY SHOWS 


Modifies Set-up to Conform to Government Wishes But Plans 
Association Can Maintain Effective Service --- Puts Emphasis on 


PortLAND, Ore., Feb. 28.—Ten years ago 
the Western Pine Association came into be- 
ing at Klamath Falls, Ore., when the West- 
ern Pine Manufacturers Association and the 
California White & Sugar Pine Manufac- 
turers Association were merged. This new 
association brought under one banner many 
principal producers of western soft pines 
throughout the big intermountain district 
from British Columbia to the Mexican bor- 
der. It made possible a more extensive and 
better coordinated program of trade promo- 
tion, research and forest conservation. Born 
in a depression year, with the industry enter- 


J. M. BROWN, 
Spokane, Wash.; 
Elected President 


SWIFT BERRY, 
Camino, Calif.; 
Retiring President 
ing a decade of the lowest lumber consump- 
tion in half a century, the new association 
faced many problems. Through it all the 
organization has grown, and trade promotion 
results alone have justified its work, as 
shown by the fact that volume of western 
pine consumption, as compared to total soft- 
wood consumption, has materially increased. 
During this decade the Western Pine Asso- 
ciation has grown from a low of 45 com- 

panies to its present roster of 135. 


New Officers and Directors Elected 

The association’s most discouraging recent 
crisis was the anti-trust indictment. How- 
ever, it has accepted the Department of Jus- 
tice interpretation of the law, and at this 
tenth anniversary took steps to revise activi- 
ties to conform to Department of Justice 
rulings. It is felt that the effectiveness of 
the association’s work will not be materially 
affected, and the western pine industry faces 
the future confidently under the leadership 
of J. M. Brown, newly elected president. 

Mr. Brown is president of Long Lake 
Lumber Co., Spokane, Wash. He has long 
been active in association councils. His 
company is an important factor, though not 
one of the largest operations, in the produc- 
tion of Idaho white and Fonderosa pines and 
also in the manufacture of window and door 
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frames, trim and woodwork items. Jim 
Brown, as he is familiarly known in lumber 
circles the country over, has well recognized 
leadership ability. He has recently been 
elected vice president of the National Manu- 
facturers’ Association. 

Other officers elected were: 

First vice president—John R. Gray, Spo- 
kane, Wash., Diamond Match Co. 

Second vice president—T. S. Walker, 
Westwood, Calif., Red River Lumber Co. 

Treasurer—Truman W. Collins, Port- 
land, Ore., Grande Ronde Pine Co. 


Directors at large—J. P. Hennessy, Mc- 
Cloud, Calif., McCloud River Lumber Co.; 
W. E. Lamm, Modoc Point, Ore., Lamm 
Lumber Co. 

Representatives on board of National 
Lumber Manufacturers Association 

Swift Berry, Michigan-California Lum- 
ber Co., Camino, Calif.; J. M. Brown, Long 
Lake Lumber Co., Spokane, Wash.; C. L. 
Isted, Shevlin-Hixon Co., Bend, Ore.; R. 
R. Macartney, Weyerhaeuser Timber Co., 
Klamath Falls, Ore.; Walter Neils, J. 
Neils Lumber Co., Libby, Montana. 


The importance of the industry’s part in 
Defense was a principal subject. The duty 
of every millman to cooperate as fully as 
possible in supplying Government wants was 
universally accepted. Reports of standing 
committees were read and their recommen- 
dations approved, by the board. 

The principal actions of the directors were 
approval of the 1941 budget, totaling ap- 
proximately the same as last year’s; approv- 
ing recommendations from committees ; mak- 
ing changes in grading rules and statistical 
reports in line with the Consent Decree; 
and authorizing employment of association 
counsel to analyze the Consent Decree. 








Association Can Work Effectively 


The general meeting was opened by Presi- 
dent Swift Berry shortly after 10 o’clock 
Thursday morning. He called on members 
to stand in silent tribute to three former 
associates who have passed to their reward: 
E. F. Cartier Van Dissel, president Phoenix 
Lumber Co., Spokane, Wash.; E. S. Collins, 
Portland, Ore., president Grande Ronde Pine 
Co.; E. C. Wert, Spokane, Wash., vice presi- 
dent and sales manager, Long Lake Lumber 
Co., chairman Western Pine Association 
Trade Promotion committee. 

President Berry, whose belief that brevity 
is the soul of wit marks him as a first class 
presiding officer, confined his remarks to the 
general position of the association. The 
year’s work had been summarized in a 
printed report. Mr. Berry pointed out that 
the industry had passed through a good year 
of production and shipments, with some real- 
ization and had been able to make a good 
record on the Defense program. Mr. Berry 
expressed his gratification at the large at- 
tendance, both at this annual and at recent 
district meetings. He spoke particularly of 
the work of promotion and research depart- 
ments, and expressed confidence that the 
association can continue to function effec- 
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tively. His belief is that it will be more 
needed than ever before. 


Treasurer and Manager Present Reports 


Treasurer Truman W. Collins presented 
his statement. The administration of the 
association showed a high degree of effi- 
ciency, with staff remaining at 48. He 
presented a review showing actual expendi- 
tures as against budget forecasts for 1936 
until the present, and had a chart showing 
amounts that went for various activities. 
This chart showed fairly constant expense 
for administration and trade promotion, but 
increases in expenditures in support of Na- 
tional Lumber Manufacturers Association 
and for grading, forest engineering, and re- 
search work. A conservative budget during 
good times has permitted accumulation of 
some surplus. 

Secretary-manager S. V. Fullaway, Jr., 
in a report just as short and to the point as 
that of President Berry, called attention to 
the history, growth, problems and accom- 
plishments of the association, and expressed 
the opinion that the industry has the cour- 
age to continue to go forward. 


Statistician Foresees Active Demand 


W. E. Griffee, first pointing out that there 
had been some new restrictions on the sta- 
tistical information that the association may 
present to its members, called attention to 
the large chart on the wall showing produc- 
tion, shipment and price trends during the 
past few years, as well as the supply-demand 
ratio. 

Industrial production has gained since 
November, he said, and it is expected that 
newly constructed plants will cause a fur- 
ther substantial rise. Increased industrial 
production for Defense so far has not cur- 





JOHN R. GRAY, 


Spokane, Wash.; 
Vice President 


T. S. WALKER, 
Westwood, Calif.; 
Vice President 
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/S| FAITH IN PROMOTION, RESEARCH 
Monel Cents i Mabplal C ve Activiti ; 

ans} Continuance of Helpful Co-operative Activities --- Leaders Confident 
e P 
s on| Readiness of Lumber Producers to Serve Country’s Defense Needs 
more tailed residential construction, as some Supply of Dry Stock Is Below Normal mended that from increased income, due to 

feared, for there was a 49 percent increase ie: ; ae . greater production, a surplus be earmarked 

in residential floor space in January over =e Ge other hand, national mill stocks for future promotion. The 1941 budget con- 
Dorts January of last year, and Defense housing Dec. 31, 1940, had fallen 1,100 million feet tains $141,500 for direct and $59,000 for co- 
at | oi ee ee ee eS eee 
we ee : ; Pa os ti - NLMA work, National Door Association 
the parently is slated to stimulate residential showed a net reduction during the year of Wood ag RR So , 
efh- construction in Defense areas. but 111 million feet, or less than national bon en Box Association ete. 

He average. Preliminary figures for January W. P. Marsh, sales manager Edward 
endi- Made Extra Effort on Defense Needs and February indicate that a further normal Hines Lumber Co., Hines, Ore., chairman 
1936 seasonal reduction of about 250 million feet research committee, praised the association 
wing Although the western pine industry set a was made. Because a larger than normal laboratory’s important work. The research 
yities, new record for shipments last year, the percentage of current stocks is not yet dry 
pense country’s entire consumption of 29 billion enough to ship, present inventory volume is 
, but feet still was far under the 36 billion con- not quite as helpful in filling orders as it 
Na- sumed and exported in 1929. Western pine’s normally would be. A high percentage of 
lation share of the country’s domestic consumption present shipments is moving direct from kiln 
d re- of softwoods has risen steadily from 18.1 per- to car. As air seasoned lumber comes dry 
uring cent in 1929, to 22.4 percent in 1940, an during April-May, pressure on kiln facilities 
m of increase of nearly 25 percent. First quarter will be eased and much needed stock become 

shipments so far have shown an increase of available, Mr. Griffee concluded. 
Jr. 25 ——. big enaper 2 ability to main- 

“ tain this record rate of shipments was espe- cies 
na na cially gratifying, he declared, in view of the Urges Priority for Defense Needs 
ee. early and continuous rains last fall which Last year the National Defense Commit- 
essed stopped air seasoning. First quarter produc- tee had asked for representatives from the 
én. tion in the peak years of 1929 and 1940 Western Pine Association, and President 

totaled about 700 million feet; so far during Swift Berry and Walter Neils were ap- 
1941 this rate has been exceeded by more pointed to serve. Mr. Neils told the mem- 
than 20 percent, in spite of poorer than aver- bers briefly of this committee’s work, reports 
and age weather for logging. This great increase of which have been carried in the AMERICAN 
see is due at 7 the operation of = which LuMBERMAN. Mr. Neils closed his some- 
es Se ee ee eee shift during what brief report by urging all manufactur- 

nee winter. The industry’s eagerness to supply ers to co-operate with the Government and — 
on to i coe a nr gg A a to assume that it is the duty of the manu- 5 PB: HENNESSY, W. E. LAMM, 
ailiear:. a fa sm an” ae ty +H facturer to give priority to Defense. McCloud, Calif. Modoc Point, Ore. 
y the a s ‘ pe : ; a ne = Elected Directors at Large 
S ate of gain over 1939-40 will be extremely Outli Ch in O i S 
mand difficult to maintain. utline anges in Operating Set-up , 

The unfilled order file, after passing a : a department has been authorized to add a 
since September peak, fell off about 150 million ti President a — ved heed raeocnl new chemist. ; : 
that feet, while heavy shipments were being made me nape ages poigy Meindl A, J. Glassow announced a meeting for 
fur- during the fall. It is increasing again now, SS as anys ie eae a Saturday, March 1, which Ponderosa pine 
strial however, and stands at about 418 million —_ aan tale S : this errs manufacturers were urged to attend to learn 
cur- feet, or 50 percent above that of a year ago. ra gece ynen: tled os ng al from President Ralph Hines, of the new 

oe oo oe Seer eee Ponderosa Pine Woodwork Association, 
Also, on similar recommendation, the as- what that organization's promotional pro- 
sociation will in the future neither print nor — hed ; ie wee: 
distribute any basic price list or discount Retiring President Swift Berry invited 
sheet, nor any forms in connection there- President-elect J. M. Brown to take the 
with. chair. Mr. Berry said he enjoyed very much 
A. J. Voye, chairman traffic committee, his two years’ service, although he admitted 
reported a reduction of 2% to 3 cents ona it had often kept him awake nights. Presi- 
9414 cent rate to the Southeast. dent Brown pledged himself to work to keep 
W. E. Lamm, for the grading committee, everyone living up to the rules laid down 
explained proposals to meet requirements of by the consent decree, and help the associa- 
Department of Justice, one being equal tion continue its work efficiently. He closed 
charges to members and non-members for with a tribute to Mr. Berry. 
inspection, grade marking etc. R. A. Colgan, Chico, Calif., pointed out 
Walter Neils, acting chairman statistical poe aes Dae aie : 
committee, reported changes considered that little enough recognition had been given 
necessary in reports. Mr. Berry and other former presidents and, 
. on his motion, the directors authorized a 
bias i : committee to procure suitable mementos to 
Plan to Maintain Promotion Efforts be presented to J. F. Coleman, Kinzua, Ore. ; 
A. J. Glassow, for the promotion commit- C. L. Isted, Bend, Ore.; R. R. Macartney, 
ER, WALTER NEILS, A. J. GLASSOW, tee, reported outstanding work for the west- Klamath Falls, : om. or : alee Berry, 
lif.; Libby, Mont.; ened: Bes ern soft pines. No material changes are tobe | Camino, Calif, as a mark of industry appre- 
nt Statistics Chairman Promotion Chairman Made in the budget. It has been recom- ciation. 
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Package Selling and Defense Needs 
Keynoted Western Retailers Annual 


SEATTLE, WaAsH., March 1—There is 
nothing new under the sun, but there are 
different ways of doing things, as was shown 
at the thirty-eighth annual convention here 
of the Western Retail Lumbermen’s Asso- 
ciation, eb. 20-22. The progressives in the 
world keep up with the evolution in methods, 
and Fred Robinson, Great Falls, Mont., 
president, and W. C. Bell, manager, and 
Harold Ostergren, secretary, and staff are to 
be classified as progressives. The conven- 
tion closed Saturday night, Feb. 22, with 
the big banquet, dance and floor show in the 
Spanish Ball Room of the Olympic Hotel. 
The Seattle Lumbermen’s Club, with Roy 


prizes for almost everything, ladies’ organ- 
izations, music, Sageite Inn and the weather. 

W. H. Hermsen, Shockley Lumber Co., 
Baker, Ore., was elected president, while 
Fred Robinson, Great Falls, Mont., was 
presented with a handsome silver mounted 
gavel as a memento of his services as presi- 
dent. 


Good Planning Made It Easy to Take 


W. C. Bell, managing director of the as- 
sociation, aided by the officers of his effi- 
cient staff and the local Seattle lumbermen, 
developed a three-day program that was well 
balanced between business and_ pleasure. 


Left to right: Fred H. Robinson, Great Falls, Mont., retiring president; W. H. Hermsen, Baker, Ore., 
elected president, and W. C. Bell, Seattle, Wash., managing director, Western Retail Lumbermen's 
Association 


Dailey, president, and its inimitable enter- 
tainment twins—Nic Brace and George Rich 

—might be termed “ultra-progressive,” for 
not only keeping up with the trends but in 
actually setting styles for hospitality. 

The Western Retail Lumbermen’s Asso- 
ciation is made up of members from the 
Pacific Northwest States—Washington, Ore- 
gon, Idaho and Montana—with some af- 
filiates from California, Utah and Nevada, 
and they gathered in force to get another 
annual diploma for a year’s advancement in 
the art of distributing lumber and other 
building materials. 

Of course, “Package Selling” was the 
vogue a year ago, but today it is called 
“Controlled Selling” by the best gram- 
marians, such as Charlie Stuck, from Jones- 
boro, Ark. It means that the dealer has 
everything under his control. National De- 
fense and controlled selling were the key- 
notes of the convention. Then there was 
entertainment, exhibitions of materials, 


Open discussions were interspersed with mes- 
sages from speakers of national and re- 
gional fame, and showmanship enabled those 
in attendance to pass untiringly from one 
thing to another. Many of the most helpful 
ideas came from the round table meetings, 
starting with breakfast at 8 o’clock Friday 
morning and extending through until noon. 
There were four breakfast groups, each 
headed by a different chairman and _ han- 
dling different subjects, so that those in- 
terested most in some particular subject 
could choose the gathering handling it. Each 
of the business sessions had a_ different 
chairman. 

The opening program, Thursday, was pre- 
sided over by J. L. Odette, of the Monarch 
Lumber Co., Great Falls, Mont. Here the 
usual invocation, and welcoming speeches 
with the responses, were followed by the 
president’s annual message, delivered by F. 
H. Robinson. 


President Discusses Building and Defense 


President Robinson dwelt at length on 
the necessity and development of public re- 
lations, and upon selling aids and the vari- 
ous publications of the National Retail Lum- 
bermen’s Association, the Western and other 
branches of the industry, told of Federal 
Housing Administration developments, and 
particularly recommended to the other dis- 
tricts the work that has been done in Mon- 
tana by the so-called FHA schools for deal- 
ers. He said retail lumber dealers have a 
keen appreciation of the necessity for de- 
fense, and “we bow to Defense needs.” He 
pointed out that the nation has large needs 
for housing. It was his belief that private 
industry can and will take care of most of 
these needs. Problems have been created, 
however, by new and inexperienced retail 
units being set up, the Government’s buying 
policy which emphasizes truck delivery from 
mill to job, and the Wage and Hour Act. 


Must Watch Inroads on Private Business 


W. C. Bell, managing director, in his re- 
port introduced a novelty. After delivering 
the leading part of his message, he stopped 
and, with perfect timing, his own voice came 
in through a transcribed continuation of the 
address while Mr. Bell stood at ease and took 
time out, later picking up the message just 
as the transcription ended. Most important 
word in American diction today is “De- 
fense,’ he declared. Defense brings many 
thoughts—of the sufferings and heroic fight- 
ing going on in Britain, of airplanes and 
manufacture of munitions, and finally of our 
own homes. Defense comes down to defense 
of homes. He spoke of an all-inclusive de- 
fense which took in the defense of our busi- 
ness; we must see to it that many recent 
changes are for the period of emergency 
only. Among other things, we are faced 
with the necessity of keeping the public 
informed of the value of home building 
today. One Department of our Govern- 
ment encourages home building, while at 
the same time another Government Depart- 
ment issues false and malicious attacks on 
the building industry. Our weapon will 
have to be publicity. We have a fine record. 
We must continually strive to keep America 
what it now is and always must be—our 
own home land. 

At the afternoon session, Fred Epperson, 
Epperson & Sons, Port Angeles, Wash., was 
chairman. Those in attendance were given 
a respite from consideration of their own 
business affairs, and listened to Stephen F. 
Chadwick, Seattle attorney and former head 
of the American Legion, speak on “George 
Washington and Our Present Day.” 

Folger Johnson, FHA director for Ore- 
gon, discussed the “FHA and Its Relation- 
ship to the Lumber Industry.” 

Another speaker who brought a pleasing 
reaction from his listeners was Stewart H. 
Holbrook, lumberjack, author and_lec- 
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Interest Is Kept at High Point By Excellent Planning, Which Provides 
“Mikes” For Putting Delegates “On The Air” To Ask Or Tell, and For 
Breakfast Discussions of Groups of Co-related Yard Management Problems 


turer, probably best known to lumbermen 
as author of “Holy Ole Mackinaw.” Mr. 
Holbrook’s subject was “Do Lumberjacks 
Have Tails” He had heard them abused 
as an industry all the way from Seattle to 
Maine and back. He took occasion to laud 
the accomplishments of the l‘orest Products 
Laboratory at Madison, Wis. 


Applaud Talk on "Land of the Free" 


The last business session of the conven- 
tion was held Saturday morning, with Presi- 
dent Fred H. Robinson in the chair. Man- 
aging-director Bill Bell took charge of 
things long enough to present, on behalf of 
the association, a beautiful silver mounted 
gavel to Mr. Robinson. Undoubtedly the 
drawing card which caused the room to be 
well filled on this last business session was 
the address entitled “Land of the Free,” by 
I. N. Tate, vice president and secretary, 
Weyerhaeuser Sales Co., St. Paul, Minn. 
or almost an hour this large body of lum- 
bermen listened carefully to Mr. Tate’s mes- 
sage and that in itself was eloquent testi- 
mony as to his listeners’ appreciation, still 
further manifested by the applause accorded 
him at the end. 


Salesmanship—for Service, Fun 


and Profit 


Business, said Mr. Tate, is the heart of 
American life—the making of things or the 
performing of services for pay. The Land 
of the Free is certainly predicated upon the 
continuation of free enterprise, the devel- 
opment of American business, and _ the 
utilization of American resources. But it is 
not going to be the Land of the Free in the 
sense it has been. The most important job 
ahead of any of us in these days is to give 
particularly close attention to his own busi- 
ness. In the forest industry as a whole, 
there have been great changes, from the 
time it was thought that supply of timber 
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Vice president 


LEO L. GORMAN, 
Astoria, Ore.; 
Vice president 


was inexhaustible, through the conservation- 
ist scare as to timber famine. Today there 
are in America vast supplies of wood, which 
has been her best and cheapest building 
material and the means of raising her stand- 
ards of living. It is important, to both lum- 
ber producer and retailer, that the modern 
story of the industry be understood by the 
public. It must be told that timber is a 
crop that should be harvested as it matures, 
that production and consumption are nearly 
in balance. It must be convinced that taxa- 
tion that hampers the growing of this crop 
is not in its interest, and that State and local 
laws can best promote it. 

There is no use, however, in growing tim- 
ber unless it has a commercial value, and 
market expansion is the crying need of the 
industry. To obtain it, the manufacturer can 
help by providing a better product, but from 
that point on he is dependent on the sales- 
manship of the distributor. That is the rea- 
son for the manufacturers’ support of the 
Merchandising Institute and Tested Selling 
Methods, why they welcome progress made 
in the unit selling of homes and easier 
financing. The industry must, in addition, 
seek to put greater value in these homes; 
must judge its every action from the view- 
point of the customer. 

Definitely part of the free enterprise 
system that made America great is the 
distribution of lumber and building mate- 
rials through the regularly established and 
equipped lumber yard, with personal atten- 
tion to the needs of each customer. It has 
been established over long years of experi- 
ence as the best way of distributing these 
products. It must be maintained and justi- 
fied by the giving of real service to the cus- 
tomers—intelligent service that will supply 
the right species and the right grade for 
every use; that will make the lumber dealer 
a necessary part of the building of his com- 
munity. Do you sometimes feel that you 
are out of possible customers? asked Mr. 
Tate. Walk five blocks in any direction 
from your office, or drive five miles through 
the country, and look at the improvements 
that are needed, he suggested. We are going 
to have to show a lot more salesmanship in 
the future, he declared; but we are going 
‘o have a lot of fun, pleasure and satisfac- 
tion in showing it. 


Audience Quizes Through "Mike" 


Following several renditions by the Met- 
ropolitan Male Quartet, the loud speaker 
system was cleverly used during the Friday 
afternoon session. In the first period, as 
at all business sessions, George Rich pro- 
pounded questions from the stage to men in 
the audience who faced a traveling mike in 
charge of Dominic Brace. Correct answers 
brought those questioned cash awards. The 
Tri-State Lumber Co. men garnered quite 
a sum of money. In the second period, a 
battery of eight experts, each a district 
manager of Lumber Promotion, faced mikes 





on the stage and answered questions sent up 
by the traveling mike, Cap Collier being the 
prompter. Among those who tried to stump 
the experts without success were: E. Lee 
Smith, Building Supplies, (Inc.), Spokane; 
C. W. Gamble, Boise-Payette Lumber Co., 
Boise, Idaho; and J. M. Stransky, Stransky 
Lumber Co., Milwaukee, Ore. 


Six Steps in Merchandising 


Punctuated with a profusion of southern 
jokes, the address of Charles Stuck, C. A. 
Stuck & Sons, Jonesboro, Ark., on the vir- 
tues of packaged selling was enthusiastically 
received. He divided this merchandising 
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procedure into six steps, the first three cov- 
ering preparation—establish an accurate 
estimating system; a consistent follow-up; 
more efficient cost analysis; while the sec- 
ond group of three covers executions—crea- 
tion of prospects; conversion of contrac- 
tors; adequate compensation plan for sales- 
men. Fear of the times should be disre- 
garded, said Mr. Stuck. Home ownership 
is the greatest bulwark of Defense. Don't 
forget that the average woman puts her 
baby first, her home second, and her hus- 
band third in her affections. 

Reno Odlin, Tacoma, Wash., banker, dis- 
cussed “The Challenge of National Defense 
to Industry.” He said that Defense pros- 
perity was a false one, and that businessmen 
must prepare for a terrific let down when 
the emergency was over. 

Major prize winners at the convention 
were: 

Grand prize of $50 in cash for men, was 
won by Dale W. James, Nevada Lumber 
Co., Reno, Nev. To qualify, man had to be 
a representative of a retail lumber dealer 
firm holding active membership in the 
Western Retail Lumbermen’s’ Associa- 
tion, had to be registered as a delegate, 
and had to show that he had attended all 
business sessions. 

Grand prize of $20 in cash was won by 
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Mrs. Vincent BP. Dougherty, whose hus- 
band is with the Seattle Renton Mill Co., 
located in the Bryn Mawr district of 
Seattle, Wash. 

A fireplace ensemble having a_ retail 
value of $53 was won by Mrs. Ray Carl- 
ton, of Eugene, Ore., donation by the C. P. 
Keeler Co., Seattle, representatives for 
the Superior Fireplace Co., Los Angeles, 
Calif. 

A handsome knotty pine dinette set of 
table and chairs, donated by the Western 
Pine Association, was won by 8S. C. Rob- 
inson of Salt Lake City. 

A set of wood book ends, donated by the 
West Coast Lumbermen’s Association, for 
nearest correct guess of number of West- 
ern Homes Foundation newspaper clip- 
pings on display, was also won by S. C. 
Robinson of Salt Lake City. 

In the women’s division, a similar prize 
of book ends was won by Mrs. Gerry 
Mansville (Boise-Payette Lumber Co.), On- 
tario, Ore, 

To symbolize the company’s eleven 
branches in the Western States, the W. 
P. Fuller & Co., gave away as _ prizes 
eleven handsome mirrors. 

The Douglas Fir “log pie,” donated by 
the West Coast Lumbermen’s Association, 
was won by Don E. Smith of Smith Bros. 
Lumber Co., Logan, Utah. 

Winner of the $20 portable radio of- 
fered by the American Cabinet Hardware 
Co. was L. Poitevin, vice president and 
general manager of the East Side Lumber 
Co., Idaho Falls, Idaho. 


Election of Officers and Directors 


Othcers elected are as follows: 

President—W. H. Hermsen, Shockley 
Lumber Co., Baker, Ore. 

Vice presidents — IDAHO — Lawrence 
Poitevin, Eastside Lumber Co., Idaho Falls. 
MONTANA—4J. L. Odette, Monarch Lumber 
Co., Great Falls; A. L. Kind, Linder-Kind 
Lumber Co., Helena. NEVADA—Roy M. 
Cross, Nevada Lumber Co., Reno. ORE- 
GON—C. J. Claus, Lakeview Building Ma- 
terial, Lakeview; Leo L. Gorman, City Lum- 
ber & Supply Co., Astoria; A. D. Collier, 
Swan Lake Moulding Co., Klamath Falls. 
WASHINGTON — Morris’ Kleiner, Model 
Lumber Co., Tacoma; Charles L. Coffman, 
Exchange Lumber Manufacturing Co., Spo- 
kane; George H. Parks, Woodbury Lumber 
Co., Okanogan. 

Newly elected directors: IDAHO—Tom 
Gamble, Boise-Payette Lumber Co., Jerome. 
MONTANA—E. M. Christensen, Gimble 
Lumber & Fuel Co., Anaconda; W. B. Hen- 
nessy, Hennessy Lumber Co., Conrad. 
NEVADA—J. R. Coffin, Elko Lumber Co., 
Elko. OREGON—Ed Alger, Independent 
Lumber Co., Springfield; F. W. McRae, 
Burns Lumber Co., Burns, Ore. WASH- 
INGTON—T. A. Williams, T. A. Williams 
Lumber Co., Walla Walla; Harry Stowell, 
Stowell Lumber Co., Everett. 

Managing Director—W. C. Bell, Seattle. 

Secretary-Treasurer—Harold F. Oster- 
gren, Spokane. 








Committees and Exhibitors 


The committees in charge of the conven- 
tion were: 

GENERAL CONVENTION COMMITTEE 
—Chairman, Roy A. Dailey, National-Amer- 
ican Wholesale Lumber Association, Se- 
attle, Wash. 

Registration—Floyd F. Volk, Columbia 
Lumber Co., Seattle, Wash. 

teception—Philip W. Bailey, West Coast 
Stained Shingle Co., Seattle, Wash. 

Transportation Paul Stjerne, Seattle 
Cedar Lumber Mfg. Co., Seattle, Wash. 

Kntertainment—Wm. H. Lohman, Mc- 
Farland Lumber Co., Seattle, Wash. 

Stewards—L. R. (Dick) Allan, Laux Sales 
Company, Seattle, Wash. 

Housing—Paul Hipke, Weyerhaeuser 
Sales Company, Seattle, Wash. 

Decorations—Sam Hale, Galbraith & Co., 
Seattle, Wash. 

Prizes—Geo. S. Rich, Rich Lumber Com- 
pany, Seattle, Wash. 

Ushers—Chas. LF Stewart, 
Lumber Co., Seattle Wash. 








Stoneway 


Amemcanfiumberman 


LADIES’ COMMITTEE—Chairman, Mrs. 
Geo. S. Rich (Husband with Rich Lumber 
Co.), Seattle, Wash. 

HOSTESS—Mrs. C. A. McFarland (Mc- 
Farland Lumber Co.), Seattle, Wash. 

Banquet—Mrs. Dominic Brace (Husband 
with Brace Lumber Co.), Seattle, Wash. 

Style Show and Tea—Mrs. R. A. Neu- 
mann (Husband with Elliott Bay Lumber 
Co.), Seattle, Wash. 

Tour of City—Mrs. Carl Barnard (Lum- 
ber Supply & Warehouse Co.), Seattle, 
Wash. 

Handsome exhibits were maintained in 
the Spanish Lounge by the following: 

American Cabinet Hardware Corp., Rock- 
ford, Ill.; Douglas Fir Plywood Associa- 
tion, Tacoma, Wash.; W. P. Fuller & Co., 
Seattle, Wash.; Heatilator Co., Syracuse, 
N. Y.; Johns-Manville Sales Corp., Seattle, 
Wash.; C. P. Keeler & Co., Seattle, Wash., 
(Superior Circulating Fireplace); Lumber 
Supply & Warehouse Co., Seattle, Wash.; 
Masonite Corp., Chicago, Ill.; National Plan 
Service (Ine.), Chicago, Ill.; Northwest 
Celotex Co., Seattle, Wash.; Red Cedar 
Shingle Bureau, Seattle, Wash.; Sisalkraft 
Co,, Chicago, Ill.; United States Gypsum 
Co., Chicago, Ill.; United States Plywood 
Corp., Seattle, Wash.; Washington Venetian 
Blind Co., Seattle, Wash.; West Coast 
Lumbermen’s Association, Seattle, Wash.; 
West Coast Stained Shingle Co., Seattle, 
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Wash.; Western Pine Association, Portland, 
Oregon; Weyerhaeuser Sales Co., Tacoma, 
Wash.; Wood Conversion Co., St. Paul, 
Minn. 


Old Guards Honored at Dinner 


The sixth annual Old Guard dinner was 
held in the Junior Ballroom, Olympic Ho- 
tel, on Thursday, the first night of the con- 
vention. Toastmaster was Earl E. LeVal- 
ley, past president of the association. The 
practice of giving a dinner for the Old 
Guards originated in 1935, when Carl Black- 
stock was president. Andrew E. McCuaig, 
Georgetown Lumber Co., Seattle, earned the 
title of patriarch and was presented with a 
handsome fountain pen set. Mr. McCuaig 
has been in the retail lumber business since 
1886. Many years ago he was with Morri- 
son & Merrill, at Salt Lake, and later was 
in charge of the Exchange Lumber Co. at 
Spokane, Wash. A number of others re- 
ceived honorable mention. 

Cap. A. D. Collier, Swan Lake Moulding 
Co., Klamath Falls, Ore., laid before the 
members present a humorous indictment of 
mythical Sageite Unlimited which, allegedly 
had been presented to him. Mr. Collier is 
chairman of the board of that organization. 
At first it was believed that this indict- 
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ment brought out a serious situation but 
later it was stated that the management of 
the Sageite Unlimited, anticipating possible 
trouble of this sort, had elected Thurman 
Arnold to one of its vice presidencies, and, 
as a result, word came through that the in- 
dictment was to be ignored and similar ac- 
tion would be brought against all important 
competitors of this insulation manufacturing 
concern. 

Two National Retail Lumber Association 
directors present who were honored were 
Carl Blackstock, Blackstock Lumber Co., 
Seattle, and F. Dean Prescott, Valley Lum- 
ber Co., Fresno, Calif. 

Among speakers were Fred H. Robinson, 
Great Falls, president of the association; W. 
KE. Difford, Tacoma, manager Douglas Fir 
Plywood Association; Charles A. Stuck, 
Jonesboro, Ark., and Stewart Holbrook. 

Mr. Difford took the occasion to urge in- 
terest of all lumbermen in the work of the 
Forest Products Laboratory, Madison, Wis. 
Douglas Fir Plywood Association has con- 
tributed $10,000 for research work that the 
present appropriation from the Government 
would not finance. 


Entertainment Was on Lavish Scale 


On Friday evening the stag dinner and 
floor show was held in the Spanish Ball- 
room, while the ladies were entertained at a 
banquet in the Olympic Bowl. Here U. S. 
Epperson Underwriting Co., made a big hit 
by furnishing delicious pink grapefruit from 
the Lynn Citrus Groves, Pharr, Tex., with 
the compliments of J. J. Lynn, president, 
and C. C. Arveson and H. L. Wieder, rep- 
resentatives. 

At the meeting of the Women’s Club of 
the Western Retail Lumbermen’s Associa- 
tion, Mrs. Dominic Brace, Seattle, was 
elected president, succeeding Mrs. A. O. 
Sheldon, of Salt Lake City, Utah. 

Saturday night was the annual banquet 
and grand ball. In addition to the evening 
entertainment programs, there were special 
features for the ladies—Thursday afternoon 
tea and spring style show at the Bon 
Marche, one of Seattle’s leading depart- 
ment stores, Friday forenoon; meeting of 
the Women’s Club of the Western Retail 
Lumbermen’s Association and address by 
Ann Sterling, radio speaker and builder of 
the Ann Sterling demonstration home in Se- 
attle; a Friday noon No-Host luncheon in 
the Georgian dining room of the Olympic 
Hotel; Saturday afternoon, a sight-seeing 
tour around Seattle. 

Largest exhibitor and center of all infor- 
mal entertainment was Sageite Unlimited, 
with the Sageite Inn, which was formerly 
the Marine Room of the Olympic Hotel. 
This exhibition room was open for the serv- 
ing of refreshments between business ses- 
sions only. Here was to be found displays 
of Sageite’s raw materials and native sage- 
brush of the western plains. Also the walls 
were decorated with famous murals depict- 
ing the organization and the production of 
this hilarious insulation board, with a 
natural harmonious color and aroma. One 
of these murals in particular marked an ad- 
vanced step in the art, because it combined 
the mural painting with actual detailed parts 
of factory equipment. Behind the long bar 
were some gentlemen in white coats, one ot 
whom a good many years ago made the 
headlines throughout the nation as the holder 
of the heavyweight prize ring title. He was 
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Tommy Burns—none other. L. R. (Dick) 
\llan, Laux Sales Co., Seattle, was host 
representative in charge of Sageite Inn. 

As a matter of fact, this convention was a 
combination of the thirty-eighth annual con- 
vention of the Western Retail Lumbermen’s 
Association, the sixth annual meeting of the 
Old Guard and the second annual conven- 
tion of Sageite Unlimited. 


THE THREE BREAKFAST GROUPS 
No. |—Advertising and Promotion 


Breakfast group No. 1, chairman Leo L. 
Gorman, City Lumber & Supply Co., As- 
toria, Ore., had as its subject, Advertising, 
Promotion and Public Relations. 

Discussion subjects were dealer participa- 
tion in building shows, demonstration houses 
etc., employee training and better selling, 
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local application of Western Homes Foun- 
dation to encourage building, use of manu- 
facturers sales helps, advertising’s rightful 
share of the sales dollar, advertising—types 
and mediums that bring results, high costs 
of building propaganda. 

This group listened to sample recordings 
of a proposed series of 39 radio talks pre- 
pared by Miss Wanda Dean. Miss Dean 
for many years has been engaged in various 
sections of the country promoting the selling 
of homes. She has carried on campaigns for 
many of the members of the Western Retail 
Lumbermen’s Association. These recordings 
led to the discussion of the potential use of 
radio transcription for general promotion 
of home building. Prevailing opinion was to 
the effect that such efforts should cover con- 
siderable territory, and be sponsored by the 
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association rather than by individual compa- 
nies. Chairman Gorman was authorized to 
lay the matter before the association officers. 
In the discussion, Harry Rowell, of Port- 
land, told of his own experience with a radio 
program. He advocated that radio promo- 
tion should be by the association. 

Discussing the percentage of sales that 
should be devoted to advertising, Mr. Rowell 
said he set up his budget on 2.9 percent. 
Said he, “I can’t hire a salesman for $150 
a month who can do as much good for me 
as advertising.” Other dealers had found 
that they got very good results from their 
local newspaper advertising. 

A Canadian retail lumber dealer, Merrill 
Muttart, of Edmonton, Alta., gave his ex- 
perience. He uses 3 percent for advertising, 

(Continued on Page 80) 
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Being the Ned 
SAGA of SAGEITE 


(UNLIMITED) 


by the OLD SAGE hinself,/ 














On a 1940 club car headed for the West- 
ern Retail convention, the idea for Sageite 
was brilliantly conceived. This new insula- 
tion board was to utilize the surpluses of 
desert sagebrush and western rain clouds. 
Selective logging of the sage was to be 
practiced by the jack rabbits that infested 
it, and the rain clouds were to be drawn in 
by hitching the Great Northern tunnel to 
some abandoned mine shafts. A modern 
daylight factory was to be provided by 
leaving off the roof; the accompanying 
drawing shows it in full operation. But test 
runs proved the new product to be too 
coarse, and it was improved by the addition 
of tumble weeds. To these, unfortunately, 
the jacks were allergic, and the plant was 
Set in direction of prevailing winds, so that 
25 percent of the new component could be 
fed in under control of a wind valve. Sad 
to relate, however, the product was found 
to be no good, so to improve it the rabbits 
were fed through a clipper that took a quar- 
ter inch of fur off each and fed it into a 
sacking plant. But the reluctant jacks began 
to jump the clipper to smack into the form- 
ing machine and become part of a new 
Product, jack rabbit board. Even a hurdle 
failed to control them, until the millwright 
Studied their parabolic arc of flight and 
raised the hurdle 4’ 734”, to land them 


IS THE SAGEITE SAGA SAGE? 


safely or otherwise on belt to clipper. And 
to ensure that they dropped smack on the 
conveyor, some intelligent Idaho rattlesnakes 
were trained to scare them with a “boo” at 
the right moment. Another production 
trouble that arose—jacks getting loose in 
the G. N. tunnel, was cured by installation 
of one-way fishplates that made only east- 
wise travel possible. Production was given 
oomph by having red headed Mazie, lady 
rabbit, so electrify each jack with a resound- 
ing kiss that he grabbed up two sage bushes 
and doubled capacity. Then the directors 
found the company was losing $10 a thou- 
sand on Sageite and, considering that no 
loss is established until a sale is made, 
stopped losses by adding the whole output 
to inventory. But the heroic note of this 
saga, the authenticity of which is vouched 
for by Fir-Tex, maker of a rival insulation, 
was struck when Cap Collier took under his 
guardianship the now surplus vice presi- 
dents, nourishing them on Teacher’s High- 














land Cream. Their names appear in the 
roll of honor below: 


President or Keeper of the Hounds— 
Jimmy Austin, American Lumberman. 


Vice-president in Charge of Publicity— 
L. E. Thorpe. 


Head Millwright in Charge of Sales— 
Sidney Burt, Fir-Tex. 


Vice-presidents—In Charge of Wind 
Supply—Walter Mix, Washington Veneer. 
In Charge of Promotion—Bill Bell, W. R. 
L. A. In Charge of Tonic Division—Clem 
Gamble, Boise-Payette. Of Massachusetts 
Nutmeg Division—Jim Kimball, Cape Cod. 
In Charge of Statistics—Ray W. Beil, Spo- 
kane. In Charge of Successful Worry— 
Tom Collins, Kansas City. In Charge of 
Refreshments—Forrest Wilson, Masonite. 
In Charge of Portable Unit Division—Wes 
Anderson, Ogden, Utah. Of Wyoming Trad- 
ing Division—George Lamb, Jackson Hole. 
In Charge of Saying “NO” to Brothers-in- 
Law and Vice-presidents—Frank Kendall, 
Potlatch. 

Vice-president in Charge of Finances 
Montana Foundation—John Healy. 

Secretary-Treasurer and General Man- 
ager in Charge of Invention—E. Lee 
Smith, Spokane. 

Technical Advisor—Ed Rowles, Spokane. 


Chairman of the Board—Cap Collier, 
God’s Country. 
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Wisconsin Spotlights Future Citizens 


Inspirational Speakers, Top-Flight Entertainment and Educational 
Exhibits Feature Balanced Program with a Patriotic Undercurrent 


Write off the 51st annual convention of 
the Wisconsin Retail Lumbermen’s Associa- 
tion as another in their long list of triumphs 
in blending education, stimulation, fun, 
fellowship and novelty. Beginning with a 
rush of activity at the complimentary dinner 
for exhibitors on Monday evening, Feb. 17, 
and progressing through appropriate periods 
of solemnity, hard work, inspiration and 
merriment, the meeting drove to a roaring 
climax with adjournment of the 1941 exer- 
cises of the Royal Order of Dumb-Bell on 
Thursday afternoon. 

Once again Don Montgomery and _ his 
able association staff demonstrated that in- 
finite patience, keen foresight, and meticulous 
attention to a myriad of minor details will 
produce a perfectly co-ordinated series of 
varied activities that amply repay all of the 
3151 people (official attendance figure) who 
attended. To achieve mechanical precision 
without stultification, however, is where 
Don’s real genius lies; and his Wisconsin 
conventions always have an indefinable but 
unmistakable strong undercurrent of spon- 
taneous cordiality and hospitality. Those 
are qualities that cannot be planned or 
written into the program. They are pres- 
ent because a personality radiates them, and 
germinates them in the hearts and minds 
of everyone else. 


Bird House Booth Is Feature 


Among the early arrivals on Tuesday 
morning were Vernie Mueller, proprietor of 
the Wonewoc Lumber Co., Wonewoc, with 
Joe Mayer, Rex Retzlaff and Billy Huebel, 
the three boys who were winners in his 
bluebird house building contest last spring. 
Months ago Don conceived the idea of 
having the boys as convention guests estab- 
lished in a booth where they would make 
and sell bird houses. With lumber cut to 


size and neatly stacked before their arrival, 
the boys lost no time getting down to busi- 
ness. It is well that they went to work with 





a will, because they sold their products just 
as fast as they could make them. They kept 
the proceeds themselves, and in addition to 
having a thrilling three days without ex- 
pense, each boy took home a little over 
eleven dollars in cash. 

The bird house booth, featured in the 
convention program, was a real “hit” on 
several counts. The novelty of a wood- 
working shop was an attraction in itself. 
The personalities of the three boys, and 
particularly Billy Huebel, described by a 
Milwaukee policeman as “cute as a bug in 
a rug,” stopped everyone who came near 
them. The greatest significance of the booth, 
however, as recognied by most of the deal- 
ers and guests attracted to it, was the fact 
that the Wisconsin association, by establish- 
ing the booth, presented moving evidence of 
its realization that the surest way to guar- 
antee to posterity the continuance of the 
American way of democratic living is for 
free American business and free American 
business institutions to make available their 
resources to help and train American boys. 


Boys Presented to Convention 


Introducing the boys at the opening ses- 
sion of the convention, Ed Gavin, associate 
editor of the AMERICAN LUMBERMAN, said, 
“IT am in good company here—the best. 
These three boys, about as unlike in indi- 
vidual characteristics as any three could be, 
are all real, regular young Americans, 
typical of hundreds of thousands like them 
that can be produced only in a great demo- 
cratic nation.” 

President Walker opened the first session 
by introducing Mayor H. L. Zeidler of 
Columbus, Wis., who in turn introduced 
Mayor Carl I. Zeidler of Milwaukee. The 
magnetic Milwaukee mayor delivered a brief 
address of welcome, and then as the National 
Colors were posted on the platform, led the 
assembly in singing “God Bless America.” 
By his two performances, the mayor, who 


View of bird house 
booth in exhibit hall 
with Billy Huebel 
(left) and Joe Mayer 
(right) two of three 
boys from Wonewoc 
who made and sold 
nearly 200 bird houses 
at convention 





has a local reputation as an accomplished 
vocal soloist, captivated his audience. 

Mr. Walker then addressed the convention 
in part as follows: 

“As we have gathered here in Milwaukee 
for this Convention, during the time I have 
served as president of this association, it has 
seemed as though we have met under condi- 
tions which have become progressively more 
and more unsettled. This economic chaos 
has at last gathered all of us within its 
grasp. And today, even the smallest dealer 
present in this hall feels the results in his 
own business of the headlong rearmament 
race in which we are engaged. So called 
“bottlenecks” in lumber and millwork stocks 
would definitely affect the service which we 
as lumber dealers can give to private con- 





Cc. S. WALKER, 
Columbus; 
Past President 


OTTO LIEBER, JR. 
Neenah; 
President 


struction this year. It is particularly fitting 
and proper, that at this time, when fresh 
outpourings of propaganda blame business 
and the lumber industry, for any lag in the 
defense program, that we should here gather 
for consultation in order that by joint action 
we may best further the interest of the en- 
tire defense program and of the industry ot 
which we are all a part. 

“It is our duty to familiarize ourselves 
with all types of building material and 
building products so as not to overburden 
any one division. Let us here discover what 
is being done in the adjoining territory, the 
next State, and all over the nation, to il 
construction needs, 


Need Market Information 


“Of equal importance to this, is the need 
for general and specific economic and mer- 
ket information. Right now, at this meet- 
ing, I have an opportunity to talk with ex- 
ecutives from all parts of the nation—and 
from all divisions of the building materials 





8, 19 


shed 
tion 


ikee 
lave 
has 
ndi- 
10re 
1a0s 
its 
aler 
his 
nent 
led 
ocks 
| we 
con- 





iR, 
nt 


tting 
fresh 
iness 
1 the 
ather 
ction 
e en- 
ry of 


ely es 
and 
irden 
what 
the 


All 


need 
mer- 
meet- 
h ex- 
—and 


erials 


} 


4 


1 





March 8, 1941 


manufacturing industry, the very place I 
would go to seek such information if I were 
to start out bag in hand to hunt for it. We 
do not have to go to these men—they have 
come to us for the next three days.” 

Visitors introduced by Don Montgomery 
were Findley Torrence, Ohio secretary; 
Roland Slagle, Indiana secretary; and 
Ormie Lance, Northwestern secretary. 

The first speaker was Dr. Bruno Furst, 
memory expert, pinch-hitting for Roy Wenz- 
lick, who was scheduled to occupy this spot 
on the program. Mr. Wenzlick was delayed, 
and did not speak until Thursday. At this 
session Dr. Furst demonstrated the effects 
of memory training with prepared tests 
designed to test the capacity of the memory ; 
and unprepared tests designed to test the 
speed of the memory. Theoretical explana- 
tions were made at later sessions. 

The closing speaker at the session was 
Tom Collins, Kansas City, Mo., who deliv- 
ered a humorous address entitled “Dust Off 
Your Nose.” 


Hoo Hoo Banquet Big Success 


In the early evening the International 
Concatenated Order of Hoo Hoo inducted 





D. S. 7 
MONTGOMERY, = vr 
Milwaukee; Janesville; 
Secretary Resolutions 


20 “kittens” into the Order, then staged a 
banquet and show which drew nearly 400 
men. 

The Wednesday afternoon session, opened 
with music, was followed with an address 
by J. S. Bryant, managing director, Asphalt 
Roofing Industry Bureau, New York, N. Y., 
whose subject was “Who Is a Salesman?” 
In the course of his address, Mr. Bryant 
said, “To take a transaction out of the realm 
of price consideration, make your products 
so good and explain their merits so care- 
fully that the customer can think of nothing 
but quality.” 

A. A. Hood, director of dealer relations, 
Johns-Manville Sales Corp., New York, 
N. Y., presented “The Masked Mystery,” 
unique demonstration of modern techniques 
in merchandising, which has been described 
in preceding convention reports. 

Two all-talkie technicolor movies were 
then presented. These were “Land of the 
Totem,” through the courtesy of the Red 
Cedar Shingle Bureau, Seattle, Wash.; and 


F. E. Wellman (left) 
circulation manager, 
miniature 


model house—Ameri- 


presenting 


can Lumberman  at- 
tendance award — to 
R. F. Grosnick (right), 
West Side Lumber 
Co., Watertown 


“Design for Living,” 
. Ff A. 

Dr. Bruno Furst then made his second 
appearance before the convention to explain 
his demonstrations of the preceding day. 


“It is wrong,” he said, “to speak of good 
memories or bad memories in general. In 
the first place we must distinguish between 
eye-minded and ear-minded persons. Eye- 
minded persons are those who keep the 
things which they read better in mind; ear- 
minded are those who remember the things 
which they hear better. Further, some 
persons remember faces but forget names— 
others have a good memory for numbers or 
for forms and colors. It is important to 
find out in what way the individual memory 
works inefficiently, and to begin a systematic 
training of that part of the memory which 
is lacking in efficiency.” 


through courtesy of 


Elect New Officers and Directors 


The final order of business at this session 
was the report of the committee on nomina- 
tions, and the election of officers. The 
following officers were elected unanimously 
for the coming year: 

President, Otto Lieber, Jr., Lieber Lum- 
ber & Millwork Co., Neenah; treasurer, 
W. W. Marling, Marling Lumber Co., 
Madison; directors for four years, District 
E, Oscar J. Skillicorn, Barker Lumber & 
Fuel Co., Plymouth; District F, Howard 
C. Chadwick, Monroe Lumber & Fuel Co., 
Monroe. 


The association dinner-dance and enter- 
tainment drew a capacity crowd which 
registered enthusiastic approval of the sec- 
ond of Ben Springer’s two great convention 
shows. Asked how he got such a variety 
of fine artists for these shows year after 
vear, Ben said, “Keep on the watch for 
good talent all year, then about three months 
in advance of the convention, go into high 
gear, selecting and auditioning them. You 
have to see every act before you bill it to 
be sure that you get quality artists and 
balanced variety.” 

For this big night a number of luminaries 
appeared, including Fred Wehrenberg, Ft. 
Wayne, former president of the Indiana 
association, Jack McCarthy, Illinois secre- 
tary and Oscar Hammerschmidt, Lombard, 
president of the Illinois association. Dan 
3oyer, nationally prominent building mate- 
rials salesman, was attending his thirtieth 
consecutive Wisconsin convention. 

The Thursday morning session was 
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opened with an address by Roy Wenzlick, 
Real Estate Analysts, Inc., St. Louis, Mo., 
whose subject was “The Present World 
Situation and Its Effect Upon Construction 
During 1941 and 1942.” 


Pass Important Resolutions 


S. S. Solie, Solie Lumber Co., Janesville, 
chairman of the resolutions committee, 
offered eight resolutions all of which were 
adopted. Two were of particular interest. 
The first of these placed the association on 
record as “recommending to Congress that 
Title 1 of the National Housing Act be 
continued either as a permanent provision 
of the Act, or if that shall not appear wise, 
then for at least two more years.” 

The other moved “that we give publicity 
to the provisions of the Wisconsin Mechan- 
ics’ Lien Act in order that all owners may 
be apprised of the lien rights of laborers 
and material dealers, and that a uniform 
form of lien notice be adopted in order that 
owners may be properly informed as to 
their liability for mechanics’ liens in case 
contractors fail to pay labor or material 
bills or the amounts due sub-contractors.” 

At the Dumb-Bell session Don Ross, Des 
Moines, Iowa, discussed the farm market, 
which he declared to be our second largest 
building market. 

“In 1941,” he said, “farmers will spend 
$400,000,000 for their buildings, and that will 
just about keep them in repair. Farm build- 
ing expenditures should reach one billion 
dollars a year. With farm income rising 
there should be an increase of $250 per 
farm in this belt this year.” 


"Dr. |. @." in Reverse 


Dr. Furst then made his final appearance 
before the convention to explain how mem- 
ory training can be acquired. Following 
him was a question and answer period enti- 
tled “Dr. I. Q. in Reverse,” in which mem- 
bers of the audience were awarded one 
dollar for each question propounded to 
officials of the Wage and Hour Division 
who were present. Attendance awards were 
made, the AMERICAN LUMBERMAN minia- 
ture model house going to R. F. Grosnick, 
West Side Lumber Co., Watertown, Wis. 
Presented with the beautiful little model by 
F. E. Wellman, circulation manager, Mr. 
Grosnick expressed appreciation and _ re- 
marked that his firm has been a steady sub- 
scriber to the AMERICAN LUMBERMAN for 
40 years. 
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Renew Title One, Urges 


Virginia Cry 


RicHMoND, Va., March 3.—National de- 
fense construction, FHA, and Wage-Hour 
Law matters were among the chief 
matters discussed at the Virginia Building 
Material Association’s crystal anniversary 
convention in Richmond Feb. 19 to 21. It 
was considered an epochal meeting, espe- 
cially in view of the fact that in certain 
markets demands for materials cannot imme- 
diately be supplied, while it was predicted 
the housing demand will continue upward. 

Among the most significant features of 
the convention were a series of resolutions 
promptly adopted. One of these moved that 
“we urge the federal government officials 
to renew the principles of the NRA in order 
that the manufacturers and dealers through- 
out the United States may be spared unethi- 
cal and cut-throat competition, thereby 
enabling them to comply with the Wage- 
Hour law and to make a legitimate profit 
which is needed to help pay taxes.” 

Other resolutions approved favored the 
reenactment of Title I of the KHA to 
provide loans for repairing and remodeling 
prescribing grade-marked lumber 
in homes approved for loans by FHA; 
opposing “for hire” trucks in illegal trans- 
portation; opposing sales tax; and praising 
the housing act as an important factor in 
relief of unemployment. The policy of the 
federal government in awarding contracts 
to lowest bidders without regard to quality 
of materials was condemned. 

C. C. Barksdale, Virginia director of the 
FHA, speaking on the subject, “The Home 
Maker,” said more than $90,000,000 worth 
of building in Virginia had been finished 
through his agency in 1940, within which 
time more than 50,000 families made use of 
FHA funds. 

L. C. Smith, Clarendon, was elected to 
succeed Joseph Addison Hagan, Norfolk, 
as president of the association. Other 
officers chosen are: 

Vice-presidents—R. M. Felton, Boston 
Lumber & Builders’ Corp., South Boston; 
D. C. Laughon, Laughon Lumber Co., 
Pulaski; S. T. Massey, Massey Builders’ 


houses ; 





stal Annual 


Supply Corp., Richmond; C. B. Nettleton, 
C. B. Nettleton, Inc., Covington. 

Treasurer—Craige Ruffin, Ruffin & Payne, 
Richmond. 

Directors—W. P. Ames, Murphy & 
Ames, Inc., Arlington; J. G. Bosang, Pu- 
laski Lumber Co., Pulaski; S. L. Burrough, 
Tappahannock Supply Co., Tappahannock ; 
E. R. English, W. B. English Lumber Co., 
Altavista; F. L. Glaize, Jr., Glaize & 
Brother, Winchester; J. Cutchin Hodges, 
Hodges Lumber Co., Roanoke; J. T. Love, 
Waterfront Lumber & Shipceiling Corp., 
Newport News; H. B. Millard, Bristol 
Door & Lumber Co., Bristol; A. P. Surles, 
Surles Lumber Co., Danville; B. T. Taylor, 
Jr., Taylor Manufacturing Co., Farmville; 
B. L. Whitehurst, Whitehurst-Wilbur Co., 
Norfolk; D. P. Wood, D. P. Wood & Co., 
Warrenton. 

NRLDA director—W. Albie Barksdale, 
Charlottesville Lumber Co., Charlottesville. 

Councillor to United States Chamber of 
Commerce—E. S. Talbert, Winiker Lumber 
Co., Danville; alternate councillor, W. F. 
Liebenow, J. W. Masters, Inc., Fredericks- 
bure. 

Retired to Advisory Council—J. A. 
Hagan, Roberts & Hagan, Inc., Norfolk. 

J. A. Hagan, retiring president of the 
association, in his message to the members 
warned against a tendency to do away with 
the “middle man” in business. He said, in 
part: 

“Whether you know it or not that which 
you have built up from years of toil and 
sweat is being washed away before your 
very eyes. Let not the present volume of 
business blind us, but rather let us remem- 
ber the short period of NRA, when both 
government and business were seeking a 
solution; business offered it, government 
accepted it, and after a short period gov- 
ernment nullified it. 

“Here I must pause to quote from ‘The 
notes scribbled by a business man on the 
back of his program to a 3rd inaugural.’ 
‘The place for each business man to show 
himself a leader is in his own _ business,’ 
unless he does act as a leader in his own 





Left to right: Retiring president J. A. Hagan, Roberts & Hagan, Norfolk; A. P. 

Surles, Surles Lumber Co., Danville, director; J. G. Bosang, Pulaski Lumber Co., 

Pulaski, director; S. T. Massey, Massey Builders' Supply Corp., Richmond, vice-pres- 
ident, and L. C. Smith, Clarendon, president 
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business the government probably will not 
maintain its democratic methods. 

“Tf business does not provide its own 
leadership, government must provide - it. 
The existence of democratic government 
depends on business men who largely define 
and solve their own problems. Even when 
the areas of business and government inter- 
sect, the government expects business to 
suggest a solution. 

“In this respect, your directors at a 
meeting here in Richmond in November, 
1940, appropriated a sum of money to main- 
tain contact in Washington through one of 
our national affiliates to guard your inter- 
est. A voluntary contribution was asked of 
each of you. That is a small way in which 
you can be a leader. 

“And here I come to a point which I am 
convinced is the crux of our business today 
—and that is ‘service to the public-—we have 
only one thing to sell—service—and our 
establishments will only be maintained by 
emphasis on this one point—for every busi- 
ness is a private endeavor engaged in 
public service. By giving that part of the 
public with which you deal—the wanted 
goods and services—each business builds the 
private income and wealth of all those 
engaged in it. 

“This brings me to the point of serious 
danger happening to our business and which 
I would like to warn you of. We are the 
middle men and the whole tendency is to 
eliminate this kind of business effort. The 
most glaring example of total elimination 
we have seen is in Europe. Holland has 
been one of the most successful European 
middle men. Its prosperity has depended to 
a considerable extent upon the ability of its 
people to buy goods in one market and sell 
them in another. Holland has been the 
purchasing agent for many European coun- 
tries, including Germany. German plans 
provide for no more middle men in Europe. 

H. R. Northup, of Washington, secretary 
of the National Retail Lumber Dealers’ 
Association, in speaking on the subject, “The 
National Serves,” said the Wage-Hour Law 
is causing many headaches, despite efforts 
of building trades to better understand it. 
He added that efforts are being made to 
bring about some clarifications of the law. 

“The cost of building today is as fair as 
it will be during the next five years. We 
are going to have some price increases in 
1941 and 1942.” Mr. Northrup asserted, 
“Defense is going to create a tremendous 
market for materials.” 

Reenactment of Title I of the FHA so as 
to provide an easy time-payment plan for 
repairing and remodeling houses will prove 
a prime means for helping dealers to get 
business, according to the speaker, who also 
referred to a pending bill to enable more 
persons to obtain FHA benefits under an 
insurance plan. He regarded memberships 
in trade associations as business insurance. 

G. Jeter Jones, banker, and former head 
of the Richmond Chamber of Commerce, in 
delivering an address of welcome, urged the 
association to prepare for a business slump 
which he said will follow the termination 
of the national defense work. He said the 
future is bright, but urged dealers to “pre- 
pare now to take up the slack.” He re- 
minded his hearers that industrial produc- 
tion in Virginia in 1939 was 33 percent 
higher than in 1929, 
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It's Merchandising, Youth Training 
at Michigan-Indiana’s 41st 


With a smooth, regulated, straight to the 
point program, the Northern Indiana and 
Southern Michigan Retail Lumber Dealers 
Association held its forty-first annual con- 
vention at the Indiana Club, South Bend, 
Ind., Feb. 25. 

Opening with a stag luncheon attended by 
250 lumber dealers and exhibitors, the diners 
were entertained by music on an electric 
vibra-harp. Shortly after lunch the business 
session was brought to order by R. H. 
Maxon, president of the association, with 
J. L. Wood of Johns-Manville presenting 
the first feature on the program, called “The 
Masked Prophet.” This interest compelling 
sketch explained many of the business meth- 
ods of dealers who make ten percent or better 
profit and was dramatized by a masked 
“swami” in Eastern garb who answered 
questions, with illustrations projected on a 
screen. 

Of National interest to the lumber in- 
dustry was the announcement made by Wil- 
liam J. Baker, Associate Professor of For- 
estry, Michigan State College, East Lansing, 
Mich., in his talk on “Training Youth for 
the Lumber Industry.” A recent modifica- 
tion of the Forestry Course at Michigan 
State now makes it possible for boys who 
wish to become lumber dealers to take 
courses that will prepare them for their 
future business. Details are given in the 
article below. 

J. F. Pexton, Norm Advertising Co., New 
York City, gave a brief, but highly construc- 
tive, talk on “Lumber Dealer Merchandis- 
ing.’ One of the best definitions of ‘“mer- 
chandising,” said Mr. Pexton, was one given 
him by A. F. Reasor, secretary-treasurer of 
the association, which was, “Merchandising 
—moving goods from my shelves to a cus- 
tomer at a profit.” With this in mind, Mr. 
Pexton pointed out that business falls into 
two groups—Demand Business, purchases 
which the customer has already made up 
his mind to make, the most competitive busi- 


College Offers 


A modification of the Forestry Course at 
Michigan State College, East Lansing, 
Mich., has provided students with an option 
that enables them to obtain college training 
in the work of operating retail lumber and 
building material establishments. This an- 
nouncement was made by William J. Baker, 
associate professor of Forestry at Michigan 
State College, during the Northern Indiana 
and Southern Michigan Retail Lumber 
Dealers Convention, held Feb. 25, in South 
Bend, Ind. 

Any student interested in following the 
lumber business may register for courses in 
the Department of Forestry, spend two years 
in obtaining a general education under the 
Department of Forestry, and in the second 
two years elect to specialize in courses that 
Provide training in building material mer- 
chandising. The work is given cooper- 


ness; and Creative Business, business sold 
through creating a demand for products that 
will provide comfort, style, security, profit 
for the customer, the most profitable busi; 
ness to secure. A survey showed that 90 
percent of the lumber business last year was 
demand business, indicating that the most 
profitable creative business was being over- 
looked. Further remarks on the “four 





F. O. Hawley, Motor Truck Division of 
International Harvester Co., talked on 
“What You Should Know When Buying a 
Truck.” A survey sheet, monthly truck cost 
record and driver’s daily report sheets were 
passed to members of the convention and 
the use of them was explained by Mr. 
Hawley. Only from information tabulated 
by the dealer, himself, could a truck sales 


Officers and new directors elected at the forty-first annual convention of the Northern Indiana and 

Southern Michigan Retail Lumber Dealers Association. Left to right: V. G. Boyer, Burr Oak, Mich., 

vice president; Rea W. Wolfram, Walkerton, Ind., president; R. H. Maxon, South Bend, Ind., 

retiring president and new director; A. F. Reasor, South Bend, Ind., secretary-treasurer; Donald 
Musser, Goshen, Ind., new director 


tools” used in merchandising follow this re- 
port in a separate article. 

“The Pennsylvania Turnpike,” a sound 
moving picture of the road built between 
Pittsburgh and Harrisburg, Pa., revealed 
the engineering feat accomplished in building 
the road through the mountains. The pic- 
ture was exhibited through the courtesy of 
the Portland Cement Association. 


Dealer Training 


atively by several departments. 

Among the courses offered are: account- 
ing; general economics; structures, proper- 
ties, and identification of woods; lumber 
grading; lumber products; business law; 
business writing; advertising copy; sales ad- 
ministration; retail administration; building 
materials and methods; house planning; 
farm house planning; economics of transpor- 
tation; cost accounting; sand, cement and 
concrete; psychology of human _ relation- 
ships; and other courses bearing directly on 
the problems of operationg a lumber yard. 

The demand for this type of training must 
be reflected in the enrollment for these 
courses. The enrollment does not have to 
be large, but should gradually increase. The 
degree given on completion of the work is 
the Bachelor of Science degree given by the 
Department of Forestry. 


engineer supply accurate information, stated 
Mr. Hawley. 

An interesting chalk and chart talk on 
“Adjusting Your Business to Current Con- 
ditions” was given by G. W. Sulley, Dayton, 
Ohio, Merchants Service Bureau, National 
Cash Register Co. Mr. Sulley stressed the 
fact that with the many problems con- 
fronting business men today, more organ- 
ization was needed. 

The evening program, beginning at 6:30 
with a banquet attended by 275 ladies and 


gentlemen of the convention, continued with’ 


entertainment features until after 10 p. m. 
Officers elected at the convention were: 
Rea Wolfram, Walkerton Lumber & Coal 

Co., Walkerton, Ind., president; Vic Boyer, 

Boyer Lumber Co., Burr Oak, Mich., vice 

president; A. F. Reasor, Indiana Lumber & 

Manufacturing Co., South Bend, Ind., sec- 

retary-treasurer. 





Use of Four Tools of Merchandis- 
ing Explained 
An instructive talk on the use of the four 
tools of merchandising was given by J. F. 
Pexton, Norm Advertising Co., New York 
City, at the Northern Indiana and Southern 
Michigan Retail Lumber Dealers convention, 
held Feb. 25 in South Bend, Ind. 
Primarily, stated Mr. Pexton, the lumber 
dealer’s market is a woman market. In the 
(Continued on Page 65) 
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H. lL. KILDARE, 
Paxton; 


President 


OmaAnA, Nesr., March 3.— ‘Conventions 
are schools; schools of merchandise as well 
as of merchandising,” said former President 
Paul C. Larsen, St. Paul, Nebr., as he wel- 
comed the exhibitors and simultaneously set 
the keynote of the 51st annual convention 
of the Nebraska Lumber Merchants’ Asso- 
ciation, Feb. 26-28. 

“Retailers and manufacturers must work 
together; find the answers to our mutual 
questions. These are new, changing and 
partly unknown times. It is our duty to 
eliminate, if possible, every factor of fail- 
ure. We must be widely informed; about 
our neighboring communities, our State, our 
adjoining States and our nation. We sell 
locally, but the way to sell, and the factors 
underlying sales, cut across local lines. We 
have splendid exhibits in this hall, exhibits 
that have been a year in building. We have 
manufacturing executives and sales managers 
here to consult with us: to learn what we 
need, to tell us what they know about the 
backgrounds of our business. We want to 
have a good time, but we're really here to 
ro to school.” 


President's Opening Address 


As President J. B. Elliott, of Kearney, 
called the first session to order, he reminded 
the audience that the history of the associa- 
tion covered some three generations. He 
added that a few of the original founders 
were present. 

“Nineteen-forty was an unusual year,” the 
president said, “but we must become used 
to the idea of changing times. ‘Business as 
usual’ is probably a relic of the past. We 
shall have to learn how to do business in 
the temper of the new times. At present, 
Defense is looming large, and without re- 
gard to personal feelings about special 
questions it is our duty to give every as- 
sistance to public officials and every possible 
cooperation. In this way we may hope to 
come through this crisis and to reach what- 
ever are normal times in the future with as 
few scars as possible.” 


Association Offers Cooperation 


The association, the president added, is 
offering full cooperation to the government; 
surveying stocks and discovering the spe- 
cial services Nebraska lumbermen can offer. 
The association is doing the things no indi- 
vidual can do for himself. The president 
spoke in high terms of the National associa- 
tion; mentioning the fact that Paul C. Lar- 
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Nebraska Dealers Stress 
Merchandising, Defense 


sen represented Nebraska in the National’s 
organization. 

Secretary Phil Runion stated that the 
membership of the association was large: 
that dealers understand well the functions of 
association work and its value. The organi- 
zation has stayed within its income but has 
spent more on service per member yard than 
it received per yard in dues. The extra 
amount came in part from the insurance de- 
partment. Mr. Runion discussed the func- 
tions of the organization in following State 
legislation; mentioned especially the better 
enforcement of the itinerant merchant law. 

This year, the secretary added, is bright 
with prospects. Signs, understood by Ne- 
braskans, indicate that the weather cycle 
has turned, and that there will be ample 
rainfall. There is a huge potential of busi- 
ness. International affairs must cause deep 
concern, but the best immediate service lum- 
bermen can give the nation is to carry on 
with renewed energy and according to 
methods that suit the times. 

President Guy L. Harrison, of the Mid- 





PHIL RUNION, PAUL C. LARSON, 
Lincoln; St. Paul; 


Secretary Past President 


west Lumbermen’s Inter-Insurance Ex- 
change, was ill, and Secretary W. A. 
Keitges presented the report. Insurance in 
force increased by three-quarters of a mil- 
lion during the past year, and losses were 
very small. Rising prices make it prudent 
to be sure that the investment in yard stock 
is fully covered. The Exchange is offering 
some special services: survey and analysis 
of policies to make sure of complete cover- 
age; appraisal of buildings so that values are 
set and agreed upon in advance of any pos- 
sible loss; prompt settlement of claims, 
avoiding lost trade after a disaster, made 
possible by these advance appraisals. 

I. N. Tate, vice president, Weyerhaeuser 
Sales Co., then delivered an address that 
has attracted so much attention at many 
conventions. Reports of this address have 
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J. B. ELLIOTT, 
Kearney; 


Retiring President 


appeared in several issues. He analyzed the 
nation’s timber supply and described the 
changing public opinion about the adequacy 
of that supply. Reforestation has assured 
the future of the forest, and has brought 
the problem of finding adequate markets for 
the lumber as the trees mature. This crea- 
tion of markets is the special province of 
the retailer. Mr. Tate explained the rise in 
wholesale price, caused by Defense building, 
and stated that the peak of this special de- 
mand is past. He discussed taxes, govern- 
ment relations and business in the new era. 


Source of American Greatness 


Dr. C. Copeland Smith, representing the 
National Association of Manufacturers, in a 
lengthy and eloquent address declared that 
American greatness did not rest wholly upon 
a wealth of natural resources. The Soviet 
Republics are probably richer in this field. 
Nor did it rest wholly upon organizing 
genius, for several other nations are rich in 
this genius, but it has rested upon the free- 
dom which is American life. Freedom of en- 
terprise has built America. 

The second session, Thursday afternoon, 
opened with a friendly speech in dealer 
language, made by Geo. D. Tubbs, retiring 
president of the Southwestern association, 
Norton, Kans. This address on the subject, 
“Am I My Brother’s Keeper?”, was one 
of the features of the Northwestern conven- 
tion. Mr. Tubbs stated he had spent his 
entire life in the lumber business, had seen 
depressions and changing methods, but he 
had never seen any one succeed who did not 
maintain the spirit of cooperation. That is 
something that never gets out of date. With 
cooperation, no current problem of retailing 
is alarming. America is famous for its code 
of ethics in sport, but too often unfair busi- 
ness methods are described and excused as 
“expediency.” No money is made perma- 
nently by underhanded methods. 

Brigadier General Geo. V. Strong, Com- 
mander of the Seventh Corps Area, speak- 
ing on the subject, “National Defense,” 
stated that the United States had a mors 
difficult task in preparing for Defense at 
this time than it had in 1917. Warfare has 
changed; it has been mechanized, and uses 
many more weapons and more intricate ones. 
This must prove to be a heavy load upon 
industry. Congress has appropriated much 
money, but it takes many months to trans- 
late money into munitions. The machine 


tool industry, so vital in the production of 
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armaments, is already over obligated 100 
percent for this present year. 


Time Element in Defense 


The time element is vital. The country 
is facing an emergency, in General Strong’s 
opinion the greatest emergency in its history. 
Civil life will doubtless be put under a heavy 
strain and will surely have to submit to 
inconveniences and sacrifice. Defense is not 
measured solely by the number of men in 
uniform nor by armaments nor by training 
facilities, important as these are. Back of 
each soldier must be ten workers in civil 
life, ranging from highly skilled mechanics 
to common labor; so an army of a million 
men means a diversion of ten million work- 
ers to military purposes. 

The General discussed American rights; 
so highly and so properly cherished. These 
rights are not something absolute, but 
rather, they flow from the Constitution, and 
they exist only so long as the Constitution 
survives and the government functions. 
Every one knows what happened to the 
rights of labor in European countries over- 
whelmed by totalitarian armies. The pres- 
ent American emergency arose when it be- 
came evident that the same animosities were 
directed at this government and that efforts 
might be made to overthrow it. 

The government is taking every possible 
step, under the law, preparing for the worst; 
hoping that happily this worst will not oc- 
cur but being prepared to meet it. In a 
crisis the democratic form of government to 
which Americans are devoted can survive 
only through an undivided loyalty. 

The final address of the session was a 
humorous tour de force by Arthur F. Briese, 
of Chicago. His subject, merely a point of 
departure, was “Skullduggery at the Cross- 
roads.” 

At the final session on Friday morning, 
I’, E. Tyler, Kansas City, general counsel 
of the Southwestern association, analyzed 
the Wage and Hour law. Because this law, 
while apparently simple in phrasing, is 
highly technical in interpretation and appli- 
cation, and because the interpretations have 
not been finally determined by the courts, a 
running story of Mr. Tyler’s address might 
inadvertently become misleading. Mr. Tyler 
advised dealers to seek local legal advice 
before determining yard action upon specific 
points. 


Determining Retail Status 


Even so seemingly simple a point as de- 
termining if a lumber business is a retail 
organization becomes complex. So also is 
the question whether or not it is engaged 
in interstate commerce. Some effort has been 
made to determine the retail status, not only 
by the character of sales, but also by the 
size of individual sales. An effort has been 
made, also, to establish the fact that yard 
stock bought in other States and shipped to 
the yard puts that yard into interstate com- 
merce. Mr. Tyler thinks this last point can 
not be maintained. 

Since the question, whether or not a yard 
is a retail business working wholly within 
its state, is crucial in determining if the 
company comes under the Wage and Hours 
act, Mr. Tyler offered a simple but not 
necessarily conclusive test. If a dealer can 
answer “yes” to three questions, he prob- 
ably is an intrastate retailer: 1. Is the yard 
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engaged exclusively in the distribution of 
merchandise? 2. Are more than half the 
sales made for actual use within the State 
where the goods are sold? 3. Are at least 
half the sales, measured in dollar values, 
made to the owner or to a contractor who 
has a definite, individual contract with the 
owner? Sales for speculative building are 
not considered retail sales. Building of 
houses by the yard itself for speculative 
sales probably would be ruled wholesale 
business. Manufacturing, such as the op- 
eration of a planing mill or sawmill, would 
bring the entire business under the law, 
though the ownership of a power saw for 
general yard use probably would not be 
ruled as making the whole business a manu- 
facturing undertaking. If a yard does have 
a manufacturing department, and if the 
owner does not want this to bring his retail 
department under the act, the proper way 
is to separate the two businesses; set up 
separate offices and separate accounting 
systems. 

President Elliott called for committee re- 
ports. The prize for the best booth went to 
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the Omaha Hardwood Lumber Co. 

The resolutions committee extended the 
association’s thanks to the exhibitors, the 
Omaha Chamber of Commerce, the NLMA 
and the NRLDA and to all others aiding in 
making the convention a success. It asked 
for an extension of Title 1 of the FHA, 
endorsed all practical methods of teaching 
building trades to young men and urged 
government loaning agencies to extend and 
develop methods of making character loans 
for the construction of farm buildings. 

The following association officers were 
elected : 


President, Hubert L. Kildare, of Paxton. 


Vice president, Harry L. Rivett, of 
Omaha. 

The exhibits were the largest and most 
elaborate in the history of the association. 
Secretary Runion stated that for the first 
time he was obliged to refuse certain ex- 
hibits, due to the lack of space in the 
exhibit hall of the Municipal Auditorium. 
While the weather was unfavorable the first 
day, the registration was large. 


Northerners Plan Increased Promotion; 
Revise Grades; Seek Rate Reductions 


Mitwavukeg, Wis., March 3.—The North- 
ern Hemlock & Hardwood Manufacturers’ 
Association held its annual meeting at the 
Pfister Hotel here Feb. 25, with an unusually 
good attendance of forty. Discussion cov- 
ered plans for a reduction in freight rates 
to the East, possible Government price fix- 
ing and prioriies, grading rule changes in 
hemlock and white pine, forest regulation 
bills, and increases in trade extension efforts. 

This was a straight business meeting, and 
each person present was furnished with a 
large folder containing statistical data, traffic 
and freight rate records, charts, association 
reports and copies of bills in the legislature. 
Impromptu talks were made by President 
John Landon, Secretary O. T. Swan, Traffic 
Manager F. M. Ducker, and the association’s 
timber products engineer, Harold Crosby. 


To Extend Trade Promotion Efforts 

The association instructed Secretary- 
Manager Swan to bring in a plan, at the 
April meeting, under which trade extension 
work would be increased. It was decided 
to put an additional technically trained man 
in the field at once, to contact architects, 
engineers and others specifying hardwoods. 

Traffic Manager Ducker is bringing ship- 
pers and railroad representatives into a con- 
ference to agree upon plans for obtaining a 
reduction in rates to eastern points. 


New Pine and Hemlock Grade Rules 


The grading rules committee, under the 
leadership of H. W. Johannes, chairman, 
presented revised northern white pine rules 
which will be published as Northern Pine 
Rules of the association. His committee 
also recommended certain changes in the 
northern hemlock rules; these include stress 
grades recommended by FHA, and approved 
by Forest Products Laboratory. 

The meeting had before it a proposed W is- 
consin forest regulation bill prepared by a 
conservation association. It was referred 
to the conservation committee headed by 


John M. Bush, Negaunee, Mich. 

The following officers were elected: 

President—John Landon, Ironwood, 
Mich. 

Vice president—A. L. 
Falls, Wis. 

Treasurer—W. W. Gamble, White Lake, 
Wis. 

Secretary-Manager—O. T. Swan, Osh- 
kosh, Wis. 


McBean, Park 





Creates New Regional Of- 
fices; Has Story in “Fortune” 


Three new regional offices covering the 
Cleveland, Chicago and Kansas City terri- 
tories have recently been established by The 
White Motor Co., Cleveland Ohio. 

New regional managers are M. H. An- 
derson, Cleveland, Ohio: L. B. Gilbert, Chi- 
cago, Ill., and W. E. Burgess, Kansas City 
Regional supervisors are responsible to J. N. 
Bauman, general sales manager at Cleveland, 
Ohio, yet each has ample authority to deal 
with territorial conditions. 

In addition to the organization in this 
country, The White Co., Ltd., with factory 
and headquarters at Montreal and branches 
at Toronto, Calgary, Vancouver and Win- 
nipeg operates in Canada. 

A lengthy story in the February issue oi 
Fortune magazine tells of the operations 
and history of the White organization. It 
shows how White has been attempting to 
develop commercial vehicles tailored to the 
needs of the user. The article details the 
reasons from the customer's standpoint for 
the creation of White “Super Power” en- 
gines and relates something of the history 
of the “White Horse.” a new development 
in the light delivery field. 

The U. S. Government has placed orders 
with White totaling over $45,000,000 for 
scout cars and half-tracs. Domestic busi- 
ness has also been extremely active. Rec- 
ords show that White’s new 1940 registra- 
tions were 55.1 percent above 1939. 
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Planning and Saving for More 
and Better Housing 


Plans to Facilitate New 
Home Production 


The program of the Home Builders Insti- 
tute of America, new professional branch of 
the National Association of Real Estate 
Boards, Chicago, is outlined in a statement 
by David D. Bohannon, San _ Francisco, 
president. The Institute seeks adjustments 
in regard to FHA mortgage insurance for 
homes that would more flexibly take account 
of fluctuating building costs and market con- 
ditions. It believes a new Title VI of NHA, 
which would set up a separate mortgage in- 
surance fund for insurance of loans on pri- 
vately constructed Defense housing, includ- 
ing rental housing, should facilitate the pro- 
vision of Defense housing through private 
builders, and foster the development of home 
neighborhoods in locations where they would 
best fit permanent urban needs. A commit- 


respect to liability and other types of insur- 
ance. 

The Institute will be ready to confer with 
officials and with civic and business groups 
looking to the development of fair building 
codes in the various cities so as to eliminate 
make-work, monopolistic, or obsolete provi- 
sions. A handbook on the merchandising of 
homes is one of the projects now planned. 





Federal Home Savings Show 
Big Increase 


Wasuincton, D. C., March 3.—More 
than eighty Federal savings and loan asso- 
ciations passed the $1,000,000 mark in assets 
in 1940, while ten others moved into the 
class of $5,000,000 and above, according to 
economists of the Federal Home Loan Bank 
Board. Investments by the public in all 
Federal associations now total $1,388,000,- 


Rentals Closely Related to 
National Income 


“Total gross rental value of all the houses 
in a nation is likely to be around one-fifth 
or one-sixth of the total national income.” 
So hazards Willford I. King, professor of 
economics at New York University, writing 
in the current issue of The Appraisal 
Journal, quarterly technical publication of 
the American Institute of Real Estate Ap- 
praisers, professional branch of the National 
Association of Real Estate Boards. He 
bases his estimate on statistical indications 
that families on the average under present- 
day conditions spend from 16 to 20 percent 
of their respective incomes for housing. To 
a considerable extent, parallelism with na- 
tional income characterizes other rentals as 
well as residential rentals, he points out. 
“Taxation is one force which tends to influ- 











This exhibit of the West Coast Lumbermen's Association received the red ribbon of honor in the lumber division at the 


annual meeting of the Northwestern Lumbermen's Assn. 


Its main features are models, built precisely to scale, of modern 


timber structures designed by the WCLA Technical Service. The grandstand model was the center of attraction. It visual- 
izes the new specimen plans for grandstands, which have be2n published in a WCLA booklet. These plans may be adapted 
to any need ranging from a small stand for a neighborhood playground to stands seating several thousand persons. A 
copy of the booklet may be had on request from WCLA, Stuart Building, Seattle. Ask for "Specimen Plans for Grandstands" 





tee is now being appointed to collaborate 
with groups of manufacturers in developing 
specifications of products and materials used 
in home building which will be more adapt- 
able to the low-cost house, which is the pres- 
ently most important single market. Al- 
ready under preparation is a proposed model 
State law to protect the public against in- 
competent home building by setting up min- 
imum qualifications for operative home 
builders as to integrity and skill. 
Committees will shortly be appointed initi- 
ating these projected activities: 1—To co- 
operate with fiduciary institutions, insurance 
companies, and building and loan associa- 
tions in order to obtain greater adaptability 
of home financing methods to the needs of 
the home buyer. 2—To study the possibil- 
ity of co-operative arrangements for the 
purchase of supplies, locally or nationally, 
where such arrangements would seem to be 
economically sound and advantageous. 3—To 
look into what possibility there may be for 
mutual or co-operative arrangements with 


000, an increase of 25 percent in 1940 alone. 
An analysis of the statistics shows that there 
are now 1,441 Federal associations with as- 
sets of $1,873,000,000, an increase in total 
assets of Federals of $295,000,000 or 19 per- 
cent, in the last year. As of Jan. 1, there 
were 431 Federal associations with assets 
between $1,000,000 and $5,000,000, and 66 
had assets in excess of $5,000,000. 

Of the cumulative dividends to date, 
HOLC has received $29,688,594, and the 
Treasury, $8,883,741. The Government re- 
ceived dividends at the same rate as individ- 
ual investors. 

The Federal Government has received $3,- 
561,362 in dividend checks for the last half 
of 1940 on investments it made in savings, 
building and loan associations during depres- 
sion years, says James Twohy, governor of 
the Federal Home Loan Bank System. Al- 
most one-fourth of the Government’s $271,- 
000,000 invested in thrift and home financ- 
ing institutions has been retired to date. In- 
vestments were made in more than 1,100 in- 
stitutions. 


ence materially the ratio between gross and 
net rents,” Dr. King states with emphasis. 
“The effect of an increased tax in lowering 
the net rent of property is likely to result 
in making it unprofitable to build new 
homes. In recent years, the increasing bur- 
den of taxation has tended to act as a brake 
on private residential construction.” 





Think Co-operative Mass 
Building Would Save 20% 


MENOMINEE, MicH., March 4.—Lloyd 
Manufacturing Co., furniture, has suggested 
a plan to provide cheaper homes for local 
residents through mass construction. The 
plan has the support of local business men 
and city officials. At a public meeting to- 
day, financing plans and designs were pre- 
sented. Lumbermen, building contractors, 
and others, including financing consultants, 
FHA officials, etc., attended. Each builder 
would acquire a lot wherever he chose, se- 
lect his own building plans and specifications 
and borrow money from any source he pre- 
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ferred. Savings would be effected through 
joint purchase of materials and contracting. 
It is estimated that the individual would save 
as much as 20 percent. A survey revealed 
that many young workers at the Lloyd plant 
knew little of the opportunities offered 
through FHA. 





Savings-Loan Educational . 
Institute Elects 


Kansas City, Mo., March 3.—L. H. Al- 
len, Houston, Tex., was elected president of 
the American Savings & Loan Institute, pro- 
fessional training school of the home financ- 
ing business, by four hundred delegates to 
the Institute’s midwinter conference in Kan- 
sas City Feb. 28. Mr. Allen, who is vice 
president of the Houston First Federal Sav- 
ings and Loan Association, was moved up 
from the vice presidency. Edward J. Webb, 
of Kansas City, Mo., became first vice presi- 
dent, and Charles L. Plumb, of New York 
City, was put in line as second vice presi- 
dent. 


BL New Home Loans Gain 


January volume of home loans for the 
whole United States showed substantial 
margin over the preceding year, the United 
States Savings & Loan League, Chicago, 
reported. According to Paul Endicott, 
Pomona, Calif., president, loans for new 
home building, even in this non-seasonal 
winter month, accounted for 33.15 percent 
of the money disbursed; percentage for Jan- 
uary a year ago was only 29.11. Per- 


centages of volume for each purpose were: 
Construction, 33.15; repair and moderni- 

zation, 4.70; home purchase, 34.57; re- 

financing, 16.96; other purposes, 10.61. 








"Ranch Type" Show Home 
Is Fresh in Design 


MILWAUKEE, Wis., March 3.—A_ one- 
story frame “ranch” type home, containing 
five rooms, all on one floor, with garage at- 
tached, has been constructed at Menomonee 
River Parkway drive and North Swan boule- 
vard, Wauwatosa, as the Milwaukee Real Es- 
tate Board’s 1941 show home. The home is 
70 feet long and has been constructed on a 
47x150 foot lot. Breaking from the conven- 
tional, the designer has placed the bedrooms 
on the corners, right off the entrance hall 
where ordinarily the living room would be. 
The master bedroom is 12x14 feet, with the 
guest room 12x13 feet. Also included in the 
home is a 16x20-foot living room with a 
large bay at the front. Casement windows 
on one side of the room look out onto a 
patio. A natural Georgian fireplace is part 
of the wall separating the living and dining 
rooms. Along the side of the fireplace is a 
built-in bookcase. A sliding door in the wall 
between kitchen and dining room shuts off 
one room from the other. In the 12x13-foot 
dining room, three walls are papered, with 
the fourth a complete wall of pine boards 
into which have been constructed cupboards. 
Also contained in the house is a reception 
hall, ample closet space, cabinets in the kit- 
chen, and extra lavatory, tile bath, parquet 
flooring, and a delivery compartment under 
the kitchen window with a cabinet drawer 
receptacle similar to the “early and late” 
bundle arrangement at many laundries. 
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Incidental Operations Do Not Put 
Retailer Under Wage-Hour Law 


Wasuincton, D. C., March 3.—In the 
first case in the courts involving the status 
of a retail lumber dealer under the Fair 
Labor Standards Act, a Tennessee State 
court, in the case of Whitson vs. We-ler, 
has ruled that a local Johnson City, Tennes- 
see, lumber dealer is not subject to the Fair 
Labor Standards Act. 

In this particular case, a lumber dealer 
was sued for minimum and overtime wages 
under the Fair Labor Standards Act by two 
of his ex-employees. There were two periods 
of employment. During the first, one of the 
plaintiffs was employed in operating a de- 
livery truck in and about Johnson City, 
Tennessee. About two percent ot his time 
was spent in making deliveries to other 
States. During the second period, both plain- 
tiffs were engaged in making cement blocks 
on the premises of the lumber establishment, 
for sale to the regular class of customers of 


his materials from sources in other States 
did not bring his employees into interstate 
commerce, and stated that the interstate 
transaction ended on delivery of the goods 
to the local dealer. 


3. On the matter of a retail establish- 
ment, the court in its opinion and decree 
approved as reasonable the 50 percent retail 
rule of the Wage and Hour Division, that 
an establishment making the greater part of 
its sales at retail is entitled to exemption as 
a retail establishment. 


4, The court included as retail sales “the 
sale of lumber and building materials to 
home owners, contractors and other consum- 
ers for use in local building construction, 
repair, and maintenance.” 


~ 


5. The court distinguished the case of 
Wood vs. Central Sand and Gravel Com- 
pany, in which more than 90 percent of the 
materials sold by the producer of sand and 











Before and after views of the transformation of an outmoded bathroom effected by the 

installation of wall and ceiling finishes manufactured by The Upson Co., Lockport, 

N. Y. and plumbing fixtures by Crane. Thick panels of fibre board were used to cover 

the ceiling and upper wall, while tile-like panel material in peach tint is the back- 

ground for the white fixtures. The new curtains are pale green, the floor dark green. 
The walls are washable 





the yard. The court held that both employees 
were employed in a retail establishment and 
in a retail capacity during both periods. 

A number of important points now in con- 
troversy and in litigation over the country 
are specifically passed on by the court: 

1. On the question of interstate commerce 
and production of goods for interstate com- 
merce, the court held that a few infrequent 
and sporadic shipments to other states did 
not result in the employees whose work re- 
lated to such sales and deliveries being con- 
sidered as “engaged in (interstate) com- 
merce” or in the “production of goods for 
(interstate) commerce.” 

2. The court held that the fact that the 
lumber dealer purchased a large portion of 


gravel were in huge bulk lots for large 
project construction. 

6. The court held further that an employee 
making local deliveries by truck from a re- 
tail establishment is engaged in a retail ca- 
pacity within the meaning of Section 13 (a) 
(1) of the Act, which deals with exemp- 
tions. 

7. A further important point of the case 
is that employees engaged in processing ac- 
tivities on the premises of the retail estab- 
lishment were entitled to exemption because 
such processing was incidental to the main 
business of the dealer and was to meet the 
demands of the local trade. It was said that 
the processing could not have the effect of 
converting the business into a wholesale or 
manufacturing establishment. 
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Progress Made on Defense Housing 


Agencies Tell of Housing Con- 
struction and New Projects 


WasuHinecton, D. C., March 3.—Accelera- 
tion of the Defense housing program, and 
heightened emphasis on the need for pre- 
venting the appearance of “ghost towns” 
anywhere in the country, have highlighted 
developments here. 

Defense Housing Coordinator Palmer 
recommended to President Roosevelt that 
a total of 4,516 additional family dwell- 
ing units be constructed for Defense workers. 
“Such need can not be provided for by pri- 
vate capital, either because the extent thereof 
is beyond the capacity of normal building 
in the area, or the continuance of need is so 
uncertain, or the rentals so limited that pri- 
vate capital can not take the risks involved,” 
he declared. His recommendations are for 
additional units where Defense housing is al- 
ready under way: 

Key West, Fla., 20 units; Riverside, 
Calif., 125 units; San Francisco, Calif., 75 
units; San Miguel, Calif. (including Paso 
Robles, Calif.), 150 units; Jacksonville, 
Fla., 30; Valpariso, Fla., 100; Charlestown, 
Ind. (ineluding Louisville, Ky.), 100; 
Alexandria, La., 255; Leesville, La., 150; 
Shreveport, La., 139; Waynesville, Mo. (in- 
cluding Rolla, Mo.), 250; Great Bend, N.Y., 
150; Harrisburg, Pa., 35; Island Oahu, T. 
H., 512; Alameda, Calif., 200; Miami, Fla., 
200; Muskegon, Mich., 300; Wilmington, 
N. C. (ineluding Holly Ridge, N. C.), 375; 
Sidney, N. Y., 200; Harrisburg, Pa., 450; 
Island Oahu, T.H., 550, and Radford, Va., 
(including Pulaski, Va.), 150. 


Demountables Instead of Ghosts 


Mr. Palmer also announced plans for gear- 
ing the Defense housing program into the 
permanent housing needs of the country. 
Following the period of Defense activity, 
the Government projects will house very 
low-income families that can not be reached 
by private enterprise. 

Where Defense employment is not ex- 
pected to last for any appreciable length of 
time, or where communities can not absorb 
additional new housing, the program calls 
for construction of demountable houses, pri- 
marily to prevent the appearance of ghost 
towns and to prevent any undue burden on 
local real estate markets. The demountable 
units have the added advantage of being 
available for new needs. “In no case will 
Defense housing units be dumped on the 
market helter skelter,” he said. 


FWA Awards 395 New Units 

New Federal Works Agency housing con- 
tract awards bring the total of this branch 
to 11,567 units, in 49 localities, with a total 
estimated cost of $35,493,500, to be financed 
by an allocation of $45,762,500 by the Army. 
The four contract awards announced were 
for a total cost of $1,296,000, and entail the 
construction of 395 Defense housing units 
for married enlisted personnel of the Army. 
They are as follows: 

200 housing units near Juan Diaz Air 
Base, Ponce, Puerto Rico, within Army 
reservation; awarded to Hillyer & Tovan, 
Jacksonville, Fla.; cost, $709,000; fixed 


fee, $235,500; 160 days. 

20 family units within the U. S. Army 
reservation at Fort H. G. Wright, Fishers 
Island, New York; awarded to Tremaglio 


9 
» 
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Bros., Waterbury, Conn.; cost, $100,000, 
fixed fee, $3,700; 140 days. 

100 units adjacent to Municipal Airport, 
Orlando, Fla.; awarded Edward S. Moore 
& Son, St. Petersburg, Fla.; cost, $276,000; 
fixed fee, $14,400; 120 days. 

75 units, grouped into 58 multiple dwell- 
ings, at Augusta, Ga., near Municipal Air- 
port; awarded Claussen-Lawrence Con- 
struction Co., of Augusta, Ga.; cost, $211,- 
000; fixed fee, $11,000; 100 days. 

The Farm Security Administration an- 
nounced acceleration of plans for construc- 
tion of 1,000 dwelling units at Greenbelt, 
Md., to house Defense workers coming into 
the National Capital area. 

Defense Homes Corp. announces that an 
option has been acquired on a site at Nash- 





LUMBER MEMBER RESIGNS 
FROM DEFENSE COMMISSION 


WasHinctTon, D. C., March 4. 
—The head of the Division of 
Lumber and Forest Products of 
the National Defense Advisory 
Commission, John W. Watzek. 
Jr., has found it necessary to 
hand his resignation to the Of- 
fice of Production Management, 
because it has become essential 
for him to devote more atten- 
tion to his own business. He 
is president of Jackson Lumber 
Co., Lockhart, Ala.; vice presi- 
dent Fordyce Co., Fordyce, 
Ark.; Crossett Lumber Co., 
Crossett, Ark.; Crossett Timber 
Development Co., Bastrop, La., 
and Crossett Western Co.. 
Wauna, Ore., and a partner in 
Crossett Watzek Gates Indus- 
tries, Chicago, of which he has 
been a resident. 





ville, Tenn., where 200 homes are to be built 
for workers in Vultee Aircraft plant, at a 
cost of $3,500 and $4,000 each, financed with 
a FHA mortgage and equity supplied by 
DHC. 

USHA Starts New Housing 


Under the United States Housing Au- 
thority housing program, construction will 
begin soon on the following projects: 

Erie, Pa.; Philadelphia, Pa.; Newport, 
R. I.; Quonset Point, R. I.; Charleston, S. 
C., two projects; Corpus Christi, Tex., and 
one at Bremerton, Wash.; Birmingham, 
Ala.; 3ridgeport, Conn.; New Britain, 
Conn.; Alton-East Alton, Ill.; Baltimore, 
Md.; Boston, Mass.; Harrison-Newark, N. 
J.; Brooklyn, N. Y.; Buffalo, N. Y.; Ra- 
venna- Warren, O.; Allentown- Bethlehem, 
Pa.; Beaver County, Pa.; Philadeiphia, 
Pa.; Nashville, Tenn., and Orange, Tex. 

The Public Buildings Administration an- 
nounced the award of contracts to Engineers 
(Ltd.), of San Francisco, for the construc- 
tion of 924 Defense housing units at Vallejo, 
Calif., near the Mare Island Navy Yard, 
at an estimated cost of $2,985,000 at cost 
plus fixed fee of $105,000. 

The War Department has awarded con- 


tract for a flying school near Macon, Ga., 
cost $2,094,735, to: MacDougald Construc- 
tion Co., Griffin Construction Co. and Mon- 
nemaker-Clayton Construction Co., and col- 
lateral contract for services to J. B. McCraig 
Engineering Corp., Atlanta, Ga. 


Army's Stock Pile Plan to 
Meet Emergencies 


WasHIncrTon, D. C., March 3.—An exten- 
sive lumber stock pile program, designed to 
have a steadying effect on the market for 
the benefit of lumber manufacturers and 
dealers, as well as the Army, was announced 
here by Donald M. Nelson, director of the 
division of purchases, Office of Production 
Management. 

The stock pile, for Army acquisition, will 
be built up with the co-operation of lumber 
manufacturers, who have agreed to make 
and carry the necessary stock until the Army 
calls for it. Prices were established by com- 
petitive bidding, and the lumber will be in- 
voiced and paid for at time of shipment. 

Mr. Nelson’s announcement of the stock 
pile program came after meetings between 
southern and West Coast lumber manufac- 
turers with the Construction Division of the 
Quartermaster Corps. The plan is endorsed 
by the division of purchases and by the price 
stabilization division of the National Defense 
Advisory Committee, which had representa- 
tives at the meetings. 

Under the proposals, the Army will con- 
tinue to buy lumber in the usual way for its 
requirements under both the existing con- 
struction program and any new ones which 
may be started. The Army will draw on 
the stock pile whenever there are unexpected 
demands for immediate deliveries. In this 
way, the Army will not be forced to come 
into the market suddenly with large rush 
orders. 


Six USHA Defense Housing 


Projects Have Tenants 


Wasuincton, D. C., March 3.—Out of 
the 19,569 homes for Defense workers being 
built under United States Housing Author- 
ity jurisdiction, 1,424 are now either occu- 
pied or ready for tenants. USHA has an 
even 50 Defense projects. Of these, 19 are 
being built by local housing authorities with 
USHA funds. When these projects are no 
longer needed for Defense workers, they will 
become part of the regular low-rent housing 
in the cities in which they are located. There 
are 6.294 dwelling units in this part of the 
USHA program, which is now more than 50 
percent completed. 

Funds have also been supplied by USHA 
for the construction of one Army and three 
Navy housing projects. These projects. 
with a total of 1,725 homes, are being built 
under direct Army and Navy supervision. 
The Federal Works Administrator has also 
assigned funds to USHA, under the Lan- 
ham Defense Housing Act, for the construc- 
tion, by local housing authorities, of 27 
projects. This group of projects includes 
11,550 dwelling units. ; 

Altogether, USHA Defense projects will 
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house approximately 65,000 persons. Of the 
19 projects in the first group, six now have 
tenants, and all but one are under construc- 
tion. The three Navy projects are all under 
construction, and one of them, at Mare 
Island, already has tenants. The housing 
development at Anchorage, Alaska, will get 
under way when the weather permits con- 
struction. 





Southern Pine to Consider 


Defense Needs 


New Organs, La., March 3.—Plans for 
an industry meeting of all southern pine pro- 
ducers in New Orleans on March 14 are as- 
suming definite shape, it was announced by 
H. C. Berckes, secretary of the Southern 
Pine Emergency Defense Committee, today. 
Because the requirements for production are 
coming from two fronts, the Federal Gov- 
ernment and from dealers to fill the needs 
of private construction, problems such as 
priorities and price-fixing, occupying the 
attention of the Office of Production 
Management and the National Defense 
Advisory Commission, will require consider- 
ation on the part of southern pine lumber- 
men, said Mr. Berckes. Recent announce- 
ment by the OPM and the NDAC relating 
to priorities, and the establishment of price- 
fixing for the machine-tool industry as an- 
nounced by Leon Henderson, commissioner 
of price stabilization, are two developments 
which will be discussed. A last minute 
development is purchase of 250,000,000 feet 
of lumber through the Quartermaster Gen- 
eral’s Office during the week of Feb. 24 for 
deferred shipment, and “stock piling,” sepa- 
rate from all other lumber, for release be- 
tween June 1, 1941, and Oct. 1, 1941. 

The SPEDC has filed with NDAC its 
fifth listing of estimated quantities of south- 
ern pine available over a_ three-month 
period, February to April, from 202 mills, 
more than 440,000,000 feet being included. 





Who Pays State Sales Tax 


on Navy Purchases? 


SAN Francisco, Cauir., March 1—Who 
must pay the State sales tax on materials 
purchased for use in filling national Defense 
contracts which are executed on a cost-plus- 
fixed-fee basis? is the perplexing issue now 
facing California building materials men, 
contractors and general business. 

Recently approximately 100 building ma- 
terial men, suppliers and specialty contrac- 
tors met at the San Francisco Chamber of 
Commerce to discuss the problem, which on 
March 1 would involve an_ estimated 
$2,000,000 of sales tax liabilities on Naval 
contracts alone. 

lt was indicated that a test court case 
probably will be brought. 

The State attorney - general has ruled 
that: contractors are not agents of the U. S. 
Government nor are they purchasers of ma- 
terials for re-sale to the U. S. Government. 
his ruling apparently removes possibility 
that contractors would not have to pay the 
sales tax on Defense materials. The Federal 
Government has refused to pay the tax. 

At the meeting a committee was named to 
g0 to Sacramento for discussion on the mat- 
ter with the State Board of Equalization. A 
similar committee from Los Angeles was to 
appear before the board. 
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Southwest Millwork Firms Indicted for 


Conspiracy on 


Kansas City, Mo., March 3.—A blanket 
indictment charging fifteen individuals, four- 
teen corporations and one association with 
conspiring to violate the Sherman anti-trust 
law by fixing prices on standard millwork 
in Missouri, Kansas, Oklahoma and Arkan- 
sas, was returned here today to Judge Al- 
bert L. Reeves by a Federal grand jury. 
Individuals and concerns named are: 

John B. Rust, president Rust Sash & 
Door Co., Kansas City, and Rust Sash & 
Door Co.; Samuel S. Edwards, vice presi- 
dent American Sash & Door Co., Kansas 
City and American Sash & Door Co.; Wil- 
liam Baldridge, sales manager Pacific Mu- 
tual Door Co., Kansas City, Kan. and 
Pacific Mutual Door Co.; Southwestern 
Woodwork Association, Kansas City; Carr, 
Adams & Collier Co., St. Joseph, and Wil- 
liam J. Adams, manager; Carr-Trombley 
Manufacturing Co., St. Louis, and John 
Adams, secretary and general manager; 
Curtis Cos. (Inc.), Topeka, and A. A. 
Chard, manager; Goodjohn Sash & Door 
Co., Leavenworth, and Harvey Goodjohn, 
president; Huttig Sash & Door Co., St. 
Louis, and Roy Siegel, president and 
chairman of board; Leidigh & Havens 
Lumber Co., Salina, Kan., and Nate Swan- 
son, manager; Rounds & Porter Lumber 
Co., Wichita, Kas., and Vernon Walling, 
manager; St. Louis Sash & Door Works, 
St. Louis, and Herbert J. Anstedt, gen- 
eral manager. Southwestern Sash & Door 
Co., Joplin, Mo., and Carroll Fay, secre- 
tary; Toombs-Fay Co., Springfield, Mo., 
and F. C. Fay, secretary; United Sash & 
Door Co., Wichita, Kas., and George H. 
Parks, vice president; Frank Dyke, of 
Dyke Bros., Ft. Smith, Ark. 


Charges Fixing of Prices to Retailers 


Indictment charges conspiracy to control 
jobbers’ prices on millwork, such as win- 
dows, sashes, doors and trim. It charges “the 
Southwestern Woodwork Association fixed 
so called list prices quoted by jobbers to 
the retail trade by estimating the jobbers’ 
costs and profits on each item of millwork 
and adding to the estimate arbitrary mark- 
ups.” The prices paid by retailers, accord- 
ing to the indictment, were determined by 
applying discounts fixed by the association 
to list prices, and, it is charged, the defendant 
jobbers agreed to adhere to the prices and 
discounts in selling millwork to the retailers. 
The price-fixing agreement was policed by 
the Southwestern association, the  indict- 
ment states, and was further enforced by 
the threat of boycott on manufacturers 
selling to jobbers on other terms. Accord- 
ing to the findings of the grand jury, Mis- 
souri and Kansas were divided into areas 
by defendant jobbers and prices fixed in 
each area. 

Agreed on Lists and Territories 

It was charged the conspiracy existed from 
about June 15, 1935, up to the time the in- 
dictment was returned, with the Southwest- 
ern association acting as clearing house in 
the fixing of prices. April 1, 1938, it is 
cited, Rust, Baldridge, F. C. Fay, Chard 
Goodjohn and others met in the associa- 
tion’s offices and agreed to apply certain 
discounts to publisher list prices. In June, 
1938, it is charged, Rust, Adams, Siegel, 
Anstedt, Carroll Fay and F. C. Fay met 
at Columbia, Mo., and split up Missouri, 
fixing a line through Moberly and Jefferson 


Fixed Discounts 


City. The area west of that line was to 
belong to the Southwestern association, but 
prices in the area were to follow the prices 
fixed by the defendant St. Louis jobbers, 
according to the indictment. 

It was stated that the investigation just 
completed here was only the beginning of a 
nation-wide check to assist the Government 
in stabilizing building costs, and was or- 
dered by the attorney general’s office when 
it was observed, through FHA reports here, 
that there was an unexplained gradual rise 
in the price of millwork. Thus far in the 
Defense program there had been no specific 
instance of delay caused by fixed prices on 
millwork, 


B. C. Offers Timber 


Vancocver, B. C., March 1.—The British 
Columbia forest service is advertising three 
tracts of timber for sale, and removal within 
a limited period up to five years. Some 
2,000,000 board feet of spruce, cedar and 
hemlock, some suitable for poles and piling, 
is being offered on Kitsumgallum River. Fir 
and hemlock, amounting to 900,000 board 
feet, are being offered on land near Harrison 
mills. In the Cariboo land district, 2,000,000 
board feet of spruce, near Bend Station, will 
be sold. 
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for PRESSURE CALKING GUNS 


Saves 40’ LABOR 
on Any ealking Job 





Here is the most practical and 
efficient calking load on the mar- 
roan «werent ket. It is streamlined for quick, 
NCaN C clean application of NuCALK Calk- 
Sm Lanona city, 8 ing Compound, the world’s most 
eee effective calking material. No 
messy lids to remove, solid pack, 








Trade Mark no air pockets to clog gun with 
Reg. U. S. dried out compound. Special air- 
Pat. Off. proofed container, practically vac- 
Patents uum pack. 
notes You can cash-in on the quality 
2-18-1936 features of Speed Load and build 


Others Prndg. a profitable, growing volume. 


10 Loads to Carton 
10% More Calking In Each Load 


There’s one full gallon in every carton of Speed 
Load—10% more calking in this improved load. 
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and in SPEED LOAD you get 
Genuine Sy-CALK 


Your PROFIT comes 
from repeat customers 
who trade with you day 
after day. Thousands of 
dealers sell Nu-Calk be- 
cause its dependable 
features make ‘‘repeat’’ 
customers of every user. 





Mr. Dealer: 
Catalog for further information, or write us. 


See Page 23 of our General 
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WHEN THE BOATS BEGIN TO RUN 
From Issue of April 8, 1905 


{It is announced that the Goodrich Trans- 
portation Co.’s steamer Atlanta is now in 
regular operation between Chicago and the 
eastern shore of Lake Michigan. ] 

I hear the bands of music, 
I see the waving flags; 

I watch the flaunt of riches, 
I feel the touch of rags. 

3y day the pavements glisten, 
By night electrics flare; 

The life and thrill of action 
Are trembling in the air. 

I love this world of motion, 
This place where deeds are done; 

But I get the old spring fever 
When the boats begin to run. 


Beneath me, in a canyon 
Close walled by piles of brick, 
I hear the tread of horses 
Unfaltering and quick. 
I see the swirl of commerce, 
I hear the clash of trade; 
I watch the game of fortune 
By wan-faced gamblers played. 
Oh, here is theme for singing 
Where wealth is lost and won; 
But the harpstrings fail to answer 
When the boats begin to run. 


Out there, so near yet distant, 
I see a band of blue 

Where two high-lifting buildings 
Permit one narrow view 

Of leaping waves of laughter, 
Of ripples running free, 

O combers breaking gently 
Beside the inland sea. 


They’re silver in the moonlight, 
They’re golden in the sun: 
And they beckon, ever beckon, 
When the boats begin to run. 


I hear the staunch Atlanta 
Loud calling me at eve: 
I hear the robins singing, 
I see the nests they weave. 
The buds in old Muskegon 
I know are bursting now 
And the land is yielding perfume 
Distilled by nosing plow. 

The hills are soon green-mantled 
That once were dead and dun 
And I’m gazing eastward, eastward, 
When the boats begin to run. 


The pine tree there is sighing 
Within its forest keep, 

The pine tree there is singing 
The song that lulls to sleep. 

The air is charged with sweetness, 
Each sound a liquid note, 

And there no fiends of fortune 
Are grappled throat and throat. 
The nights are stars and moonlight, 
The days are breeze and sun— 

And I get young and restless 
When the boats begin to run. 





POET'S EPIGRAMS 


The man with only three fingers on his 
right hand will tell you that it is bet- 
ter to let the mysteries of a buzz saw 
remain forever unsolved than to 
touch it to see if it is in motion. 
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A Unique Lumber Ex- 
hibit—To J. P. Jordan, 
president of the Memphis 
(Tenn.) Lumber Exchange 
is due the credit for the 
idea the Commercial Asso- 
ciation of that city has 


exhibit, 


* 





interested 


' . 2 a Maine, 
carried out in their exhibit 


at the Sioux City Corn 
Palace. A more complete 
showing of the lumber 
resources of the section 
could not well be devised. 
The exhibit takes the form 
of a cottage and lot built 


great rise 


in its construction nine of 
the chief mercantile woods 
of the South; namely, oak, 
ash, poplar, gum, cedar, 





cypress, yellow pine, wal- 
nut and cottonwood. The 
accompanying 
good representation of the the 
which has been 
called “The Jordan,” in 
honor of its inventor. 


Lumbermen of Portland, 
Me., who are financially 


are very anxious 
concerning the safety of 
their logs in some of the 
eastern rivers. 
tinuous rain of the past 
ten days has caused a 
in the Penob- 
scot, and reports received 
upon a flat car, combining | from there say that the 
rise is alarming and the 
immense number of logs in 
the booms are in danger. 
[Issue of Oct. 4.] 


Out in Oregon there is a 
sawmill situated so high 
up the mountain side that 
snow prevented its 
being operated this year 
until the last of June, and 
on the 5th of July there 
were banks of snow within 
200 feet of the mill. It is 
located back of Westport, 
near the mouth of the 
Columbia River, and is 
2,800 feet above the water’s 
level. Oregon larch is 
manufactured exclusively, 
which the _ proprietors, 
Nicolai Bros., of Portland, 
use in their sash, door and 
blind factory. The distance 
to the river is five miles 
and, even with this long 
haul, it pays to manufac- 
ture the lumber, as the 
first class sells readily for 
$50, and the second class 
for $40. 
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e se 
Four Tools of Merchandising 
(Continued from Page 57) 
housing field, 85 percent of the purchases 
are controlled by women. The lumber deal- 
er’s merchandising program must be aimed 
to appeal to women. 

In merchandising products, four tools have 
been created: 1. Advertising; 2. Personal 
Selling; 3. Publicity; 4. Promotion. To be 
effective, all four tools must be used to- 
gether; none of them can be ignored. 

Advertising products such as lumber, ce- 
ment, millwork, does not make the best use 
of advertising, but advertising the advan- 
tages of a new bedroom, workroom, remod- 
eled sunporch, or a new house, advertises 
something that the customer understands. If 
you are using advertising correctly, you are 
planting the seeds of desire for a_ better 
standard of living. 

Of all advertising mediums for lumber 
yards, the newspaper is the only medium 
that will reach all your prospects at the 
same time and do it at a cost you can afford 
to pay. Notwithstanding all argument to 
the contrary, the newspaper is far out ahead 
of radio, direct mail, circulars and all other 
auxiliary forms of advertising. ‘Tests have 
shown and continue to show that the eye 
records 87 percent of all the impressions re- 
ceived by the mind; the ear, but 7 percent. 
This is not to state that the only form of ad- 
vertising to use is the local newspaper, but 
rather that the newspaper is the primary 
form and should receive the first considera- 
tion. Other forms should be used as auxil- 
iary advertising. 

Intelligent application of the four tools of 
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merchandising is essential to success. This 
is particularly true of the tool, personal sell- 
ing. One of the greatest sources of leads, 
frequently overlooked, is the ledger. The 
people you sold ten years ago, not only are 
prospects, but will be glad to see you if you 
make a service call. Of course the house 
you built for them ten years ago is in per- 
fectly sound condition, but in the past ten 
years there have been many developments in 
the building industry, and it is these modern 
conveniences which you know they will want 
that brings you there. The cost of incorpo- 
rating these into the home is small. Appeal 
to their pride in ownership, to their desire 
for comfort. 

Another source of leads are the jobs you 
didn’t get which were sold on a price basis. 
Find out what was left out on the price job. 
One dealer discovered a large price develop- 
ment which was not being insulated. He 
went to work and up-to-date has sold 60 in- 
sulation jobs. 

Publicity, which is free advertising, is 
necessary. But you must know what it is 
and how to get it legitimately. Publicity 
must be news of interest to the general 
reader. Figures showing an upturn in busi- 
ness; the fact that you are hiring more men 
than ever before, are considered news. Talk 
before groups of women’s clubs and 
other organizations, have a newspaper man 
and possibly a cameraman cover the meet- 
ings. 

The line between publicity and promotion 
is sometimes hard to find, but an example of 
live promotion that will gain newspaper pub- 
licity today is connected with spring clean- 
ing and your paint department. Go to the 


Red Cross, tell them that you want to do- 
nate a percentage of all your paint sales 
made in April. They will not only help you 
make sales by sending customers your way, 
their activities will bring you publicity in 
the local newspaper. Another means of 
promotion is to establish a “House Refer- 
ence Library.” Gather every magazine that 
deals with building and remodeling homes 
into your library at the office, add some 
books on the subject, provide a room to 
which people can come and look up ideas. 





New Sales Helps Included in 
Woodwork Sales Program 


The largest advertising campaign since 
1929 is being used this year to promote Cur- 
tis woodwork to consumers and to dealers, 
according to a statement released by Curtis 
Companies, Inc., Clinton, Iowa. New sales 
helps and several new pieces of literature 
are available for dealer use. 

The 1941 portfolio of Curtis advertising 
and sales helps is said to be the most elab- 
orate in the company’s history. It is used 
by Curtis representatives to explain the cur- 
rent promotion efforts. 

Commenting on the new program H. H. 
Hobart, sales manager, made the following 
statement: “1941 marks the 75th anniversary 
of the founding of the Curtis business. I 
can’t help but be impressed by the many 
sales tools we have today which were not 
available in my early days with Curtis.” 

Probably the best known Curtis product 
is the “Silentite” window introduced in 1932. 
It was said to be the first of its kind. 
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HATURAL OAK FLOOR FINISH 


MAROGARY WALKeT MAPLE 


fot WOODWORK 


Exclusive for dealers who want to sell the building 
market! Pen-chrome provides an entirely new and dif- 
ferent type of wood finish for floors, trim and paneling 
in new houses. Dye-Coats in 12 soft, pastel shades to 
harmonize with light, modern wall treatments. (Note 
range and lightness of tones in above photo of actual 
panel display!) A Clear Finish that combines the water- 


FLOORS 


WOOD FINISHES 








OAK 


FURNITURE 








GET 


COMPLETE 
DETAILS 





proofing qualities of the best synthetic resins with the 
soft texture of wax. Produces better looking, easier-to- 
maintain woodwork. Lowers painting costs. Get com- 
plete details today! Write for information on exclusive 
franchise offer, discounts and merchandising program. 
O’BRIEN VARNISH COMPANY 
SOUTH BEND, INDIANA 


MAKERS OF THE FAMOUS O'BRIEN PATENTED THERMOLYZED TUNG OIL PAINTS AND VARNISHES AND SPECIALISTS IN WOOD FINISHES FOR 65 YEARS 
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Here’s What’s New 


New Method of Bedding Glass 
Designed to Be Clean, Efficient 


A new product and process of bedding 
glass with a pliable compound by mechanical 
means has been announced 
by L. A. Macklanburg, 
president of Macklanburg- 
Duncan Co., Oklahoma 
City, Okla. The new com- 
pound is trade-named 


“Spee-D,” has the same Tie 
general characteristics as Compound | 

“Nu-Calk,” a Macklan- |: PAT. No. sen7eob 
burg-Duncan caulking [ PANO. 2031498) ey 
compound, and is made to OTHER paTents 


a consistency which works 
properly in an air gun. A 
special type air gun, also 
named “Spee-D,” has been 
developed by the company 
to accommodate the new 
compound. The method is 
said to effect a saving in labor and assure 
an even, uniform seat around the entire glass. 
Flow of the compound is regulated to leave 
none of it exposed after the glass is dropped 




















into position. The compound comes in a pat- 
ented load tube which fits the “Spee-D” 
gun, thus keeping the gun and work clean 
at all times. Further information is available 
from the manufacturer. 





Dealer Display Available 
Free of Charge 


An 11x14 inch “Plastic Wood” display is 
being offered free of charge by The A. S. 
Boyle Co., Distributors, Jersey City, N. J., 
to help dealers stimulate sales of the product. 
At present “Plastic Wood” is being adver- 
tised extensively to consumers as a product 
with an endless number of uses. It is de- 
signed to repair cracks, nail holes, etc., in 
wood. According to the manufacturer it 
handles like putty and hardens into weather 
resisting, grease resisting wood. It is made 
to adhere to wood, metal, plaster, glass and 
other surfaces, to hold nails and screws, and 
to take sawing, sanding, carving and turning 
in a lathe. 





Book of Cabinets Ready for 
Distribution 


The new Miami Bathroom Cabinet book 
for 1941 reflects modern trends to more 
completely equipped bathrooms. It jpre- 
sents, among other products, two new lines 
of cabinets; one in all stainless-steel and the 
other in “Alumilite’ aluminum. The new 
cabinets are designed to combine beauty, 
durability and non-tarnishing, non-staining 
surfaces, thereby having special appeal in 
sea coast regions. In addition the book 
introduces improved tubular and fluorescent 
lighting fixtures, and fixtures which serve 
the dual capacity of illuminating cabinet 


interiors and acting as bathroom night- 
lights. The 44-page catalog may be had by 
addressing Dept. AL, Miami Cabinet Divi- 
sion The Philip Carey Co., Middletown, O. 


Adds to Its Line of Paints 

Two new paint products have been added 
to the line manufactured by the Boston Var- 
nish Co., [everett Station, Boston, Mass. 
One, “Kyanize Penseal,” is a quick-drying, 
penetrating floor sealer designed for new and 
sanded floors. It is said to dry to a water- 
proof finish and to provide a lasting surface. 

According to the manufacturer the other 
new development, “Cling-Cote,” is a heavy 
bodied flat white which will serve equally 
well as a priming coat, an undercoat or a 








finish coat. The product will stand from 10 
to 20 percent reduction with turpentine. 
Company tests have shown that it drys in 
one hour and becomes hard overnight. 


Free Portfolio Supplies Ideas That 
Sell Homes 


An abundance of material designed to be 
helpful to building material dealers and 
builders is contained in a new pretentious 
portfolio entitled “Ideas That Sell Homes” 
being distributed by Better Homes and 
Gardens, 1716 Locust, Des Moines, Lowa. 

The contents of the portfolio which simu- 
lates in design a handsome leather zipper 
envelope includes 37 booklets and other ad- 
vertising helps. One is the “Bildcost” book 
of 70 home plans. 
Another is a booklet 
entitled “50 Sugges- 
tions for Making a 
Demonstration 
House Pay  Divi- 
dends.” A third is 
the widely known 
“How to Buy a Bet- 
ter Home” booklet. 

In addition the 
portfolio contains 
complete suggestions 
for an inexpensive 
direct mail adver- 
tising campaign as 
well as a_ news- 
paper campaign. Also included are sugges- 
tions for job signs for both the exterior and 
interior of newly built homes. Booklets on 
interior decorating and landscaping the 
home grounds are a part of the portfolio. 

Because of the cost of preparing the unit 
only one copy will be given to a firm o1 
individual. 
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Unit Window Built to Solve 
Sash Problems 


Kactory fitted unit windows are now being 
offered by Carr, Adams & Collier Co., 
Dubuque, Ia., manufacturers of “Bilt-well 
Woodwork.” The new “Superior” window 
units are equipped with a _ cushion-type 








spring weather strip, factory applied, which 
is said to eliminate sticking or rattling 
caused by swelling and shrinking. Both 
upper and lower sash can be installed and 
removed without loosening the weather strip. 
“Superior” windows are counterbalanced 
with overhead built-in spring balances. 
Mass production methods and engineered 
construction makes these units a low cost 
item. The frames are constructed so that 
they may be installed in frame, brick 
veneered or solid masonry walls. [Further 
information is available from the manufac- 
turer. 





Gypsum Lath Hangers Use No 
Nails 

A new type of lath hanger for attaching 
'g-inch gypsum lath to walls without nails 
has recently been introduced by the V-W 
Co., 214 Oak St., Columbus, Ohio. The 
new items are called ‘“Nonail” lath hangers 
and are hung on 34-inch nailing strips. Each 
clip has a down turned ear to hold a lower 
lath in place and an upturned ear to support 
the lath above. 350 hangers are required 
ior 100 square yards of lath. The new clips 
are said to speed the application of lath 
and permit its expansion and contraction 
without buckling. 





Bin Swing Equipment Promotes 
Easy Operation 


[It is said that gravity is put to work in 
the kitchen when flour, vegetable and other 
bins are equipped with “Slidewell” bin 
swings manufactured by the Ritsche Spe- 
cialty Manufacturing Co., St. Cloud, Minn. 
Ease of operation and balance at all degrees 
of fullness are two main features claimed 
lor “Slidewell” bins. The equipment requires 
no taper cut or lost space in back of the bin 
and the recepticals have sides nearly perpen- 
dicular to one another. The bin swing set 
consists of two rollers, to be mounted on 
the frame at the front. Metal tracks to run 
on the rollers are secured to the bottom of 
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the bin. A swing rod is extended from the 
bottom rear of the bin to a high point on 
the cabinet back interior. Drawing the bin 
out tips it simultaneously. By a simple oper- 
ation it may be detached and removed com- 
pletely. 





Literature Describes Water- 
proofing Materials 


Several new pieces of literature have been 
issued by the Ranetite Manufacturing Co., 
1917 S. Broadway, St. Louis, Mo., to pro- 
mote “Ranetite Dampproofer” and “Ranetite 
No. V Transparent Coating.” The former 
material is designed to be applied to wall 
interiors like paint and is said to absorb all 
present moisture and eliminate any further 
condensation on the wall. “No. V_ Trans- 
parent Waterproof Coating” has been pro- 
duced by Ranetite for 25 years but recent 
discoveries are said to have improved its 
performance. This material is made to he 
applied to exterior brick, stone and stucco 
walls and according to the manufacturer it 
seals out all moisture and destroys alkali de- 
posits which often collect on outside wall 
surfaces. The new literature is available 
upon request to the Ranetite company. 


New Display Included With 
Resin Glue 


To facilitate and stimulate the sale of 
“Cascamite” resin glue two new display units 
have been created by the Casein Co. of 
America, Inc., 350 Madison Ave., New 
York, N. Y. Both are designed in the stand- 
ard blue, orange and white “Casco” colors 








and make it possible for dealers to obtain 
and display this new plastic resin glue in a 
variety of “popular” sizes in minimum order 
quantities. Unit No. 1 (illustrated) includes 
fozr 25 cent sizes, two 50 cent sizes and a 
supply of folders, “Mighty Facts on Casca- 
mite” giving directions for gluing. Unit No. 
2 contains twelve 10 cent cans. Each 25 
cent or larger can contains a “Casco” project 
coupon good for a free set of plans to build 
any one of 24 projects. ‘“Cascamite” is a 
dry powder, synthetic resin plastic adhesive. 





New Literature Tells of Moisture 


Detector Savings 

Several new pieces of literature have been 
issued by the Colloid Equipment Co., Inc., 
50 Church Street, New York, N. Y., in 
regard to the Delmhorst Moisture Detector 
manufactured by that company. Some of the 
material contains testimonials as to the 
merits of the moisture detecting equipment 


aie eG Oe @ Be Pi 


NEW BUILDING AGAINST 
SUBTERRANEAN 
TERMITE 
INVASION 


Protection with TECO Termite Shields is 
part of building practice wherever these 
destroying subterranean pests prevail. 


TERMITE 


TEC SHIELDS 


are die-pressed, metal interconnectable 
foundation-capping shields. They give 
complete scientific protection against 
termite damage. TECO Shields designed 
for every structural need are ready. Pre- 
pare for the demand in your vicinity 
with a stock now. 
DEALER SALES AGENCIES OPEN 
Get Details! 


TIMBER ENGINEERING 
COMPANY, INC. 


Dept. KK-3, 1337 Connecticut Ave. 
Washington, D. C. 


Timber Engineering Co., Inc. 
WB Dept. KK-3, 1337 Connecticut Ave. 
\ Washington, D. C. 


\ Please send us complete informa- 
\ tion on TECO Termite Shields and 
\ give us data on sales arrangement. 


INDIVIDUAL 
FIRM - 
STREET 

City 
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RodDevil, 
for QUALITY 


No. 024 





Gq U// TREO DEVIL) 
RED DEVIL PLATED GLASS CUTTERS 
New standard handles on all modern-line models— 
perfect finger rest. Heavily plated—cutters literally 
glide along the rule. Long-life wheel, hard bronze 
axle. Pregreased. Rust proof. 


DIAMOND 
POINT DRIVER 


Automatic. Drives points 
at machine gun speed 
into hardest wood—from 
any angle. Holds clip of 
100 Diamond points. 
Makes glazing easy. 



























DIAMOND POINTS 
Madein %” and 2” lengths, 
100 to a stick. Will not 
corrode. Can be driven in- 
to hardest wood without 
bending. Best made for 
sash, frames or mirrors. 


TRIANGLE POINTS 


Made of pure zinc and zinc 
coated in 6 sizes. Handy 
packages of 2 oz. to 1 Ib. 
with free driving tool. 


WALL SCRAPERS 
PUTTY KNIVES 
WOOD SCRAPERS 


Best in performance be- 
cause they are best in 
quality. 


Send for Catalog 
LANDON P. SMITH, inc. 


IRVINGTON, N. J. 


The Low Cost 
TOXIC-WATER REPELLENT 
PRESERVATIVE 
Positive protection against Rot, Fungi, 
Termites, Excess Moisture, Ete. 


CLEAN - STAINLESS - PAINTABLE 


Thoroughly tested and proved effective. Used 
by many of the Industry's leaders. 


| } Write for technical data, tests, samples, etc. 


 CRE-O-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 


@ The. best 25¢ you'll ever spend. A col- 
lection of 25 Distinctive Small Home 
Designs to increase your 1941 Sales! 


SEND THIS COUPON WITH 25¢/ to—Dept. AL-8, 
Dierks Lumber & Coal Co., Dierks Bidg., Kansas City, Mo. 



















American fiumberman 


and to savings realized through its use. It 
stresses how the device eliminates uncer- 
tainty about the greenness of lumber and 
describes its use for testing plaster damp- 
ness on building jobs. Various heads of re- 
tail lumber concerns are quoted as having 
expressed their satisfaction with the per- 
formance of the device. Delmhorst detectors 
are offered on a ten day free trial basis. 
The literature described and complete in- 
formation are available from the Colloid 
company. 





New Weatherstrip Tacker Built 
For Speed 

A new weatherstrip tacker has recently 

been introduced by The Heller Co., Cleve- 

land, Ohio, makers of tackers, staplers and 

stitchers for many types of fastening opera- 

tions. The new Heller tacker is designed 
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to drive staples through lighter gauges of 
metal with one press of the plunger, thus 
speeding the tacking operation. To promote 
uniformity in the driving of staples the 
tacker has an adjustable “T” gauge in the 
hase. 





Industrial Power Unit Uses 
Famous Engine 

The Turner Power Unit was designed and 
developed by the Turner Manufacturing Co., 
Statesville, N. C., to supply low cost power 
for sawmill and other industrial operations. 
The Turner product uses a Ford V-8 engine 
which will develop up to 95 hp. It is 
equipped with an adjustable governor and a 
foot accelerator by which speed can be regu- 
lated from a remote point. Other features 
include electric starting, oil bath air cleaning, 
16 gallon fuel capacity and replaceable motor 
block sleeves. The unit weighs 1500 pounds. 
Descriptive literature is available from the 
Turner company. 





Offer Two New Ball and Roller 
Bearing Greases 
Introduced recently by the Gulf Oil Corp., 
Gulf Building, Pittsburgh. are two new 
lines of lubricating greases for ball and 
roller bearings. One, Gulf “Anti-Friction” 
grease, is recommended for heavy duty 
service. The other, Gulf “Precision” grease, 
is for lighter duty and higher speeds. Both 
are said to have a high melting point and 
great resistance to oxidation and separation. 
They are available in a wide range of con- 
sistencies for various operating conditions 
or methods of application. A new method 
of compounding recently developed by Gulf 
is credited with the relatively smooth, non- 
fibrous texture of these greases. 
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Weather Vanes Offered to Supply 
Demand 
Three new inexpensive weather vanes 
have been designed and introduced by Milcor 
Steel Co., Milwaukee, Wis., to meet the 
demand for this ever popular item. The 
No. 1 model is 14 inches 
high, screws into a flat 
end-flange and is made 
for mounting on flagpoles 
or a flat surface. No, 2 
weather vane finial, stands 
18 inches, No. 3, (illus- 
trated) 24 inches. Both 
are made for installation 
on ridge or hip ends and can be cut to ac- 
commodate any roof pitch. All Milcor vanes 
are painted with aluminum and equipped 
with steel shafts floating on a ball-bearing 
pivot lubricated with grease. This mounting 
is said to make the vane responsive to the 
slightest breeze. 








Catalog Tells Merits of 
Unit Windows 


A new catalog giving complete informa- 
tion, price lists and dealer discounts on 
“Ienestra” package windows manufactured 
by the Detroit Steel Products Co. is now 
available. Requests for the book should be 
addressed to the company, 2265 E. Grand 
Blvd., Detroit, Mich. The “Fenestra” win- 
dow is a steel casement with redwood casing 
and outside trim, factory fitted and said to 
be free from warping, swelling, shrinkage or 
splintering. According to the manufacturer 
quick installation and trouble free service 
are added features. 





Industrial Tractor Offers Many 
New Features 
Three years of research, designing and 
field tests went into the development of a 
rubber-tired, industrial diesel tractor recently 
introduced by the Caterpillar Tractor Co., 
Peoria, Ill. The new model designated as 
DW-10 has a 90 horsepower six-cylinder 
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diesel engine capable of hauling loads 
greater than 13 tons at 18 mph. There are 
one reverse and five forward speeds and 
the unit is noted for fast pickup. The new 
model has a “high traction” differential 
designed to apply greatly increased torque 
to either driving wheel should the opposite 
wheel start slipping. Foot pedal operated 
hydraulic brakes for each rear wheel per- 
mit short radius turning. A full floating 
seat assembly provides maximum comfort 
for the operator. Hydraulic booster steering, 
electric starting and sealed beam headlamps 
are standard equipment. An 11 cubic yard 
bottom dump wagon has been designed by 
Caterpillar to operate with the tractor. 
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Ruberoid brings you a really great sales leader! 


TIMBERGRAIN 
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“It's the most 
beautiful shingle 


- Check These 


Extraordinary 
No asphalt shingle in building history has received greater | Sa | es Fe a t ures I 8 


or more widespread acclaim than TIMBERGRAIN! 






Reg. 


U.S. 
Pat.Of. 





Wherever this amazing new Ruberoid product has been seen 
—its beauty has proved a sensation! 


And it zs outstandingly beautiful! Timbergrain’s two-tone Rough Rugged Built-up Surfacing 
colorful surfacing is rough and rugged. The extra thick butts 


are further accentuated by deep black built-in shadow lines 
— providing a roof of outstanding character, massiveness 
and beauty. This extra thickness also gives greater strength, 
more weather protection, more safety. 


Time Honored Ruberoid Quality 


Charming Two-Tone Colors 


Deep Black Built-in Shadow Lines 


Remember, Timbergrain is Ruberoid quality through and Ex Thi 
tra Heavy Thick Butts 
through. It must be seen to be appreciated! You'll know 


instantly that here is your next truly great sales leader! Write 


Dept. AL-3 for complete information. The Ruberoid Co., Extra Strength and Weather Protection 


500 Fifth Avenue, New York, N.Y. co a 
Exclusive — Non-Competitive — Profitable 





RU-BER-OID 


ROOFING AND BUILDING PRODUCTS Po eal 
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MANUFAC TVR eER S 
MENOMINEE MICHIGAN. 


YOUR PAINT SALES WILL 


(row this 


wiTH 





Meet the Spring demand for ready- 
mixed paints, enamels, stains, var- 
nishes, ete., with FOY’S. These top- 
quality finishes have unexcelled ad- 
vantages that your customers want. 
therefore. 
easier to sell... and 


They are, 


you realize up to 


67% mark-up on sales 


Details of Foy’s Mer- 
chandising Plan and 
Foy’s Exclusive Fran- 
chise for your terri- 
tory will be mailed 
upon application— 


WRITE NOW! 


THE FOY PAINT CO.. INC. 


Makers of Quality Paints 
for Nearly a Half Century 


CINCINNATI, OHIO 





AND BIRCH 


LOORIN G 


Our’ new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&SIWWwELLAS 


LUMBER COMPANY 
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BROWN DIMENSION CO. | 


~* MANISTIQUE, MICHIGAN 



















WHITE PINE '22te— 


California White 
Also and Sugar Pine 


° Ced 
Fir Wallboard West’ Coast Products 


William Schuette Company 
New York 


Ofice—4i East 42d St. PITTSBURGH, PA. 
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YARD, MILL and OFFICE 


Newsy Notes of Persons and Places 








Harold It. Craig, of Memphis, Tenn., is 
now a member of the sales force of the T. 
KE. Sledge Lumber Co. in Memphis. 

Axel Oxholm, managing director of Pa- 
cific Forest Industries, has been elected 
president of the Tacoma, Wash., Philhar- 
monic Orchestra for the 1941-42 season. 

Fred O. Hodgson, president of the Hodg- 
son Lumber Co., Ltd., Vancouver, B. C., re- 
cently made a week’s visit to Toronto and 
other eastern Canadian points by air. 





Hardware Manufacturer 
Appoints Sales Manager 


l'itcHBURG, Mass., March 4. — The an- 


nouncement of the appointment of Adon H. 
Brownell as general sales manager of the 
Manufacturing Co. 


Hardware 
recently 


Lockwood 
here was 
made by Morris 
Falk, president of 
that concern. 

Mr. Brownell has 
manufactured, sold 
and installed build- 
ers’ hardware for 





A. H. BROWNELL, 
Fitchburg, Mass.; 
Sales Manager 





more than_ thirty 
years. A book of 
which he is author, 
“Taking the Mys- 
tery Out of Build- 
ers’ Hardware,” is 
an authoritative 
source of hardware 
information. 

The new general sales manager has held 
positions with the Russell & Erwin Manu- 
facturing Co., New Britain, Conn., the Fort 
Pitt Hardware Co., Pittsburgh, Pa., The 
George Worthington Co., Cleveland, Ohio, 
the H. D. Taylor Co., Buffalo, N. Y., and 
others. 








Organization of the Interstate Lumber 
Co., with offices at 24 Milk St., Boston, 
Mass., has just been announced jointly by 
John H. Grant, president, and Charles H. 
Bush, treasurer. 

W. H. Fullerton Lumber announces the 
opening of a hardwood lumber & veneer de- 
partment in charge of Walter G. Mitchell. 
This concern is located at 1525 East 53rd 
Street, Chicago. 

Albion Lumber Co., for seven years 
located at 2135 West Twelfth Ave., Van- 
couver, B. C., has moved to 1461 West Fifth 
Ave. They have erected a new building 
and are equipped to handle complete products 
in lumber and millwork. C. S. Wheatley is 
manager of the company. 

Among those who took conspicuous parts 
in the opening of the housing exposition that 


inaugurated the recently completed Exposi- 
tion hall in Tacoma, Wash., were Don Hart- 
man, manager of Lumber Promotion, Ince., 
and Cecil C. Cavanaugh, Cavanaugh Lumber 
Co. : 

Walter J. Ryan, Weyerhaeuser Timber 
Co. engineer, spoke at a meeting of the 
Tacoma, Wash., Engineers’ Club February 
26, showing slides of pictures he has taken 
during recent years, of his company’s opera- 
tions in various parts of the Pacific North- 
west. 

Four Buffalo lumbermen have left in the 
past few days for vacations in Florida: 
Harry L. Abbott and Charles Abbott, of 
the Abbott Lumber Co., Inc.; Oscar L. 
Miller, of the Miller Lumber Co., Inc., and 
Harold B. Gorsline, of the National Lum- 
ber Co. 

Dudley Lawton, a son of William T. 
Lawton, the oldest lumberman in Baltimore, 
Md., who is still active notwithstanding his 
eighty-three or eighty-four years, has be- 
come connected with John Taylor, of 
Catonsville, a suburb of the city. Mr. Law- 
ton is well known in the lumber industry, 
having held positions with various concerns. 

Walter W. Weller, traffic manager of 
Weyerhaeuser Timber Co., chairman of the 
transportation committee of the Chamber of 
Commerce and a former president of the 
Newark Traffic Club, has been named chair- 
man of a committee on transportation and 
communication formed by Newark Chapter, 
\merican Red Cross, in connection with the 
Defense program. 

W. Yale Henry, widely known | Pacific 
Northwest lumberman, sailed from New 
York City Feb. 28 on the steamer Santa 
Lucia for a combined business and pleasure 
trip that will take him to Central America, 
through the Panama Canal and along both 
the west and east coasts of South America. 
He plans to stop in Columbia, Ecuador, 
Peru, Chile and Brazil before returning. He 
is accompanied by his daughter, Miss Edith 
Henry. 

John H. Dinsmore, associated with the 
Botsford Lumber Co., Owatonna, Minn., for 
the past 43 years, and for the past 38 years 
its manager, has retired, being succeeded by 
D. T. Palmer, former assistant manager. At 
the time Mr. Dinsmore became associated 
with the firm in 1897 it was known as the 
Laird-Norton Co. He was a member of the 
Old Timers’ Club of the Northwestern Lum- 
bermen’s Association, and has attended 30 
conventions of that organization. 





Retail Yard Changes 


Mites, Tex.—Roy Rhodes has been 
named manager of the South Texas Lum- 
ber Co. here. Mr. Rhodes has been with 
this company at other yards. 


Wuarton, Tex.—John A. Reding has 
been named manager of the Alamo Lumber 
Co.’s yard at Wharton, succeeding H. H. 
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McDonald. Mr. McDonald has been pro- 
moted to a better position with the same 
company at San Antonio, Tex. 


Hower, Tex.—Foxworth-Galbraith Lum- 
ber Co. announces the appointment of 
Henry Long as manager here. 


Astoria, ILtL.—New manager of the Alex- 
ander Lumber Co. at Astoria is Dwight 
Douglas. He was formerly employed in the 
offices of the same company at Rushville, 
il. 


Tampico, Int.—Irving C. Clay has been 
appointed manager of the Tampico yard of 
the Simpson-Powelson Lumber Co. 


CoLtuMBIA, Mo.—Ben A. Krienke assumed 
his duties as manager of the LaCrosse Lum- 
ber Co.’s branch here recently, succeeding 
Roy Wright, who resigned following his 
election to the office of county assessor. 


TacoMa, WasuH.—Paul Hermanson has 
been named superintendent of the Model 
Lumber Co.’s retail yard in Tacoma, Wash. 
Hermanson has served as superintendent of 
various retail lumber yards in the Pacific 
Northwest for the last 15 years. 


ORTONVILLE, Minn.—H. E. Nicklasson, 
former assistant manager of the Botsford 
Lumber Co. of Watertown, S. D., has been 
named manager of the company’s Ortonville 
yard. Jack Shaw, former assistant manager 
of the Botsford yard at Pipestone, Minn., 
succeeded him at Watertown. 


VERNDALE, Minn.—Walter A. Feisen, 
assistant manager of the Lampert Lumber 
Co, at Ely, Minn., has been appointed man- 
ager of the company’s yard here. His post 
at Ely is being taken by Marvin Nelson of 
Beaver Creek, Minn. 


CLarissA, Mitnn.—Vern Rhine has been 
appointed manager of the Clarissa yard of 
Thompson Yards, Inc. 


YETTER, Iowa.—Joe Stoneking has been 
appointed manager of the Joyce Lumber Co. 
here. Gus Roache, who was his predeces- 
sor, has been transferred to the company’s 
yard at Estherville, Iowa. M. D. Crosson, 
who had been manager of the yard at 
Estherville, has been transferred to Mar- 
shalltown, Iowa. 


SAINT Jo, Tex.—D. Powell is the new 
manager of the Foxworth-Galbraith Lum- 
ber Co. here. 





Lumbermen Return from Trip; 


Occupy Remodeled Office 


BALTIMORE, Mp., March 3.—Toney and 
Dan Schloss, Baltimore Lumber Co., re- 
turned Feb. 23, from journey to the West 
coast on a swing around to the mills there 
looking for stocks suitable for the business 
of the corporation. 

They returned and found the company 
settled in offices formerly occupied by an- 
other lumber company. The offices had 
been entirely renovated and fitted up with 
the first floor laid out in panels and the 
second story paneled in knotty cedar with 
Space above the paneling for the mural that 
will take up the entire strip. 
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Gypsum Company Acquires 
Insulating Concern 


Burrato, N. Y., March 3.—Officials of 
the National Gypsum Co., located here, 
have recently disclosed their intention to 
purchase the General Insulating & Materials 
Co., Alexandria, Ind., thereby entering the 
rock wool field. The General Insulating 
company has plants in Alexandria, Dover, 
N. J., and Dubuque, Iowa. 

“We now have a competitive position in 
all markets except for gypsum on _ the 
Pacific Coast and lime in the Middle West,” 
said Melvin H. Baker, president of the 
National Gypsum Co. “Our program will 
not be complete until those gaps are finally 
closed.” 

National Gypsum made application to the 
Securities and Exchange Commission for 
approval of an issue of 60,000 shares of its 
common stock and not more than 3,500 
shares of preferred to cover the proposed 
acquisition. 





Feight Cars on Order 


Wasuincton, D. C., March 3.—Class I 
railroads on Feb. 1, 1941, had more new 
freight cars on order than on any corre- 
sponding date in the past fifteen years, the 
Association of American Railroads an- 
nounced; total was 41,600, compared with 
35,702 on Jan. 1, 1941, and 34,559 on Feb. 1, 
1940. The Feb. 1 total included 23,751 box, 
15,363 coal, 1,570 refrigerator, 831 flat, 50 


7I 


stock and 35 miscellaneous. New freight 
cars put in service in January totaled 6,525, 
compared with 4,983 in the same month last 
year. New cars leased or otherwise ac- 
quired are not included. 





Hardware Manufacturer Pro- 
ducing Defense Materials 


GRAND Rapips, Micu., March 1.—lIllus- 
trated here are screw machine parts of a type 
used in sensitive control instruments of Army 
tanks. They are from the production line 
of the National Brass Co., manufacturers of 
builders hardware here. 

Each unit must be accurate within a few 





thousandths of an inch, and must be produced 
in great quantity Precision machines and 
skilled workmen are a_ necessity. 

A statement from the company offices how- 
ever makes clear that production on their 
regular builders hardware line will not be 
affected, and deliveries of regular shipments 
will be maintained as at present and until 
defense requirements necessitate a curtail- 
ment by all hardware manufacturing plants. 
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circulates heat; will not 
smoke 


2. warms every corner of the 
room, and even adjoining 
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3. cuts heating costs spring and 
fall 


4. proved all over America 


Se built for lifetime service 


783 E. Brighton Ave. 








HEATILATOR 





Dealers are saying: ‘“‘The Heati- 


lator is our easiest-to-sell specialty.” 


HERE ARE THE REASONS WHY: 


10. priced within reach of all 


Write for latest dealer information 


HEATILATOR COMPANY 


6. gives all the heat needed by 
most homes in mild climates 


7. makes camps usable weeks 
longer 


8. solves the heating problem 
in basement rooms 


9. advertised in national maga- 
zines 


Syracuse, N. Y. 
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Booth -Kelly 
Douglas FIR 


Trade-Winning Lumber 
of Strength, Beauty, 
Adaptability and Dur- 
ability .. . for all Struc- 
tural Uses. 














There are plenty of good, sound, sensible rea- 
sons why dealers, builders and manufacturers 
prefer Booth-Kelly Certified Lumber. The 
quality, starting in the choice timber, carries 
through in all manufacturing processes in the 
Booth-Kelly modern mills. These quality prod- 
ucts, with all their modern refinements and 
niceties, are the kind you like to sell, the kind 
that bring back repeat orders, the kind that 
build good, profitable trade. Remember, 
you're protected in your buying and in your 
selling—by the mark of “20” on the lumber. 
It's Booth-Kelly’s pledge of superior quality. 
The marks of West Coast Lumbermens Assn. 
and National Lumber Mfrs. Assn. guarantee 
right grading. Let us supply you with 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Association Trade-Marked 
_ and Grade-Marked Douglas Fir Lumber. 


cthicltel? 
“LUMBER CO 
SUGENE ORE: 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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What the Associations Are 
Planning and Doing 


North Dakota Dealers Announce 
Convention Program 


arco, N. D., March 3.—Plans for the 
34th annual convention of the North Dakota 
Retail Lumbermen’s Association, which will 
be held in the Fargo City Auditorium on 
March 11-12 in Fargo, have been announced 
by John F. Alsop, secretary. Included in 
the list of speakers are D. L. Montonna, Al- 
lied Building Credits, Inc., who will speak 
on “Consumer Financing in the Lumber 
Yard;” “The Greatest Building Job in 
North Dakota,” will be the subject of an 
address by W. FE. Lillo, Jamestown College; 
Ormie C. Lance, secretary, Northwestern 
Lumbermen’s Association, will discuss the 
topic “Organized for Defense,” and Tom 
Collins, humorist and philosopher, will ad- 
dress the assembly on “Luck, Its Care and 
Feeding.” 

In addition to the above and other speak- 
ers, an extensive social program is planned. 





Tells Appalachian Story at Third 
Eastern Meeting 

Boston, Mass., March 3.—The Appala- 

chian Hardwood Manufacturers (Inc.), with 

headquarters in Cincinnati, Ohio, held the 

third in its series of promotional meetings 

for distributors and users at the Univer- 








sity Club, 
28, similar gatherings having already been 
held in Hartford, Conn., and Providence, 
R. I. At this Boston meeting, the sponsors 


3oston, on Friday evening, Feb. 


were represented by H. E. Everley, man- 
ager of the AHMI research department. 
3y means of graphs, statistics and en- 
larged photographs, he told the story of 
the utilitarian value and beauty of the woods 
produced in the Appalachian area, where 
in 1938 the output reached a total of 613, 
569,000 feet. His group was particularly 
urgent that the practice so long followed by 
many in the New York and Boston markets 
of designating the yellow poplar of Appala- 
chian origin as  whitewood be wholly 
abandoned. This misnomer was in common 
use in the East twenty-five and fifty years 


ago, but has been persistently discouraged 
by the producers, though it occasionally is 
employed in current trade correspondence. 
He traced the passing out of the trade pic- 
ture of the once popular chestnut lumber, 
due to the chestnut blight and sought by 
facts and comparative costs to prove that the 
economic substitute of most appeal was the 
oak from his section. He stressed the point 
that, in the promotional work and research 
by his group, the architects who plan build- 
ings and specify the trim to be used should 
be reached and informed as to the value 
and beauty of hardwood trim, for in the 
last analysis, when used in houses of wood, 
the slogan of the Appalachian producers ap- 
plies “It is only wood that blends with 
wood.” It was nearly midnight when the 
entire company enjoyed a University Club 
buffet luncheon as guests of the sponsors of 
the meeting. 





Attracting the Crowd 


Those of you who saw Tony Sarg’s 
“Venus” in the “Streets of Paris” saw the 
most artistic show of the 1933-34 Chicago 
World’s Fair. Those of you who didn’t, can 
still see the Michigan City, Ind., Abesto 
Manufacturing Co.’s “Girl in the Fishbowl” 
featured as part of their convention displays 
in the Midwest, for it is the same show. 

Carl M. Purcell, who installs the show 
at conventions, checked the 
exhibit attendance at the 
1940 convention held in 
Chicago at the Stevens ho- 
tel. There were 3,000 
“stops” made at that con- 
vention and as there are 
only about 900 dealers in 
Illinois, it is obvious that 
a number of those “stops” 
were made by people who 
came back to see the show. 

“The ‘repeats, states 
Carl Purcell, “are very im- 
portant, for in that way 
you can get better ac- 
quainted with many dealers. 
This show also brings the people out of pri- 
vate rooms into the exhibit hall. Dealers,” 
he reports, “talk about the show all year, 
and, therefore, it provides a year around 
entre for salesman.” 


9» 99 





Lumber Association Official 
Addresses Foresters 


SPRINGFIELD, Mass., March 3.—Present 
regulations which have led officials to suggest 
control can be corrected by the forestry in- 
dustry itself, it was asserted by G. H. Col- 
lingwood, forester for the National Lumber 
Manufacturers’ Association, in addressing the 
annual convention here recently of the Nev 
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England Section, Society of American For- Southeast Missouri Dealers 20 per cent in January, according to the 
> esters. . National Door Manufacturers’ Association, 
7 Besides accomplishing continuous produc- Hay M Plan Meeting — Chicago, Ill. The January volume also ex- 
tion of trees by regulating replacement and a AYTI, rae —s 4—W. l. Nethery, ceeded that of last year’s comparable month 
replanting, Collingwood declared, the great- secretary, Southeast Missouri Retail Lum- by 33 percent, the association announced. 
est needs today are fire and insect control. yp si —— — that at 
In the West, he said, insects are accounting ¥ a “1 foggy “e ¥ a vgs val 7 
for more trees than organized cutting op- pate : pa ne a ” ng igor Emergency Powers to Be Discussed 
eee a ee ee : meeting in Cape Girardeau, Mo., on April 17 : 
med erations. In the rest of the country, he ot the Maneentte Weetd at Southern Traffic Meeting 
br te added, fire is still the greatest hazard. : ide ; Mousa Teun. Mek ste ot 
s MEMPHIS, =NN., Marc 3.—ILThe 2 
lence. D M f } A annual meeting of the Southern Hardwood 
» Pic- oor ars acturers ‘ nnounce Traffic Association will be held at the Ho- 
nber, Denver Association Plans Rise in Production tel Peabody in Memphis on Thursday, 
It by ° ° ; ing a se ‘ cline i »cember April 3, C. A. New, secretary-manz - 
yy Reorganization Follow ing a seasonal decline in December, 1 | New, secretary-manager, an 
it the occasioned by the usual year-end plant nounces. J. V. Norman, general counsel 
s the DENVER, CoLo., March 3.—Plans are under closures for repairs and inventories, the pro- for the association, will explain the changes 
0int way here to reorganize the Denver Retail duction of stock sash, doors and frames rose in the Transportation Act of 1940, recently 
I 3 g I ’ j 
earch Lumber Dealers’ Association, which has not 
yuild- heen in operation for some time. A meeting 
hould of local lumber yard owners was held at the 
value Shirley-Savoy Hotel recently, and the first 
1 the step in that direction was taken. W. C. Bell, 
vood, Seattle, Wash., prominent in organization 8 
Ss ap- activities in the lumber industry, was the 
with chief speaker of the evening. Another imeet- \ 
1 the ing is planned for the near future. 
Club 
rs ot 
Mississippi Selected as Site for 
Fire Control Conference 
Jackson, Miss., March 5.—Selection of 
ee Mississippi as the state for holding “The 
cig Southern States Cooperative Fire Control 
Me nm Conference” during the week of May 26-31, \\ 
ee is announced by Fred B. Merrill, state for- 
; _— ester. Eleven states will participate in the 
ae conference. Detailed plans as to the place 
ow and program will be announced later. 
splays 
v. 
show e e 
d the Coming Conventions , 
t the March 11-12—North Dakota Retail Lum- OF THE LYCTUS BEETLE § 
ld in bermen’s Association, City Auditorium, 
_ Fargo, N. Dak. Annual. | 
is No- March 13-14—Southern Pine Association, $35 000 000 TOLL 
3.000 Roosevelt Hotel, New Orleans, La. An- ’ ’ . 
nual, 
- con- — ane ‘ _— ; 
= os March 12-14—Louisiana Building Mate- Thirty-five million dollars a year—that’s what government 
a rial Dealers’ Association, Roosevelt Ho- entomologists estimate damage from lyctus and other 
s = , Sew Se, Se. Ae “powder post” beetles is costing American lumbermen and 
ae Mar. 14—Meeting of all Southern Pine tele P 8 . 
oe Manufacturers, called by Southern Pine manufacturers of lumber products! 
stops eo. Delenss Commies, Hew Your share of that loss can be cut: 
> who March 20-21—Mississippi Retail Lumber 1. By good housekeeping — Periodic inspection of yards 
show. cok ae ee ee E. Lee Ho- and storehouses—with an extra watchful eye on untreated 
sili ; , . An " eile sauce 2 babe ~ 
state: Mavah 96-39 deeteess Maetweed Seatac. stored lumber is essential. All debris, favorite breeding 
-y im- ers (Inc.), Roosevelt Hotel, New Orleans, spot for insects, must be destroyed. And any infested lum- 
way La. Annual. ber found must be destroyed or chemically treated—the 
4 April 3—Southern Hardwood Traffic Asso- 
Bane ciation, Hotel Peabody, Memphis, Tenn. oldest stock first. 
salers. Annual. Plus... 
a April 3-4—Florida Lumber and Millwork pl ae ; 
yf pri- Association, Angebilt Hotel, Orlando, 2: Treatment with Permasan Permasan, pentachlorphenol 
ulers, Fla. Annual. dissolved in selected solvent oils and applied by brushing, 
year, April 7—Texas Line Yard Retail Dealers’ dipping or pressure treatment, prevents beetle infestation 
round gay Ata Hotel Galvez, Galveston, of seasoned woods and also kills “live worms” in infested 
her ¢.b- tas pent ot 3 ee. Permasan was developed by Monsanto research for 
Texas, Hotel Galvez and Buccaneer, more effective, practical, and economical beetle control. 
Galveston, Tex. Annual. a " —— F 
April 15-17-——American Forestry Associa- Permasan, plus good housekeeping, can cut aa! share 
| tion, Ambassador Hotel, Los Angeles, of the lyctus beetle’s $35,000,000 toll to a minimum! 
Hi Calif. Annual. : att . 1 » ree 
la : : : For information on your specific problems, inquire: 
April 17—Southeast Missouri Retail Lum- rae Bs — ro Sa 
ber Dealers Association, Marquette MONSANTO CHEMICAL ComMPANY, St. Louis, U.S.A. District 
Hotel, Cape Girardeau, Mo. Annual. Offices: New York, Chicago, Boston, Detroit, Charlotte, Birmingham, Los 
resent June 3-4—National- American Wholesale Angeles, San Francisco, Montreal. 
uggest Lumber Association, Mayflower Hotel. 
seas Sik Washington. D.C. Annual. 
y = June 12—National Association of Commis- —~ a Tm A ALT aa aaa A eae 
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passed, and emergency powers conferred on 
the Interstate Commerce Commission by this 
and other legislation. This was enacted un- 
der the accepted need of meeting emergency 
conditions. 

Important rate adjustments and other 
matters vital to the hardwood and cooperage 
industries will be discussed. 





Southern Hardwood Producers 


Announce Program 

Memputs, TENN., March 3.—The part 
that lumber is playing in Defense will be 
told to members of the Southern Hardwood 
Producers, (Inc.), at its New Orleans 
meeting by M. L. Fleishel, president of the 
National Lumber Manufacturers’ Associa- 
tion. The Producers’ convention will be held 
at the Hotel Roosevelt on March 26-27. 

How the Southern Hardwood Defense 
Committee has cooperated in helping meet 
the Defense requirements will be gone into 
thoroughly. What chemical research is do- 
ing with wood fibers for the lumber industry 
will be told by L. I. Livingston of E. I. 
DuPont de Nemours & Co., using a color 
film for graphic picturization. 





Commission Lumber Salesmen to 
Meet in New Orleans 
CLEVELAND, Onto, March 3.—President 
Maurice W. Grundy has called a meeting 
of the executive committee of the National 
Association of Commission Lumber Sales- 
men, Inc., at New Orleans, Wed. 
March 12, this being the day 

SPA convention opens. 
Matters pertaining to the Defense Pro- 
gram and the association’s convention in 

June will be taken up at this meeting. 


night, 
before the 





Sales Buttons Supplied Free 
With Open House Kit 


In connection with National Hardware 
Spring Open House Week Landon P. Smith, 
Inc., makers of “Red Devil” painters’ and 
glaziers’ tools, are offering six attractive, 
sales-stimulating buttons free of charge with 





the official sales kit. The 11-inch buttons 
are produced in four colors ial contain no 
advertising material. 

A special offer of a new “Red Devil” 
transparent handle putty knife, designed to 
sell at 50 cents, to dealers for profitable re- 
sale at 25 cents during Hardware Week was 
enthusiastically accepted by wholesalers who 
bought out the entire stock before Febru- 
ary 1. 

Dealers who do not obtain the regular 
Open House kit but desire to participate 
may obtain a supply of the buttons by writ- 
ing on a business letterhead to Landon P. 
Smith, Inc., Dealers Service Department, 
Irvington, N. J., mentioning this publication. 
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Appalachian Hardwood Sales 
Gain in January 


CINCINNATI, Onto, March 3.—During 
January, Appalachian hardwoods recovered 
ground lost in December. Sales gained 15 
percent over December. There were further 
declines in stocks, both sold and _ unsold, 
while unfilled orders, per band mill unit, 
increased slightly. The monthly barometer 
of the Appalachian Hardwood Manufactur 
ers (Inc.) gives the January performance 
of 65 band mill units. Their production 
in January was 26,302,000 feet, against 25,- 
731,000 feet in December ; sales were 32,083, 
000 feet, against 28,417,000 feet; shipments, 
31,914,000 feet, against 28,854,000 feet. 
Gross stocks, reported by 65 mills in Janu- 
ary against 67 in December, shrank from 
216,984,000 to 211,372,000 feet; and unsold 
stocks, on the same basis, dropped from 
175,604,000 to 170,263,000 feet. Unfilled 
orders at the end of the month stood at 
$1,109,000 feet, equivalent to seven weeks’ 
production at January rate. 





Manufacturer Season Com- 


mon Grade Lumber 


Opessa, N. Y., March 4.—B. J. Cotton 
and H. A. Hanlon, partners, operate one of 
the largest lumber manufacturing plants of 
its kind in New York. The firm has adopted 
a policy of kiln drying common grades as 
well as better grades of lumber. 

Their recently introduced, popular priced 
“Character Brand” oak flooring is being put 
through a seasoning process. Cotton & 
Hanlon manufactures oak, maple, basswood 
and other hardwoods. Total annual cut of 
their combined plants is more than 25 mil- 
lion feet. Ten Moore dry kilns are in opera- 
tion at the plant here. 

In addition Cotton & Hanlon operates a 
roofer plant at Mayo, Va., cutting one mil- 
lion feet of roofers monthly, half of which 
is kiln dried. This policy of drying green 
from the saw gives the company a turnover 
every three or four days, and permits prompt 
shipment of orders. 


To Build House With Cotton 
Fabric Faced Plywood 


Using cotton fabric covered fir plywood 
for all walls and ceilings, The Speedwall 
Co., Seattle, Wash., plans to utilize about 
4500 square feet of the textile in the con- 
struction of a 32x24 foot colonial style cot- 
tage in Washington, D. C. 

“The material must be shipped to Wash- 
ington by March 10,” said I. F. Laucks, 
president of I. F. Laucks, Inc., parent com- 
pany of the Speedwall organization. 

The house is the result of attempts on 
the part of the U. S. Department of Agri- 
culture to find ways to move the giant cot- 
ton surplus. It will be furnished with cot- 
ton goods, and will be on display in Wash- 
ington during April along with other ex 
amples of new applications of cotton. 

“The Cotton House,” said Mr. Laucks, “is 
factory-built and demountable. Following its 
Washington showings, it will be taken on 
a six months tour of principal cities. Cot 
ton is affixed to face of panels by using 
waterproof synthetic resin adhesive to pro- 
vide a base for paint, wallpaper or texture.” 
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Tennessee Dealers Discuss the Part 
Lumbermen Play in Defense Program 


NASHVILLE, TENN., March 3.—The part 
that the retail lumber dealers of America 
are playing in the Defense program, diffi- 
culties under which they are operating he- 
cause of legal restrictions, particularly those 
incorporated in the Wage-Hour Law, were 
explained at length to members of the Ten- 
nessee Lumber Millwork and Supply Deal- 
ers’ Association that met here February 21. 

Joe M. Tucker of Ripley was elected to 
the presidency for 1941; J. Tyree Fain is 
again secretary-treasurer; J. C. McLellan, 
Jr., of Elizabethton was elected vice presi- 
dent for East Tennessee; Fleming W. Smith 
of Nashville, vice president for Middle 
Tennessee; H. N. Moore of Martin, vice 
president for West 
Tennessee, and W. 
M. Myatt, sergeant- 
at-arms. The retir- 
ing president was J. 
red Hathcock. 

A feature of the 
meeting was the ad- 
dress by Don A. 





J. TYREE FAIN, 
Nashville; 
Secretary-Treasurer 





Campbell, secretary- 
treasurer of the Ken- 
tucky Retail Lumber 
Dealers’ Association, 
who asked the deal- 
ers for greater par- 
ticipation in the 
work of the National 
Retail Lumber Dealers’ Association which, 
he said, is doing a great work for the na- 
tion’s retail lumber dealers in connection 
with national legislation and the Defense 
program. 

Excerpts from Mr. Campbell’s talk fol- 
low: “I have told you before of the National 
association’s part in the creation of the FHA, 
and its fight for continuance of Title I, and 
the next time you get FHA new construc- 
tion, or a modernizing job, you can thank 
the National for having helped to create this 
opportunity for you.” 

Speaking on the Wage and Hour Law, he 
stated that the National association has a 
committee on legislation, and has retained 
one of the best firms of attorneys in the 
country on a fee that was paid by State 
associations; has employed Dr. Beckman, 
head of the marketing division of the Uni- 
versity of Ohio, one of the foremost author- 
ities on distribution in the country; it has 
presented briefs in local cases and has re- 
ceived favorable decrees from the Adminis- 
trator because it has gone before him with 
well-conceived arguments. 

“However, at this date we still do not 
know how we stand and we ask you not to 
indulge in wishful thinking. If you have two 
yards and you fill a shortage in one yard 
from an excess supply in the other you have 
made a wholesale transaction,” Campbell be- 
lieves. 

He stated further, if you sell the corner 
drug store a hundred feet of boards for 
shelving, you have made another wholesale 





transaction. He is, however, of the belief 
that where you sell an industry lumber for 
its own use and not for resale that such 
sale will be classified as retail but this ruling 
has not come through yet. 

“Regional Director W. M. Eaves, who is 
situated here in Nashville,’ said Mr. Camp- 
bell, “has been most helpful to us in Ken- 
tucky. He has been fair and agreeable and 
has shown no desire to arbitrarily place us 
under the Act. 

“With all the new impediments to our 
business, the increased wages we're having 
to pay, the adverse propaganda at Washing- 
ton, and the need for finding new markets, 
it behooves us more than ever to look closely 
after our business. We must keep before 
the people in our home towns the age-old 
story of home ownership.” 

Mr. Eaves, the regional director of the 
Wage and Hour Division, explained its 
purposes. He said that the overtime provi- 
sion was designed to spread employment by 
making it more economical to employ addi- 
tional men than by using overtime. He said 
that the service wanted to help the lumber- 
men, and invited them to call on him at any 
time. He stated that so far only two cases 
had been brought up for criminal violation 
of the Act. 

B. W. Horner, State administrator of the 
Federal Housing Act in Tennessee, com- 
mended the organization for promoting the 
FHA program and helping in its administra- 
tion. FHA and the retailers had made 1940 
the best home building year in the history 
of the State, he said. 


“It is gratifying to note that the cost of 
homes built in Tennessee is in the lower 
price range,” he continued, “and that the 
builders are turning to the lower brackets 
where there is a greater need for more 
homes. 

“The 5.5 percent increase in the cost of 
building during 1941 has not been recognized 
by the FHA in its appraisals and can usu- 
ally be taken care of in a ‘quality adjust- 
ment’ where the contractor is known to be 
reliable.” 

Mr. Horner explained Title VI, which he 
said was designed to enable the speculative 
builder to build homes for Defense workers. 
It is now pending in Congress. He advised 
the retail lumbermen to develop the small 
home field, saying that the income of half 
the American families is between $1,000 and 
$3,000 a year and forecast that 1941 would 
be the greatest home-building year in the 
history of America. 

Speaking as a representative of the Re- 
search Institute, B. Frank Fraser urged the 
retailers to take advantage of all sources 
of information in their business. 

W. H. Scales of the National Lumber 
Manufacturers’ Association told the retail- 
ers that Timber Engineering Co. was work- 
ing to help the entire industry and that it 
had developed connectors for small jobs as 
well as for large ones—that it has present 
plans for more than 260 roof truss designs, 
many of which were for small structures. 


IM LOOKING FOR A 
NEW (ITEM THAT 
WILL INCREASE My 
PROFITS THIS YEAR 


THATS EASY...TRY 
WALLRITE / 


ITMADE ME REAL 
MONEY LAST YEAR 





YOU, TOO, CAN MAKE 
REAL MONEY OUT OF 


WALLRITE 


Here's an item that will positively increase your 
sales for 1941—quick turn-over—profitable 
mark-up—satisfied customers. 


Wallrite is popular because it comes in many 
beautiful designs and is made of heavy quality 
paper which protects against cold, dampness, 
dust and heat. 


Wallrite requires no canvas, and anyone can 
apply it easily and quickly. It’s easy to display, 
easy to sell because it provides more home 
beauty for less cost than any item on the 
market. Ask your jobber for the new 1941 
samples. 






DISPLAY RACK FREE! 


This substantial dis- 
play rack shipped free 
with your first order. 


Mo ? tured Exclusive 


Fleming & Sons, Inc.. Dallas, Texas 
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Among Lumbermen’s Clubs 


Lumbermen's Club Has Annual 
Mid-winter Party 


CotumBus, Onto, March 3.—The Lum- 
bermen’s Club of Columbus held their mid- 
winter party recently at Franklin Post No. 
1, Vice president T. D. Bates, of H. H. 
Giesy & Bros. Co., was in charge. Sixty-five 
were in attendance, many of them guests 
and friends of the members. 

\n interesting talk was made by J. I. 
Gregor, of the Davis Plywood Corp., here, 
on the West Coast plywood industry; Mr. 
Gregor just returned from a 30-day visit 
among the plywood mills. Howard M. Pot- 
ter, Potter Lumber & Supply Co., of Worth- 
ington, Ohio, made a fine talk about the 
Northeastern Retail Jumbermen’s Assn. 
convention, which he yvecently addressed in 


New York. 





Memphis Club Formally Protests 
Daylight Saving Time 
Memputs, TENN., March 3.—The Lum- 
bermen’s Club of Memphis has formally 
and unanimously voted its opposition to the 
reestablishment of daylight saving time in 
Memphis. Action came at the meeting 
recently on motion of R. Allen Taylor. 
Mr. Taylor said that daylight saving time 


last summer had led only to confusion, 
missed engagements, and a Memphis time 
schedule that was out of adjustment with 
that of the rest of that region. Ben Sheff- 
ler, vice president, presiding, called for dis- 
cussion and no member had anything to 
say favoring daylight saving time. Mr. 
Sheffler named a committee to convey the 
sentiment of the lumbermen to members of 
the City Commission. 


I. R. Linn, secretary-manager of the 
Southern Hardwood Producers (Inc.), told 
the lumbermen of the promotional progress 


that had been made for southern hardwoods 
in six years of organized effort. 





Birmingham Institute Hears 
Talk on Merchandising 


BikMINGHAM, ALA., March 4.—The psy- 
chology of good salesmanship and merchan- 
dising for profit were discussed by Loyal S. 
Wright, field representative of the Merchan- 
dising Institute of the National Retail Lum- 
her Dealers’ Association in addressing about 
200 members of the Building Material In- 
stitute of Birmingham on Feb. 25. 

The speaker declared that all sales are 
made through the medium of the five senses, 
and added that the good salesman appeals to 
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as many senses as possible, and that is the 
reason the dealer builds an attractive show 
room, landscapes the grounds, etc. 

In the matter of salesmanship and appeal 
to the emotional senses, he said the propri- 
etor should take the lead as “no stream can 
rise above its source.” He said the sale be- 
gins the minute the prospect enters the place 
of business and that one more suggestion 
may make or lose the sale. Emphasizing 
the importance of little things, he pro- 
pounded his axiom that, “Trifles make per- 
fection, but perfection is no trifle.” 





Baltimore Hoo-Hoo Initiates Two 
New Members 


BattimMorE, Mp., March 3.—Hoo-Hoo 
Club No. 100 of this city initiated two new 
kittens at its concatenation held Feb. 24 in 
the Longfellow Hotel. The initiates were 
Irwin Duffy, Dealers’ Warehouse Supply 
Company, Inc., and Mr. McElroy, of the 
Weyerhaeuser Sales Co. 





Lumber Exchange Managing 


Committee Meets 

BaA.LtimMorE, Mp., March 3.—The Manag- 
ing Committee of the Baltimore Lumber 
Exchange, at its monthly meeting held re- 
cently in the Merchants’ Club, disposed of 
business matters, and received the report of 
Secretary Ivan Brent, which showed the er- 
change to be in good shape. 





it PAYS to 
Handle the 


ANGELINA Line 


Virgin Pine and Hardwoods 


The Angelina County Lumber Company has a 54-year 
record of satisfying service to the lumber trade. 
mills of Angelina have the latest and best in dry kiln 
equipment and milling machinery—assurance of top- 
Ample stocks of Short Leaf Pine, 
Oak, Gum, Ash, Cypress, Gum Veneer. . 
Casing, Base, Mouldings, Oak and Maple Flooring, 


“Sudden Service” 


Straight and Mixed Cars 
Phone, Write or Wire 


quality production. 


Oak and Gum Trim, Pickets, Lath. 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 


The 


. Finish, 











ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


KURTH LUMBER MFG CO., Clarksville, Texas ANGELINA HARDWOOD CO., Keltys, Texas 
TROUT CREEK LUMBER CO., Kirbyville, Texas Mills at Ewing, Tex. and Ferriday, La. 
TEXAS OAK FLOORING CO., Dallas, Texas 


PAMUDO PRODUCTS 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 


Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


BALTIMORE, Maryland 
NEWARK, New Jersey. 


PY Vell sro VI UAL U ME lole) Mae MCT 


110 N. Franklin St., Chicago, Il. 
Retail and Industrial Sales 


A. E. BOATRIGHT LUMBER COMPANY, 


111 W. Washington St., Chicago, Ill. 
Railroad and Car Material 





NATIONAL DISTRIBUTION 





WAREHOUSES =i 


For Orderly 
Distribution 
to the Trade 





LOS ANGELES, California 
ST. PAUL, Minnesota 


KANSAS CITY, Kansas 
CHICAGO, Illinois 
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Produced 
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to 


fit your needs 


An aid to your sales promotion 
and credit problems 


An Industry Service—A specialized serv- 
ice published continuously since 1876 for 
lumbermen and those selling the same 
trade. In the vital matters of credits and 
sales promotion there is no more proper, 
effective and accurate source of informa- 
tion than the Lumbermen’s Red & Blue 
Book Service. 


Supplemented Twice Weekly—You don’t 
have to guess when you have this service. 
Twice each week you receive notification of 
hundreds of up-to-the-minute items on new 
concerns, changes in ratings, liquidations, 
fire losses, deaths, changes in ownership 
and other facts that affect credit and sales. 


Special reports—Carefully prepared re- 
ports—containing history, financial infor- 
mation, trade experience digest — sent 
promptly—via air mail if beyond regular 
overnight delivery zone. 


Street addresses — The ‘Lumbermen’s 
Credit Rating Book lists street addresses 
in the larger cities. This function expedites 
your mail deliveries and gives 
youavaluable list for circulariz- 
ing with direct mail campaigns. 





Commercial Laws Digest—You need a 
practical and useful digest of commercial 
laws. The Lumbermen’s Credit Reference 
Book gives you just what you need includ- 
ing the subjects, attachments, chattel mort- 
gages, conditional sales, estates, executions, 
homesteads and other exemptions, bulk sales 
and others. 


A helpful Gazetteer—Each town headed 
with, population, railroads serving, name 
of bank, name of attorney, key to State and 
U.S. Maps. 


Constant revision—Your needs for valu- 
able information are always’ supplied 
through a constant checking and recheck- 
ing of every city, town and village for add- 
ing the names of new firms, eliminating dis- 
continued firms, changing ratings. This 
keeps listings and credit files thoroughly 
up-to-date. 


Try it without obligation—Ascertain at 
first hand how these and other features will 
aid your sales promotion and credit check- 
ing requirements. Use the full services 
for 30 days on Approval. Write 
nearest office for this No Obli- 
gation Approval Plan. 


We solicit wholesale accounts for collection 


Lumbermen’s Credit Association Inc. 


608 S. 


Dearborn Street 


CHICAGO 








78 


ORIGINAL 


ellow Pine 


Grade-Marked Lumber 
offered by 








For 44 years the A. DeWeese Lum- 
ber Company has been serving the 


lumber trade. We _ specialize in 
Mixed Cars of high-grade Dimen- 


sion, Boards, Shed Stock, Finish. 
Quick shipments of top-quality 
lumber. 


A. DEWEESE LUMBER CO. 


PHILADELPHIA, MISSISSIPPI 








( EASTERN KENTUCKY LUMBER | 


& DEVELOPMENT CO., INC. 
ASHLAND, KENTUCKY 


Manufacturers 


Hardwood Lumber, Timbers 
and Railroad Ties 


\ Also Coal, Clay and 20,000 Acres of Land For Sale y, 











a rk 4 
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KANSAS CITY, MO. 


TEXTURE 
QUALITY 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











PERERA ERG, 
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Fir and Yellow Pine pickets 
woven with heavily galvanized 
wire. Painted white or green. 
Very popular for yard and gar- 
den. Write today for circular 
and prices. 


ILLINOIS WIRE & MFG. CO. 


Joliet, Minois 
= »& Lufkin, Tex. =| 
BEBaeee Ss 
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SeaHle, Wash. 


WEST COAST WOODS RAIL This 
market is steady, and prices are relatively 
unchanged. Some uppers, particularly in 
flooring and ceiling, can be bought at 
small concessions. There is every indica- 
tion that prices will hold. Retailers prefer 
to shop around, in the hope that prices 
will drop. The market was stimulated by 
an attempt of the Quartermaster General 
to buy 100,000,000 feet; about 35,000,000 
feet was put on order. Wholesalers, who 
handle the bulk of rail business, were not 
allowed to bid. Some mills were oversold 
and there is not a sufficiently large num- 
ber of big mills to handle so much. Orders 
for inch stuff went to pine mills, and 
those for 2-inch to fir mills. 


INTERCOASTAL—Demand is strong 
and ships are so searce that shipments by 
rail are steadily increasing. Except for 
a slight softening on f.a.s. business, prices 
are the same. 

CALIFORNIA—Ship space is scarce. De- 
spite torrential rains and floods in Cali- 
fornia, the market continues strong. 














SHINGLES—Business is dull but prices 
are unchanged to slightly weaker, par- 
ticularly in No. 1 XXXXX; the industry 
is still oversold on this item, but some 
mills have good supplies. No. 2 XXXXX 
shingles tend to accumulate. The mills 
are negotiating labor demands for in- 
creased pay and shorter hours. 


LOGS—Except for a little softness in 
shingle cedar, the market is unchanged. 
Fir logs move at $13-14, $17-19, and $22-26. 
Peelers bring $28-29 and $38. Shingle logs 
move at $15-17, and lumber logs at $30-32. 
Hemlock is steady at $13. 


Portland, Ore. 


WEST COAST WOODS—With all classes 
of lumber in strong demand, the backlog 
of orders steadily rising, mills operating 
at capacity and weather favorable to full 
time timber cutting, the market in this 
area remains strong. Mill capacity and 
cargo space are the only deterrents to 
further expansion of production. 


INTERCOASTAL—The market is strong. 
Orders are booked about as far ahead as 
the mills care to take them, and demand 
covers practically the entire range of 
grades and sizes. The same applies to 
woodworking plants of any size. 


CALIFORNIA — Demand is strong for 
both water and rail shipment. Ships are 
searce, but rail movement is substantial. 





RAIL—tThe all-rail markets are active. 
3ids are strong and carloadings are large. 
Buying is for delivery as far as two 
months ahead. 

OFFSHORE Foreign activity remains 
limited but Hawaii is taking unusually 
large quantities. 





LOGS—Prices are up about $1 on most 
grades, and inventory shows no increase, 
With mills operating at practically ca- 
pacity. 


Vancouver, B. C. 


BRITISH COLUMBIA MARKETS — To 
avoid congestion at Canada’s maritime 
ports, a large proportion of export lum- 
ber for United Kingdom is being shipped 
by rail to Atlantic ports. The rail move- 
ment this month will exceed all records. 
It is expected that more than 60,000,000 
feet will roll east, some of it for con- 
sumption in eastern Provinces and States, 
but a large percentage for the United 
Kingdom market. As navigation in the 
St. Lawrence is blocked by ice, a tre- 
mendous load will be thrown on Halifax, 
which is already the center of great naval 
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Market News from Na 


activity. Diversion to American seaports 
is relieving this pressure. 

THE LOG MARKET has been strong, 
especially for cedar and Douglas fir. Ab- 
normally mild weather along the coast 
has enabled British Columbia’s major log- 
ging camps to operate without interrup- 
tion. Even in the Queen Charlottes, where 
aircraft spruce is being produced, weather 
has permitted logging throughout the 
winter. 


San Francisco 


LUMBER CHARTERS — Trans-Pacific 
lumber business to Orient continues slack, 
while, for the Australian market, lumber 
continued to offer in fair volume, with 
berth lines trying to boost rates above 
$35, but with no bookings at, or above, 
$35 reported. Intercoastal lines had most 
of their available space devoted to lumber 
shipments at the $16 rate. The proposed 
increase of the lumber rate to $17 as of 
March 1 was suspended until June 29 by 
the Maritime Commission following pro- 
test by National Defense Advisory Com- 
mission. 


CONFERENCE RATES—Protesting the 
Maritime Commission’s suspension of the 
proposed increase in the intercoastal lum- 
ber rate from $16 to $17 as of March 1, 
shipping lines point out that the Confer- 
ence rate on lumber from U. S. Pacific 
Coast to Panama Canal Zone is $18, where- 
as the proposed rate was $17 for a haul 
nearly twice the distance, and, in addi- 
tion, Panama Canal tolls are paid. To 
further show that intercoastal rates are 
well below and considerably out of line 
with other Pacific trades, it was pointed 
out that to the west coast of South Amer- 
ica the range is $19 to $26 per 1000 feet; 
to the west coast of Central America, $24 
under 50,000 feet, $22 between 50,000 and 
100,000 feet, and $20 over 100,000 feet. 
Shipping lines also cited increased oper- 
ating costs as added reason for the pro- 
posed rate increase. A comparison be- 
tween May, 1934, and December, 1948, 
showed wages of crews to have increased 
108 percent; fuel costs, 31 percent; steve- 
doring on the Pacific Coast, 51 percent, 
and stevedoring on the Atlantic coast, 47 
percent. 


COASTWISE MOVEMENT — The Pacific 
Lumber Carriers’ Association reports the 
movement of 96,182,000 feet of lumber dur- 
ing January, 1941, compared with 55,750,- 
000 feet in January, 1940. The January, 
1941, distribution was as follows: 





Feet 
ee: WEARCINOG. 6.06.6. bce cw caw es 17,244,100 
I OR ONEEE oo ere nwinie calor n goa set 370,300 
ee Ee ae te or Pre 406,500 
men TOAFRATR 6.kcice weeescnes 684,500 
BEWCHEOMES 2.0 vcicccccccessewese alert 567,000 
RA II oo ws ose a wicce wo Weems were 67,672,700 
BO ok cc hd ee abcde ne 8,737,500 


MOO WRU aos sscctoraes ole ween wars 499,400 


MOONE iaketetsiush ays, aca) ako aratearerpemnarend 96,182,000 
At the close of February, forty-nine steam 
schooners were reported in service, forty- 
three in coastwise operations, and six off- 
shore. Eighteen schooners were reported 
laid up. 


LUMBER SHIPMENTS—Lumber exports 
of the San Francisco Customs District in 
December, 1940, totaled 4,081 tons, valued 
at $142,791; pencil slats, 282 tons with 
value of $49,525, and 549 tons of box 
shook, $41,482. December lumber ship- 
ments to South America totaled 173 tons; 
pencil slats, 67 tons. 


SHOOK SHIPMENTS — Shipments of 
shook from 34 identical mills in the Pa- 
cific division area during January, 1941, 
totaled 30,234,000 feet, compared with 25.- 
038,000 feet in January, 1940. This repre- 
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ents a January, 1941, increase of 20 per- 
cent over same month last year. 

WATERFRONT LABOR—The Water- 
front Employers recently granted the 
Longshoremen’s Union a wage increase of 
» cents per hour straight time, and 10 
cents an hour overtime, bringing Pacific 
Coast stevedore wages to $1 an hour 
straight time, and $1.50 an hour over- 
time. The increase was granted under 
provisions of the new agreement which 
required a wage review in February. The 
employers declared that “although the 
union has not fulfilled all of its obliga- 
tions upon which the right to a wage in- 
crease is conditioned” they were “glad to 
acknowledge a steady decline in work 
stoppages.” 


LUMBER RECEIPTS—At San Francisco 
from interior points during February, 
1941, totaled 9,640,000 feet, compared with 
11,430,000 feet in January, and 4,840,000 
feet in February 1940. 


Tacoma, Wash. 


WEST COAST WOODS—Business is good 
on all fronts. Prices are strong and gen- 
erally quite firm. There has been a 
steadily growing influx of inquiries. Mill 
inventories for the most part are in good 
condition. There is little labor unrest and 
plants are operating near capacity. Log 
supplies are ample. 


Spokane, Wash. 


INLAND EMPIRE PINES—Government 
purchases continue dominant in the mar- 
ket. Exceptional weather has facilitated 
deliveries and also construction of Gov- 
ernment buildings at the Sunset air field 
west of town. Prices are strong but 
steady. Industrial orders are larger than 
at this time last year. Mill stocks are 
in such shape that requirements are diffi- 
cult to meet. All indications point to an 
early spring, with weather that should 
put new air dried stock on the market a 
full month sooner than usual. 


Minneapolis, Minn. 


NORTHERN PINE Demand has _ in- 
creased appreciably. While supply of 
some items is meager it is believed that 
assortments will be sufficient to fill orders 
until material now being seasoned is 
ready. Common grades show a tendency 
to advance. 


NORTHERN WHITE CEDAR—Inquiries 
are increasing, and retailers have begun 
placing orders. With winter output small, 
some sizes of posts and poles will be in 
short supply. Prices are firmer. 





MILLWORK—Estimate work is increas- 
ing and is being followed by a good ratio 
of sales. Mississippi Valley factories are 
being put into shape for increased ac- 
tivity. Prices are firm, with advances here 
and there. 


Houston, Tex. 


SOUTHERN PINE—The market con- 
tinues very strong, with retail yards buy- 
ing heavily, and recent Government pur- 
chases for future delivery having their 
effect. Stocks particularly of No. 2 lumber 
are very small and many items of No. 1 
dimension are scarce. All upper grades 
are moving freely, with 1x6- and 1x8-inch 
C and B&better very scarce. Railroads 
are inquiring for more grain doors, and 
indications are that No. 3 lumber will be 
completely absorbed. Very little lumber 
is being exported. 


HARDWOOD—Stocks remain very 
Scarce. Flooring oak is hard to find, with 
Prices firm, but there has been a slight 
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tion’s Lumber Centers 


weakness in oak flooring. <All items of 
gum, and white and red oak are difficult 
to locate in quantity. 

SHINGLES AND LATH—Shingles con- 
tinue firm, with sales volume fair, and 
some mills out of the market. Pine lath 
are rather weak. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—Demand 
has declined perhaps 15 percent in the last 
two weeks, but prices have remained firm. 
Buying is scattered, and covers a wide 
variety of items, with sap gum in great- 
est demand. Supply of all species is ade- 
quate, and the weather has permitted 
continued woods operations. Flooring oak 
has softened slightly, due to the tem- 
porary absence from the market of one 
of the largest oak flooring manufacturers. 

OAK FLOORING—Buying has stepped 
up to a remarkable degree; sales volume 
last week was the greatest for any simi- 
lar period since last November. Shipments 
are starting to increase, too. Prices are 
stiffening, manufacturers demanding list. 
Oak flooring stocks are adequate but not 
excessive. 


Birmingham, Ala. 


SOUTHERN PINE—Yards came _ back 
into the market last week, buying for im- 
mediate needs. The market level remained 
about the same. Prices are $2 to $3 under 
the recent peak. Considerable mill pro- 
duction is going to fill Government orders 
for Army camps or housing projects. In- 
dustrials are buying in moderate quan- 
tities. The greatest weakness was shown 
in No. 2 common and dimension, with 
small mills leading in the price cutting. 
Upper grades have about held their level. 


Kansas City, Mo. 


SOUTHWESTERN MARKET — Trade 
continued at a brisk pace in February. 
Government purchases still constituted a 
big factor in the business. Retailers, par- 
ticularly in rural sections, have been aug- 
menting their stocks because of the 
marked improvement in the livestock and 
crop outlook. Shortages in a number of 
items were reported, and mills were oper- 
ating at capacity in order to fill the back- 
logs. Bookings have not been as heavy 
in recent weeks as they were before the 
turn of the year. Prices were mostly 
steady to lower and some concessions 
have been made on surplus items. Small 
mills have been willing to reduce price 
lists somewhat, but the big operators have 
not budged from their recent advances. 
Rains and snows have checked produc- 
tion. Shipments were delayed because 
also of small mill stocks of dry lumber. 
Kilns operated at capacity. 

SOUTHERN PINE—The market is firm. 
Production has been curtailed by wet 
weather, and some mills have been forced 
to shut down, especially those in the inte- 
rior. Stocks are badly broken and it is 
dificult to obtain prompt shipments. 
Mixed-car orders are not accepted by some 
mills, because of their inability to fill 
them. All dry common, 1- and 2-inch,.is 
searce. Some boards have been reduced 
$2 to $3 by smaller mills, and dimension 
has been lowered as much as $2 since 
Feb. 1. Stocks of uppers are scarce but 
most mills can take care of normal re- 
quirements. 

WESTERN PINE—Mill stocks continue 
badly broken, and about the only items 
available in straight cars are selects, C 
grade of which has been reduced as much 
as $3. Prices of No. 3 boards are off as 
much as $1 from the level of a month ago. 
It is reported that shop and better grades 
have been sold in advance of production 


(Continued on Page 90) 
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ERGUSON 


Shortleaf PINE 
Southern Hardwoods 


Continuous service to dealers and in- 
dustrial buyers since 1893! That’s the 
Ferguson record. Today this famous 
lumber line is more popular than ever. 
When you order from Ferguson you 
draw on the resources of 19 mills. Mod- 
ern mills, with new-day machines, pro- 
ducing finest quality lumber. Let Fer- 
guson supply your needs in Yellow 
Pine, Hardwoods, Cypress, West Coast 
Products, Treated Lumber, Hardwood 
Flooring, Cedar Closet Lining, Ply- 
wood, Grain Doors, Veneers, Shingles. 
We invite your inquiries and orders. 
Write, ’phone or wire. Why not today? 


W. T. FERGUSON 
LUMBER CO. *‘ me.” 
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MONTGOMERY, ALABAMA 


MANUFACTURERS 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- 
hzlf by Six Poplar Bevel Siding, Mouldings 























CHAPMAN & DEWEY 
LUMBER CO. 


* MEMPHIS, TENN. * 


Manufacturers of “C & D” Brand 


OAK FLOORING and 
HARDWOOD LUMBER 


FROM FAMOUS ST. FRANCIS BASIN 
Wire for quotations 
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WESTERN RETAILERS ANNUAL 


(Continued from Page 53) 

and one-half of this goes to the radio, the 
other half to newspapers. His radio pro- 
gram is given on Sunday, with no advertis- 
ing, and during the week his newspaper ad- 
vertising is used to bolster the radio pro- 
gram and do a specific job of selling. 

There was considerable interest in having 
men in other lines of business give sales 
talks to employees. 


No. 2—Laws, Regulations, Building 
Finance 

Of Group No. 2, Earl A. Clute, of the 
Clute-Polleys Lumber Co., Missoula, Mont., 
was chairman. Its subject was Governmental 
Regulations, Yard and Building Finance, 
Legal Problems. Discussion topics were 
wages and hours, special privilege legisla- 
tion, lien law protection, fair trade and un- 
fair practices law, contractual liability in 
dispersing mortgage funds, and _ interest 
charges on old accounts. 

On the first topic, Chairman Clute called 
on Clem Gamble, who is a member of the 
National Retail Lumber Dealers’ Association 
committee on the subject of wages and hours. 
So far this committee, made up from rep- 
resentatives from all over the country, has 
had two meetings and has taken what steps 
it could to get an interpretation of this law. 
The first problem is classification for retail 
and wholesale business. 

Special privilege legislation and bills being 
offered before legislatures in the various 


States were discussed by the association’s 
legal counsel, Mr. Torbenson. There have 
been attempts to license electricians, plumb- 
ers, painters, architects etc. A dealer may 
wake up some day and find that he can’t sell 
a board without crediting some contractor 
with a special discount. 

Chairman Clute stated that the lien law 
in Montana is inadequate. However, it was 
the consensus that it would be safer to get 
along with an inadequate lien law than to 
open the subject in the State legislature. 

Walter Howard, manager of the Montana 
Retailers Association, discussed this subject, 
bringing up particularly contractor’s liability 
in dispersing mortgage funds. Mr. Howard, 
as head of the Montana association, handles 
the FHA mortgages for member dealers. He 
laid down two sound principles. Before 
FHA application is made, dealer should see 
that there is ample money to complete the 
job. He should see that the down pay- 
ment is made first, and that is the first 
money that goes into the job. It developed 
that most dealers add interest on past due 
accounts, but they have no uniform practices. 


No. 3—Yard Management 

Of Group No. 3, chairman was Windsor 
J. Lloyd, Lloyd Lumber Co., Nampa, Idaho. 
General subjects—Yard Management, Yard 
Analysis, Accounting. Topics discussed in- 
cluded safe ratio of accounts receivable to 
current month’s sales, transferring open ac- 
counts to time, installment or secured ac- 
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Pine Plume Lumber Company 


PINE 





Serving the lumber trade since 1899. 


Plants at Goodwater, Ala. 
Notasulga, Ala. 
Ozark, Ala. 


201-206 May Bidg., Montgomery, Ala. 


cypress HARDWOODS 


AIR- DRIED or KILN - DRIED 





SPECIALIZING IN KILN-DRIED POPLAR 


Solid or Mixed Cars of Pine, Hardwoods, Oak Flooring. 


Complete Planing Mill facili- 
ties. Modern Fan-type Cross- 
Circulating Dry Kilns. 
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R-B ROLL-OFF BED rour-rower tre 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U.S. i 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


A. and to foreign countries under agreement 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better, give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


Guinotte and 
Euclid Ave. 





‘y THE R-B COMPANY 


Kansas City, Mo. 
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counts, cost of handling finish as against 
common lumber, importance of turnover, 
quoting jobs “per M” or lump sum, sales- 
men on commission basis. 


Group 4—Merchandising and Allied 
Subjects 


Chairman was C. W. Johnson, Johnson 
Lumber & Fuel Company, Bremerton, Wash., 
who introduced the subject, “Controlled 
Selling,” also referred to at other times 
during the convention as “packaged selling” 
or “unit selling.” 

Dale W. James, Nevada Lumber Co., 
Reno, Nev., declared his firm had recently 
started controlled selling and that the big 
gain comes from the sale of more products 
and the lessening of competition. 

J. W. Mack, Building Materials, Kelso, 
Wash., discussed the dealer’s responsibilities. 

Ralph Howard, Big Basin Lumber Co., 
Klamath Falls, Ore., said: “Last year we 
sold a number of controlled jobs.” 

M. Kleiner, Model Lumber Co., Tacoma, 
Wash., declared: “Control the plan service, 
and the rest will follow. We make out a 
complete breakdown sheet listing some 
twenty items. The dealer adds 5 to 10 per- 
cent for services and visits the job twice 
a week. The customer gets 100 percent 
value in lumber, which he didn’t get before.” 

Jack Burpee, manager Columbia Valley 
Lumber Co., Ferndale, Wash., said: “We 
charge $30 for house plans. Don’t let owner 
go to the architect. Control of the plans is 
vital to control of the jobs.” 


Discuss Present FHA Set-up 


Fred Robinson, Grogan-Robinson Lumber 
Co., Great Falls, Mont., president of the 
association, commented: “We haven’t used 
Title 3 at all; it gets so close to Title 2, 
we use it instead. We think the FHA is 
not so keen to handle Title 3.” Walter J. 
Howard, Montana Retail Lumbermen’s As- 
sociation, declared that as Title 3 stands 
today it is absolutely useless. 

Probably the longest and most extensive 
experience in controlled selling was pre- 
sented by G. E. Churchill, manager Colum- 
bia Lumber Co., Seattle. Said Mr. 
Churchill: “For the past three years we 
have been in controlled selling, both new 
homes and remodeling. Last year we com- 
pleted 75 homes and the number now is in 
excess of 80. Though this has been a trying 
period, I am sold on it. It will surprise you 
how many independent contractors will stick 
with you.” 

New Government and college literature 
helpful to the lumber retailer were explained 
and exhibited by Prof. L. J. Smith of Wash- 
ington State College. A small scale model 
of a new electrically heated pig brooder and 
a similar one for lambing were displayed. 

Henry Farrington, representative of Johns- 


Manville, complimented the retailers on 
taking up controlled selling. 
Fred W. Parker, Coast Lumber Co., 


Boise, Idaho, discussed its controlled selling 
of thirty houses. In ninety percent of cases, 
the builder gets a better house than any con- 
tractor working alone could build, Mr. Par- 
ker averred. 

Chairman Johnson took a few minutes to 
tell of the tremendous building boom in his 
home town, Bremerton, Wash., where 
great expansion of naval facilities is being 
undertaken. 
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“We 
ong KIMSUL-insulated. The builder of this home, Robert Roach, Philadelphia, Pa., 
ans 1S has used KIMSUL to insulate “Cape Cod, Pennsylvania and Dutch Colonial 
houses where it has made the problem of slope and rafter work easy... 
KIMSUL is a flexible blanket of definite and consistent insulation value.” 
umber THE FIRST INCH OF INSULATION DOES 
- used THE MOST WORK 
" me @ KIMSUL* sales are climbing higher and higher. An ever-increasing Heat Loss Stopped in Walls 
£ 1S . 
ter J. number of architects, builders, contractors, and home owners are .. ta a oe ae 
s = learning how KIMSUL turns any street into a “Comfort Street’’. stopped with insulation. 
stands : ; P 
They're pre-sold on KIMSUL. And alert dealers are cashing in _ Heat loss stopped by Standard 
: . ’ : ‘ (Approx. 1 in. thick) KIMSUL. 
ensive handsomely because KIMSUL is an exceedingly profitable insulation ; 
- pre- ww hendis d deli h b ‘all KIMSUL is available in three thicknesses: Commer- 
a to nandie. torage, an ing an e ivery Cc arges are subDstantia y cial (nominally % in. thick), Standard (nominally 
Mr. reduced when you stock KIMSUL. lin.),and Double Thick (nominally 2 in.). Stand- 
rs we : -S , ard KIMSUL stops the greatest proportion of heat 
om KIMSUL meets all the requirements for a top-quality insulation. losses in winter and of heat infiltration in summer. 
/ com- It is efficient, lasting, non-burning, moisture-resistant, non-settling, In a normal frame wall, Standard KIMSUL 
is in d kabl . ll. Wh “3 - KIMS stops 54% of the heat which would normally be 
trying and remarkably easy to install. erever iC 1S tried Out, UL lost through an uninsulated wall. Double Thick 
se you wins the enthusiasm of users. KIMSUL is going forward at a rapid KIMSUL stops 65% of the heat loss. Wall-thick 
| stick pace and the dealers who are getting behind KIMSUL now will TT 
ina The first inch of insulation does the most work. 
rature profit to the utmost. The KIMSUL franchise is valuable. Tolding dhe mendes bene meguese enna wells 
lained : : as 100%, it is readily calculated that Standard 
Wash- Investigate the KIMSUL money-making deal. Send coupon for enti nein 0b ak a Ges Gia tk ants Oe 
model complete information. No obligation. * Reg. U. S.and Can. Pat. Off stopped with any insulation. 
or and 
ved. 
Johns- KIMSUL National Advertising Features ‘‘Comfort Street’’ —_coine 10 NEW YoRK? We invite you to see KIMSUL at the 
rs) oon h ili M hi Architects’ Permanent Exhibit, Architects’ Samples Corpor- 
More than 4 Million Messages Monthly ation, Park Avenue and Fortieth Street. 
Y io -—---—---_--_------ 
selling MERICAN BUILDER KIMBERLY-CLARK CORPORATION 
cases, [Sk Bin Noanes F . ea (Building Insulation Division) 
y con- a tenths oS FF a eats Established 1872 Neenah, Wisconsin 
Par- * = i ev “ pe =— ——— : : O Please send a representative AL-3 
ris ov — Te e | 0 Please send free book, ‘““The Way to Comfort Street” 
tes to SA : | : as . ® E Vt 
in his : os ’ Sc. cat > a, ‘ Ww : f ‘O Cll ne 5 ah tet rt 4 rs A, ee al 
where Sac arose A me i: A : a a; Us 
being Here’s the powerful selling support behind every KIMSUL dealer. KIMSUL advertising SNe est since an 
completely blankets the insulation market—is paving ““Comfort Street’”’ with profits for | 
KIMSUL dealers. You can make this advertising your advertising. Cash in now. , Meena eee eee 
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wood Co. changed name to Hyde Lumber (Cy 
Inc. 


WASHINGTON. Auburn, Moxee, Naches, 
Prosser, Puyallup, Renton, Selah, Sumner, Top- 
penish and Wapato—John Dower Lumber (Co. 


at the foregoing places sold to the retail sales 
division of the White River Lumber Co., with 
headquarters in Pasco, Wash. | 

CANADA. ONTARIO. Niagara Falls—Reid 














: Bros. Lumber Co. succeeded by Beaver Lumber 
Fixture Co., succeeded by Kaaz Woodwork Co., ‘ “i os ‘item: % ri atte : 
New Ventures ey Co., with headquarters in Winnipeg. ( 
Scott City—Cretcher Lumber Co. succeeded e \ 
NEBRASKA. Elk Creek—The Johnson Lum by Stroup Lumber Co. Casualties i 
ber & Supply Co. of Johnson will establish a KENTUCKY. Cynthiana—Cynthiana Lumber 
branch yard here. Co. changed name to Owsley Lumber Co. INDIANA. Paoli—Indiana Handle Co. plant . 
OKLAHOMA. Cushing—The Wood Lumber Murray Walter D. Sykes succeeded by Sykes destroyed by fire, with loss of about $10,000 I 
Co. has opened a yard at 408 North Cleveland Bros, and $2,000 insurance. Both plant and dry 
with Russell McConkey as manager. Shelbyville—Rogers-Hower Lumber Co., Inc., kiln will be rebuilt at once. : | 
OREGON.  Marshtield—Pacific Fir Lumber succeeded by Hower Lumber Co. MISSISSIPPI. Clarksdale —Virden Lumber 
Co. has been organized by V. A. Dimmick and LOUISIANA. Jennings—F. TT. Griffith suc- Co. yards swept by fire, destroying approxi- 
A. O. Walker, who have leased the old Water- ceeded by Griflith Lumber Co. mately 1,000,000 feet of timber, trucks and 
ford Lumber Co. mill site and plan to reopen MARYLAND. saltimore — Duker - Asendorf supplies; the office was saved. Loss estimated 
the planer. Box Co, plant and other property sold to H. at $40,000, largely covered by insurance. 
PENNSYLVANIA. Du BRois—Soult Lumber PD. Dreyer & Co., Ine., who will continue op- OHIO. Niles—Niles Lumber Co. planing mill 
Co., of Clearfield, is opening a yard here, han- erations. destroyed by fire; other buildings and contents 
dling — — building supplies and special- MICHIGAN. Benton Harbor—Dachel-Carter saved. 
izing In millwork, Boat Co. succeeded by Dachel-Carter Shipbuild- N ill a 
; ing Corp. ew Mills and Equipment 
Ch Iron Mountain and Iron River—Peoples Sup- 
Business anges ply Co. operated now as Iron County Land & ARKANSAS. Brinkley—Brinkley Stave Co. 
Timber Co. is constructing a plant here 
ALABAMA. Land—Nettles Lumber Co. suc- ai i —- teaser Wabee ‘ | 
satin toe Manbians hiede Eamaice the. MINNESOTA. Winthrop—Fullerton Lumber : Mountain _ View Grover _Bates has_ added | 
: Co. yard here purchased by The Henry Simons sawmill equipment to his dimension mill, and 
ARKANSAS. Mountain View Hinkle & te wattage i . : also has had a dry kiln installed. He plans 
“ Lumber Co. : 
Dearien succeeded by Hinkle Bros. to install a planer soon. 1 
rel . > > « » Ye s* ; = - > ai — , > > . - 
CALIFORNIA. Sacramento—Phillips Lumber gg ~ ee ae eames _ Ben NEW YORK. Livingston Manor—Cumberland ) 
Co, succeeded by Atkinson-Bell Co. Len - ¢ ee a »» senson Lumber Co. will locate a sawmill here. 
4 er oO. , , 
COLORADO. Denver—Newton Lumber Co : “ae : CANADA. BRITISH COLUMBIA. Port | 
here succeeded by J. C. Pritehard. OHIO, Lowellville—Union Lumber Co. here Haney—The Pacific Shingle Co., of Coquitlam, | 
Holly—Brown Lumber Co. succeeded by Fos- succeeded by Preston-Polley, Inc. B. C., has bought a limit of virgin cedar on 
ter Lumber Co. OKLAHOMA. Cloudy—J. O. Musgrove suc- the Indian River, with a stand of approxi- 
GEORGIA. Eatonton—Carpenter Lumber Co. ceeded by Jess Musgrove and business moved mately 100 million feet of timber, and_ has 
succeeded by Ingram «& Le Grand Lumber Co. to Antlers, Okla. =— construction of a six-machine shingle 
Sandersville—T. I. Harrison Lumber Co. suc- Pawhuska—Benson Bros. Lumber Co. sold to mii, e 
ceeded by Harrison Lumber Co. Benson Lumber Co. Incorporations 
ILLINOIS. Chicago — California Furniture OREGON. Astoria—Brewer Billie Lumber 
Manufac "ers succeede b »j er Me fac- . sWeCeede , ; are ao) - . 
f ur uf — om mee - a a I ion ol nut r¢ Co. succeeded by Builde rs Supply Co. CALIFORNIA. Los Angeles—Port Orford 
turing Co., 1102 South California Avenue. Blue River and Springfield—Holloway Lum- Lumber Co., Inc.: directors are I. F. Hunt, ©. 
INDIANA. Jeffersonville—Public Supply Co ber Co. succeeded by Holloway & Crabb Lum- Baker, F. Nielsen and E. Wyman, all of Los 1 
succeeded by Builders Supply Co., Ine. ber Co. Angeles. 
er —T a ix s mber > . s ‘eeciec “ ‘ é —Coas 3aske yr V > 5 Cc le suc- : vAT CY “TY? 7 : . ‘ 
Luc ne True Hixon ; Lu r Co ucceeded Fort! ind : soast b asket & eree! oOo. suc CONNECTICUT. New Britain—The Hard- 
yy Von Tobel Lumber Co. ceeded by Coast Veneer Co. i - : : 
po 4 ‘7 nGenledys ie . porn : ware City Woodworkers, Inc.; officers are Axel 
IOWA. Curlew—Royal Lumber Co. here suc- Tiller—J-G Sugar Pine Co. succeeded by ’. Gustafson, president-treasurer; Daniel E. 
eeded by Ausland Lumber Co. Southern Oregon Sugar Pine Co. 


Emery, vice president, and Julius Windisch, 
KANSAS. Leavenworth—Kaaz Woodwork «& TENNESSEE. Memphis—Moyer-Shafer Hard- secretary. 


FLORIDA. Jacksonville—D. & M. Lumber 
Co.; H. W. Boniski, L. B. Pert and H. Alder- 
man, directors. 


INDIANA. Mulberry—J. Frank Smith Lum- 
ber Co. 


MAINE. Portland—Campbell Wood Products 
Co.; $50,000. To deal in lumber products. 
MASSACHUSETTS. Boston—Interstate Lum- 
ber Co., 24 Milk Street; to conduct a wholesale 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA lumber business. John H. Grant is president 


and Charles H. Bush is treasurer. 


Boston—Marbach Lumber Co., 11 Beacon 
MANUFACTURERS and 


~ Street, incorporated by Joseph Marbach, Joseph 

WHOLESALERS of e OW ine all ar woo LS Freundlich and Goldie Stromer. 
MISSISSIPPI. Bay St. Louis—Black Creek 
Lumber Co. incorporated by James L. Crump, 
° Reginald Green and W. J. Gex, Jr.; to engage 

Timbers, Rough and Dressed, up to 18x 30-40 . . . Plank ZN in a general sawmill business. 
* . . . ° — j \ VIRGINIA. Pulaski—The Franklin Mason 
. Dimension ... Boards... Flooring .. . Kiln-Dried Finish 


Supply Co., Ine.; $50,000. To deal in construc- 
tion materials. 

Ceiling . . . Siding . . . Railroad and Car Material. 

Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 











Retail Sales Campaign Based 
on Treated Lumber 


Featured service in the spring selling cam- 
paign of A. Roberson & Son, millwork 

















y . LE TESLIE ; cn, rem a ite inp and retail lumber firm at Binghamton, N. Y., 
: : ii : a ee will be the availability of preservative treat- 
y ' ait ments for lumber of any type or kinds. 
A” 5 wm nil ator The Binghamton firm has installed 
7 ie Ee eta foot dip tank and intends to use it for treat- 


ing siding, ceiling, flooring, doors, sash, 
framing etc. with “Woodlife,” a preservative 
“0+ solution manufactured by the Protection 
Products Manufacturing Co., Kalamazoo, 

Fi 4 8 8=6Mich. 
The treatment is said to be a protection 













ee acer : Bee eas . 

A ” against swelling, shrinking, decay, warping, 
f \ # ag Es ctx checking or grain raising. Paint finishes are 
; Ee Cae " ea a9 XE, er. SL i "th, ee = said to be improved. 
JB be 


The Roberson company expects the treat- 
ment to prevent difficulties with lumber that 
have been caused by climatic conditions. 
They plan to contact contractors and builders 


pest OFFice 6 BOX | 182, "LITTLE ROCK, ARKANSAS in the vicinity with special mailings and 


newspaper advertising. 
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See Need for Close Post-War Organization in 
ao Export Field 








ver Co, 
1 oes SEATTLE, WASH., March 1.—The annual meeting of the Douglas Fir 
” vith ~ e ° ~e = ai e e 
Export Co. was held in its offices here Feb. 27. It is made up of 
Pe 1 a group of the principal water shipping sawmills of Washington and 
sumber . c ri: 
Oregon organized for export trade only. This company has operated 
very successfully, but the export market has dwindled to a fraction of 
its former importance. President L. E. Force says: “Cooperation to 
are meet the new order will be more necessary than ever. There will be 
. an fr . . . 
$10,000 plenty to do after the wars, if our export trade is going to hold its 
a proper place in the post-war reconstruction period.” 
umber The officers and trustees elected for 1941 are: 
igen President and General Manager—L. E. Force. 
eaatad Vice President—M. C. Woodard. 
oe Vice President—W. B. Nettleton. 
; " Chairman of the ». W. Demarest. ; 
ia Secretary and treasurer—W. A, Whitman. — 
_ rrustees—E. W. Demarest, Pacific National Lumber Co., Tacoma, 4 
Wash.; Theo. Dichter, Prouty Lumber & Box Co., Warrenton, Ore.; pili 
it Ernest Dolge, Ernest Dolge (Inc.), Tacoma, Wash.; L. E. Force, —I 
Douglas Fir Export Co., Seattle, Wash.; Geo. T. Gerlinger, Wil- — 
car Oi lamette Valley Lumber Co., Portland, Ore.; E. G. Griggs, II, St. wom 
Paul & Tacoma Lumber Co., Tacoma, Wash.; G. Arch Kingsley, a 
added Kingsley Lumber Co., Portland, Ore.; C. H. Kreienbaum, Simpson y 
ll, and Logging Co., (Reed Mill Division), Shelton, Wash.; E. A. Nelson, —y 
2 plans Washington Veneer Co., Olvmpia, Wash.; W. B. Nettleton, Nettle- me 
ton Lumber Co., Seattle, Wash.; Clyde Walton, Walton Lumber Co., an 
berland Everett, Wash.; C. H. Watzek, Crossett Western Co., Wauna, Ore., ; 
F Cc, L. Wheeler, Pope & Talbot (Inc.), San Francisco, Calif.; W. A. 
P Whitman, West Waterwav Lumber Co., Seattle, Wash.; M. C. Wood- 
Oy ard, Westport Lumber Co., Portland, Ore. F - 
amg Executive Committee—E. W. Demarest, chairman; M. C. Wood- 
pproxi- ard, Geo. T. Gerlinger, Clyde Walton and W. B. Nettleton. 
nd has 
shingle 





Canadians Plan More Intensive Lumber Promotion 











oe loroNTO, Ont., March 3.—The planning committee appointed at the 
of Los recent Canadian Lumbermen’s Association convention to consider more 
— efficient producing and marketing, met Feb. 25 at Royal Ottawa Golf 

re Axel Club. Attending were: 

niel E. ‘ 2 

fndigch, J. G. Fleck, Ottawa, general manager J. R. Booth (Ltd.), S. C. 
Thompson, sales manager International Paper Co., Montreal; E. W. 

Lumber Ross, sales manager Fraser Cos, (Ltd.), Edmonston, N. B.; E. R. 

_ Alder- Bremner, W. C. Edwards & Co. (Ltd.), Ottawa; N. F. Blair, Price 
3ros. (Ltd.), Quebec, Que.; S. J. Staniforth, Staniforth Lumber Co., 

h Lum- Montreal, chairman Canadian Hardwood Bureau; C. E. Smith, gen- 
eral manager J. J. McFadden Lumber Co. (Ltd.), Blind River, and 

roducts chairman White Pine Bureau; D. C. Johnston, National Lumber 

cts. Co, (Ltd.), Toronto, president Lumber & Timber Association of 

a Ontario; also R. G. Cameron, of Cameron & Co., treasurer Canadian 

nglett lant Lumbermen’s Association; and W. J. LeClair, Toronto, acting 
manager Canadian Lumbermen’s Association. 

Beacon 7 : er . 

. j sane lt was decided that a reorganization plan should be proceeded with 
immediately, with W. J. LeClair in charge and to set up Provincial 

phen committees, chairmen of which were appointed as follows: 

) engage NOVA SCOTIA—C. G. Hawkins, president Maritime Lumber 


Bureau, Milford Station. NEW BRUNSWICK—G. P. Burchill, South x 70 / ST; Ll 
Mason Nelson. QUEBEC—J. S. Bock, Montreal. ONTARIO—J. J. McFad- 

onstruc- den, Blind River. E. R. Bremner, Ottawa, was appointed chairman 

of an export committee. D. C. Johnson was appointed chairman 


of a committee to contact the wholesale and retail lumbermen 


A finance committee was appointed, with J. G. Fleck as chair- DOLLARS EASIER 70 BUY 

man; and Messrs. C. E. Smith, chairman White Pine Bureau; S. J. 
Jased Sta iiforth, D. C. Johnston, N. F. Blair, Chairman of the Spruce 
Bureau (still to be formed); E. R. Bremner, representing the whole- 


, gS tig mene and C. G. ae. ONLY ONE UNIT T0 HANDLE 


was decided to form the skeleton of a Spruce Bureau, with office 
ng cam- in Quebee City. N. F. Blair and E. W. Ross, were asked to consult 





. ; Frantz has scored another hardware hit with the NEW 
nillwork with the organizer, and it was suggested that the Maritime Lumber No. 10 overhead door Unit (door and hardware complete). 
, N.Y., Bureau should be approached with a view to affiliation. Simplicity of installation, combined with the advantages of 
e treat- pre-fitting for standard size openings (8’ wide by 7’ high) 
nds. . . . mew, lighter weight construction and pre-boring of 
ed Keep Home Cost Within Reach of Low Income holes for quick hardware fitting, have made it first choice 
yr treat- with those who have installed it. In addition this new 
S, sash, _Los ANGELES, CALIF., March 1.—Said C. W. Pinkerton, secretary Frantz Unit is priced to “Mr. Averageman’s” pocketbook. 
ervative Southern California Retail Lumbermen’s Association, “Progressive Write today for complete information. 

“otection local : 


‘| dealers in building materials have individually made every effort 
aimazoo, to keep retail prices down despite mounting costs. This has been a FRANTZ MANUFACTU RING co. 

simple matter of good business rotec >-building ce ; 
saeail "ip sel of good business, to protect the home building market Dept. 101-C Sterling, Ill. 
otectio oy Keeping the small home of today easy to own and give more house 


warping, tor the money. The confidence of the public has been won by the 
shes are buildi 


Sulding industry on this proposition, and it should not be lost. We 
Nave every reason to believe that the level movement of building 
1e treat- material prices will continue. Meanwhile the building industry's 
ber that services to the consumer are being expanded month by month. Home- 
nditions. financi i 1 


“p neing costs are lower than in 1939 and no higher than in 1940, 
builders There is more ready money for home loans. New types of building 


S . y “y t j é S. N F y S i i § BUILDWARE 
ngs and materials and home equipment and improved methods of construction 


make savings for the family building a home.” 
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Set of Blue Prints and 





Sent to Employees of 
LUMBER DEALERS 


This Free Trial Lesson on “How to Read Blue 
i “and a set of blue print plans,—to 
show you how this 37 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 


C-425 Tech Bldg., 118 E. 26th St., Chicago, Ill. 





GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 1 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade ot 
Cook County and Cook County dealers 













Telephone Randolph 4893 Collection and Mechanics Liens 








Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 











Car Door Lumber Rollers Sectional Board Rates| 














SCRIBNER’S LUMBER & LOG BOOK 


Indispensable for lumber merchants, sawmill men, etc., 190 
pages, vest pocket size, giving tables on scantling and plank 
measure, round timber reduced to square timber and round 
logs reduced to inch measure by Doyle’s Rule, log tally cal- 
culations, and other valuable information. Over 2,500, 


copies sold. 5 0 i 


S. E. FISHER, Publisher 
195 Platt St., Rochester, N. vv" POSTPAID 
<3: RIS 








‘n Boston 


HOTEL KENMORE 


Commonwealth Ave. at Kenmore Square 


@ All Rooms with Tub and Shower 
@ Rates From $3.50 © Dinner Music 
® Write for Historical Map of Boston 


L. E. WITNEY, Managing Director 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., March 3.—Practically 
every mill that is geared to produce coarse 
construction lumber is operating to capacity, 
and in most instances its order files cover 
its output well over into spring. The retail 
yards are picking up all offerings, either of 
western or native lumber, so long as rea- 
sonably promptly delivery can be assured, 
for Defense housing and industrial plant ex- 
pansions continue to call for vast quantities 
that must be delivered promptly. 

There was a falling off in January in 
private home building activity in this State, 
due, it is claimed in informed circles, to ris- 
ing costs as well as to increasing difficulty 
of securing material as wanted, and to the 
scarcity of building workers. Total was 43.4 
percent below that of January 1940. 


WEST COAST WoOODS—Receipts at 
Boston by water in February totaled 6,- 
004,441 feet. This is 622,379 feet short of the 
average in February in the previous ten 
years. 3y reason of the existing short- 
age of ship space, resort to all-rail ship- 
ments increases steadily. The transconti- 
nental movement by rail in 1940 was 
greater than in 1939 by approximately 40 
percent, while the proportion since Jan. 1 
of this year is much greater. It is felt 
that if figures on combined water and 
rail deliveries in this sector were avail- 
able, the total would be well above nor- 
mal. Stocks at wholesale yards and docks 
at all north Atlantic ports on Feb. 1 
reached a total of 134,204,542 feet, and 
compare with approximately 291,000,000 
feet when the first monthly survey was 
made on April 15, 1940. From spot stocks 
on wholesale yards, prices to dealers for 
smaller dimension sizes are close to $1 
over page 18 of West Coast price manual, 
while the 38-inch and larger sizes are at 
$1.50@3 over list. Most sizes of hemlock 
from storage are available at $1 over list. 
Of the February receipts at Boston docks, 
few if any parcels were unsold. Very 
little ship space for loading earlier than 
May 1 is available. Bookings today are 
chiefiy for all-rail movement. 





EASTERN SPRUCE—The mills are lit- 
erally swamped with orders from both the 
industrials and the retail yards as each 
outlet presses for early delivery of needed 
supplies. The yards must provide for the 
early spring consumer demand and, as 
there must be delays in delivery both from 
the West Coast and eastern mills, orders 
for spruce have been booked to cover all 
anticipated production well over into the 
spring. Many river mills are attempting 
to secure an adequate log supply by both 
truck and rail, to Keep the saws going 
until the spring drives come down the 
rivers in May and June. In this tense 
trade situation, the price level for nearly 
all items continues remarkably static, 
with most sizes holding at levels quoted 
in this column two and four weeks ago. 
The continued demand for 1x2- and 38-inch 
bundled furring is so far ahead of avail- 
able supplies that the price moves up $1 
to $38 for the 2-inch, and $39 for 38-inch. 
Most sales of 1x9- and 1x12-inch boards 
show a $1 advance to $46 for the 9-inch, 
and $49 for 12-inch. There have been no 
advances in delivered prices for the small 
dimension sizes of scantling, small timber 
and plank, except that 2x12-inch moves up 
$1 to $49, and the 8x8-inch from $48 to $49. 
Shippers are freely giving priority consid- 
eration to all Defense schedules. 

LATH AND SHINGLES—With the ap- 
proach of spring, lath are moving more 
freely with the standard 1%-inch, deliv- 


ered at Boston rate points, at a range of 
$3.60@$3.85, and the wider size at $4@ 
4.25. There is increased activity also in 
eastern white cedar shingles, and stand- 
ard brands can not be had much below 
$3.95 per square for extras; $3.75 for 
clears; $3 for 2nd clears, and $2.90 for 
clear walls. The latter grade appears to 
be in full supply, as some shippers shade 
this price 10 and even 20 cents. Sales of 
West Coast red cedars are in larger vol- 
ume, and the price gains noted two weeks 
ago are fully maintained with the top 
grades oversold. Sales of No. 1, 18-inch 
Perfections are at $4.64@4.76, and the 16- 
inch XXXXX No. 1 are firm and active at 
$4.31@4.36; No. 2, $3.24@3.36, and No. 2 
2.81@2.93, delivered at New England 
points. 6 


FASTERN HARDWOODS—Prices con- 
tinue to strengthen as supplies fall far 
short of demand. This is particularly true 
of all sizes and grades of maple and birch. 
The wood heel shops are picking up all 
offerings of 2-inch maple as the season is 
now at its height and will continue active 
right through spring. The wedge heel is 
much lower this year than last, and the 
shops are using more basswood and west- 
ern pine. For No. 2 common and better 
2-inch kiln dried plank, price has moved 
up from $74@78 to $83@85 and, if in short 
cross-cut lengths, with defects left in, 
most sales are at $86@88. The call from 
woodworkers and furniture plants is per- 
sistent, and supplies are limited. Inch 
FAS birch and maple from small mills sell 
as low as $76@80, but larger, modern mills 
are firm at $88@92. Price of 2-inch birch 
is $92@96 while 2-inch maple is oversold 
at $100@105. 


PINE BOXBOARDS—As many box shops 
have covered their requirements for early 
spring by contracts with the Salvage Ad- 
ministration to cut surplus “hurricane” 
into round edge box, the regular operators 
get little call for these boards, though 
the price holds at $12@14 f. o. b. mill 
yard. On square edge No. 3 common, most 
shippers are oversold at $39@39.50 for 4- 
to 9-inch, dressed, with the No. 4 common 
at $33@36 for those sizes. 


Buffalo, N. Y. 


Lumber trade continues fairly active, 
with firmness prevailing in most all woods. 
Wholesalers are finding it difficult to fill 
orders for some items. Prospects are re- 
garded as favorable, as industrial plants 
and retailers are likely to need larger sup- 
plies. Shingles are seasonally soft. 

HARDWOODS — Demand has been im- 
proving, as industrial concerns have been 
more in need of stocks. The market is 
holding firm, and some advances have 
taken place. Birch is scarce, owing 
largely to overseas shipments. Maple has 
also been increasing in strength. Of the 
southern woods, gum is about the firmest. 

WESTERN PINES— The market con- 
tinues strong, and some mills are unable 
to furnish items desired. Sugar pine has 
lately had an advance. There is no sur- 
plus stock in either Idaho or Ponderosa 
pine. 

NORTHERN PINE—Mill stocks are less 
than usual and some grades are difficult 
to maintain. Industrial plants are con- 
suming a good deal of low grade. Pat- 
tern lumber is expected to be in larger 


demand. 
Baltimore, Md. 


NORTH CAROLINA PINE—There has 
been some slowing up in demand, with 
work at Camp Meade nearing completion, 
and bad weather and shortage of carpen- 
ters interfering with other building. Box 
making takes up large quantities of rough 
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stocks. There has been an easing in L b E e R ° AWN 
values, roofers having been definitely af- umber xecutive etires = 
y fected. e e ‘ = 
S LONGLEAF PINE—Call has picked up from Active Business Life = 
again and the movement is on an impres- ’ ; . LZ 
sive scale, with prices showing a decided The active business career of a great lum- = 
stiffening. Ship building and other centers berman came to a conclusion January 1, 1941 =, 
se of absorb all the longleaf pine obtainable. : : y =) 
By 5 ER ge when the resignation of James H. Owen as Zz 
34@ CYPRESS—Steady demand keeps quo- : 1 a Medford C Med = 
so in tations firm. Mills have orders for about general manager of the € or orp., = 4 
fand- all the lumber they can get ready. ford, Ore. became effective. Mr. Owen is > 
~— WESTERN WOODS—Demand for fir, now enjoying a trip to resorts in Southern < 
nee spruce, pine, cedar and other woods is California and Arizona, free from the & 
) for recovering. It has been somewhat easier peste ; 7 ik i = 
FS to to obtain deliveries, and distributors here worries that are well known to every execu- 4 
hade are making special efforts to assure them- tive. However, he plans to return to Med- > 
PS q . . . . A 
se “ selves of adequate stocks. ford, take it easy, but still have enough to = 
Dna HARDWOODS — Quotations have been ie on tee ll ek ke ee >) 
eeks holding their own, with only slight up- . . > 
Rnas-4 ward or downward readjustments being James Owen was born in Waterford, = 
oe made. Bad weather has retarded demand. Mich., the son of a storekeeper and sawmill =) 
ve at N rt Ik V owner. When 16 years old he first entered ~\ 
fo. 3 orrolk, Va. the lumber manufacturing business with his = 
sland NORTH CAROLINA PINE—Demand has brother who had interests in Eau Claire, Zi 
improved and there has ae Bs — Wis. Later he went to Loup City, Neb., > 
con- weakening in prices. Many bidders on De- : ‘ = Rae = 
| far fense contracts have been rudely awak- where he organized the re ge — >) 
true ened to the fact that they can not possibly Co., a retail firm at the terminus of the rail- = 
yirch. make deliveries as fast as wanted. The road. Much of his business was with settlers. = 
p all steadying influence on prices in Virginia : > ™ 
on is and the Carolinas is the lack of much dry The lumberman then assumed some s0v > ins ra rs] or Ga ers 
ctive framing and boards, and bad weather. A ernment duties, in Pierre, S. D., working 4 
el is lot more lumber has been made by small . = Be . : er —<\ - 
: es mills, and it will have to be taken up by with wo —— —, we Reng Z Sell this strong and sturdy lumber 
vest- larger mills, or sold direct to retail yards. in Los Angeles, Cal., he was employe y > for the hard jebs and heavy bur- 
etter There has not been much demand for bet- the Del Notre Co. and became manager and = “ 
joved — — agen ee bet on later president of the California and Oregon > dens. It has the super-quality that 
short disposition to cut prices. etail yards S) ° ° 
t in, are buying framing in mixed lots of all Lumber Co. = meets all specifications of modern 
from pan ten Bao yoo at low ee ha In February 1924 the Owen-Oregon Lum- > building. For any building use, 
per- are having dal culty getting specia eng Ss, . : : Xt] R 
Inch prices on which are holding very firm. De- ber Co. was organized, acquired large ape Zh foundation to roof. 
: sell mand for dry, dressed framing exceeds the and Douglas fir timber holdings and built = 
mills amount mills have to offer. Roofers, ex- a modern plant. Mr. Owen became general ; 
birch cept 4-inch, have not been moving so well. = 5 : 
on Thies wilt te eebeler and semtee. Abe manager at that time and remained with Wier Long Leaf Lumber Co. 
dried roofer prices have not changed re- the company and its successor, the Medford HOUSTON, TEXAS 
; cently, in either Georgia or the Carolinas. ) il his resignation, January 1. ; : 
meye On Georgia Main Line, 4-inch are offered Corp. “_ s ng J y Mills: Wiergate, Texas 
“7 at $21.50@22; 6,- 8- and 10-inch, $24@ “Tt is doubtful if I can keep out of the 
Poet 24.50; 12-inch, $25. Carolina mills are a lumber business,” concludes the former ex- 
ee little higher. Mixed cars of finish, roof- ve. “f I + it will be with 
ators ers, flooring, mouldings etc., are in larger ecutive, “but, 1 Seamer it, it wi e W 
— demand by the retail trade. a little one-horse mill.” 
most 
ns “SPEED WAGONS” CUT LOG 
imon 
ive, 
oods. . - 
o fill Wasasu, ArK., March 3.—Through the fuel, of which the tractor burns a low-cost W ITH THE EXCLUSIVE 
e re- use of an eight-wheeled, pneumatic-tired low-grade variety. , VISCOROID BASE 
lants trailer manufactured by the Lindsey Wagon The photo shows the “Speed Wagon 
sup- . . ° eee 
i Co., Laurel, Miss., the Howe Lumber Co. loaded with three virgin gum logs (2400 Excels for 
— reports substantial savings in log hauling feet). The Howe haul has varied from one BUILT-UP ROOFING DAMP 
been costs at their operation here. The lumber to four miles and on the shorter distance ’ 
et is company’s equipment includes two of the they have made as high as 30 loads per PROOFING AND ROOF COATING 
act roller bearing, steel axeled units known as eight hour day. The timber comes to the 
» has “Speed Wagons” which are operated with plant here where the eight foot band mill No Hot Kettles, or Special 
r the a single commercial tractor. cuts about 35,000 to 40,000 feet in eight Equipment required. May be 
mest, One Lindsey wagon is left in the timber hours. applied by anyone 
eal to be loaded by crawler type tractors while “I would figure,” said H. S. Nelson, Howe . 
able : ° . : . . . 
qo ~ other is hauled to the dump. Savings logging superintendent, “that on a woods Every Building Owner a Prospect 
penne lave been realized on labor, the two units to fiv iles, this type of equipment wi 
sul _t a up to five miles, yp qt 
rosa requiring but one tractor driver, and also on save about 40 percent in operating costs.” STOCK ABESTO NOW 
less . A NEW SOURCE OF PROFIT TO 
_— HUNDREDS OF DEALERS 
Pat- View of one of the SEND TODAY FOR THE 
— eight - wheeled _ pneu: ABESTO CIRCULAR 
matic-tired Lindsey 
"Speed Wagons" . 
which have been ree ADeSto Manufacturing Company 
has ported to have low- MICHIGAN CITY, INDIANA 
with ered log hauling costs ) 
tion, for the Howe Lumber A 1 
-pen- * Vest Pocket Ready Reckoner 4,3%"!vem 
Box including a lumber calculator for standard sizes, log rules, 
ough estimated weights of lumber and miscellaneous useful lumber 
2 tabulations. Prepaid, 50 cents 
AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 
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Lumberman Publishes Adver- 
tising Community Newspaper 


JANSEN, Nepr., March 4.—Because he felt 
that there was no satisfactory advertising 
m.dium in his territory, Harry J. Friesen, 
Jansen Lumber Co., Jansen, Nebr., decided 
to start his own paper, and The Jansen Ad- 
vertiser was the result of his decision. 

This paper is distributed free in the Jansen 
trade area, and numbers over 2,000 readers. 
It is, at present, a six page, four column, 
tabloid paper which prints local news and 
local advertising. By publishing this paper, 
Jansen Lumber Co. has an advertising me- 
dium that will reach the circulation they 
want, plus the income from the many other 
merchants who advertise in the paper. 





Door Manufacturers’ Associa- 
tion Discontinues Catalogs 


The National Door Manufacturers’ Asso- 
ciation of Chicago, has discontinued the 
publication, distribution, and sale by the as- 
sociation of all lists, base lists and catalogs 
published, distributed, or sold by the asso- 
ciation, effective as of February 19. The as- 
sociation announces that it abandons, waives 
and disclaims any and all interest in the 
copyrights registered in its name covering 
said lists and catalogs. 
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RELATION OF UNFILLED ORDERS TO STOCKS 


WASHINGTON, D. C., March 3.—Following is statement of seven groups of identical mills 
of unfilled orders and gross stock footage on Feb. 22: 


No. of Mills 
Reporting 
ee ee 


Total Softwood 


Total Hardwoods* 


Total Lumber 


eee ew eeee 


Oak and Maple Flooring.... 


398 1,060,128,000 


Unfilled Orders 
941 1940 


Gross Stocks 
941 1940 


766,034,000 3,091,056,000 3,542,071,000 





98 76,455,000 65,423,000 359,527,000 412,839,000 
483 1,136,583,000 831,457,000 3,450,583,000 3,954,910,000 
89 63,109,000 81,206,000 91,598,000 99,184,000 


*Of Northern mills, 13 reported on softwoods, 14 on hardwood unfilled orders; 15 mills 
on stocks. The total number of mills (496) includes 13 northern plants that are in both 
softwood and hardwood subtotals. 





NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasuinctTon, D. C., March 3.—Following is the National Lumber Manufacturers’ Asso- 


ciation’s report for two weeks ended Feb. 


Av. No. Per- 

Mills Production cent 
TWO WEEKS: Rptg. 1941 of 1940 
Total Softwoods 405 451,120,000 123 
Total Hardwoods.. 99 21,066,000 8S 
Total Lumber ..... 486 472,186,000 12 
Total Flooring .... 79 22,005,000 133 
EKIGHT WEEKS: 
Total Softwoods 403 1,684,246,000 119 
Total Hardwoods.. 98 86,525,000 9S 
Total Lumber...... 483 1,770,771,000 118 
Total Flooring..... 80 90,083,000 135 


22 and for eight weeks ended that date, covering 
mills whose statistics for both 1941 and 1940 are available, and percentage comparisons with 
statistics of identical mills for the corresponding period of 1940: 





HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 








HUTHER 5R0s. 


Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves 


any width, with or 
across grain. Guaran- 
teed to do your work 
satisfactorily. 
SUPER- 
QUALITY 
SAWS 


complete Huther line. 





Rochester, N. Y. 





Favorites for over 52 years. 
Today. write for catalog of 


Huther Bros. Saw Mfg. Co 


Per- Per- 
Shipments cent Orders cent 
1941 of 1940 1941 of 1940 


484,706,000 125 
19,406,000 102 


464,105,000 124 
22,623,000 111 








504,112,000 124 
26,532,000 109 


486,728,000 124 
20,072,000 131 


1,848,039,000 124 
92,428,000 119 


1,885,587,000 121 
84,752,000 108 











1,940,467,000 123 
76,389,000 1383 


1,970,339,000 14214 
82,419,000 93 





JANUARY SALES OF INDE- 
PENDENT RETAIL DEALERS 


Wasuincton, D. C., March 3.—Follow- 
ing is a compilation of percentage changes 
in January dollar sales of independent retail 
lumber and building materials dealers, from 
January of last year and from December of 
last year, covering thirty-one States and five 
principal cities, these data having been pre- 
pared by the Bureau of the Census: 





No. of Percent Change 
Firms Jan.,’41 Jan., ’41 
States Re- Vs. vs. 
by Regions— porting Jan.,’40 Dec., 40 

eee 1,183 +32 7 

New England 80 +14 —15 
ia 2. ae 14 +17 —9 
Massachusetts. 42 +10 —19 
Rhode Island.. 10 +27 —s 
Connecticut ... 11 +15 —12 

Mid. Atlantic 90 +38 —16 
Pennsylvania.. 90 +38 —16 

East No. Cent. 274 +29 —13 
NE os oa 5D +38 —s 
{ar 95 +32 —22 
oe: ee 77 +26 —18 
Michigan ..... 20 +35 +4 
Wisconsin .... 27 +6 —11 

West No. Cent. 129 +22 —25 
a, OCR Eee 26 +17 —34 
Missouri 33 +55 —22 
Nebraska ..... 37 ati) —4 
eee 33 +32 —16 

So. Atlantic.. 51 +27 —15 
South Carolina 17 +50 —20 
cl 16 +47 +1 
ee 18 +15 —19 

East So. Cent. 13 +65 —10 
Alabama ...... 13 +65 —10 

West So. Cent. 155 +70 +19 
Arkansas 10 +54 +2 
Oklahoma ..... 22 +67 -1 
(.. ——er 123 +72 +24 

Mountain ... 150 +21 5 
DEOREENS 62000 17 +15 +9 
Idaho ‘ 14 +7 —10 
Wyoming 15 +11 —34 
Colorado -_ 54 +12 —6 
New Mexico... 15 +21 +27 
MPUHONGE «2... 13 +57 —7 
i). eer 18 +11 —15 

POGOe 26 ce« 241 +34 +1 
Washington 49 +19 +3 
CPROMOR 2.2 21 +20 +12 
California .... 171 +38 —* 

Principal Cities— 

Chicago, Ill... 14 +40 —17 
Los Angeles, 

2 a 12 +64 +9 
St. Louis, Mo.. 12 +41 —17 
San Francisco, 

rare 13 +-4] —) 
Seattle, Wash.. 20 +3 +9 


**Less than 0.5 per-cent. 


- e 

Loadings of Revenue Freight 

The car service division of the Associa- 
tion of American Railroads reports that rev- 
enue freight for the two weeks ended Feb. 
22 totaled 1,399,669 cars, showing a decrease 
of 24,850 cars below the number for the 
two weeks ended Feb. 8. Forest products 
loadings of 76,019 cars show a decrease of 
2,004 cars below the number for the two 
weeks ended Feb. 8. 





Western Pine Summary 


PorTLAND, Ore., March 1.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
Feb, 22: 

Report of an Average of 101 Mills: 


Total for 2 weeks ended 
Feb. 22, 1941 Feb. 24, 1940 


Production 110,539,000 91,980,000 
Shipments 141,881,000 117,596,000 
Orders received 148,848,000 112,926,000 


Report of 100 Identical Mills: 

Feb. 22, 1941 Feb. 24, 1940 

Unfilled orders 316,996,000 218,892,000 
Gross stocks. .1,256,523,000 1,435,562,000 
Report of 100 Identical Mills: 
Total for Year 








= 
1941 1940 
Production 386,593,000 338,196,000 
Shipments , 556,437,000 459,467,000 
oo: re 574,622,000 464,538,000 





Southern Pine Statistics 


[Special telegram to AMERICAN. LUMBERMAN] 
New Orteans, La., March 5.—Following 
is a summary of reports from southern pine 
mills for two weeks ended March 1: 
Average weekly number of mills, 128; 
Units,+* 103 
Two-Weeks 
Three-year average production* 61,282,000 


MOCURL PFOEGUCTION 2.605656 en 63,439,000 
MINI oho. «sas os10 ac an eesidciews 70,984,009 
CRGCEE FOCOIVOE ook cv cccccesess 71,776,000 


Number of mills, 124; Units,+ 100 
On Mar. 1, 1941 


Umiiled GrGGPs ook ocicc ccc cn 103,115,000 
yn ree ee 244,228,000 
*Nov. 1, 1937, to Oct. 26, 1940. 


+Unit is 299,000 feet of ‘3-year average” 
production. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


Kast and west side mills have reported the following average f. o. b. mill sales prices on 























outhern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made 
n the period of Feb. 15-21, but where prices for this period were not available, prices for the 
month to date have been inserted and starred (*): 
West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
<< oe Lengths Lengths Boards, Std. Leth, }2x4 
dae 61.92 *63.09 %x4— - See 26.46 27.43/12 & 14... 30.08 28.51 
ee cee 3.09 Bebetter.. 40.84 40.7¢|1X6 ...... S146 SL.S01068 .....-: 32.35 30.23 
: Ce See 29° or #49 BQ |C Ey Eh ee 38. 56 88.50 i: es 32.67 30.06 18 & 26... 3.16 31.95 
1 x3 a eee i | ae 5.67 28.68 fore pipiehese 31.64 32.07/22 & 24 39:00 37.50 
a s- SAS sews 36.00 32.68]ox¢6 
grain— — , soa a 
>& better 51.54 50.19 Surfaced Finish No. 3 Shiplap and 12 & 14... 28.78 27.08 
> pa ininey as 47.16 45.75 Standard Lengths Boards, Standard >, ee 29.17 29.12 
IW rarerantenors 35.85 36.01} B&better Lengths 18 proteases 31.46 31.00 
Ix4 rift— Inch thick— nae POE 20.73 19.19}]20 ....... 31.89 32.44 
B&better.. 67.44 *65.83]4 60.86 *58.00 1x6 Rgh. & 22 & 24 38.00 eee 
Ss yesnst 54.16 *51.00]5 (11°77 66.06 65:00], SIS/S4S. 26.44 25.13 /ox8 
Br creas ise 38.25 *40.00le “°° ’ “94 co orflx6 CM... 25.70 24.95]12 & 14... 29.75 2 
cals 64.84 59.25 : 15 28.48 
1x4 flat Sy 66.47 59.63)Lx8.- eee BU-08 BOSLIIC occcceie 30.40 31.25 
grain— | ee 70.88 64.88 [1x10 ----- 26.49 28.00118 & 20... 33.31 31.00 
B&better.. 47.66 49.03];9 ..° °° 89.63 83.30)LX12 ----- 26.46 25.53/22 & 24...*38.33 a 
- as ero o- J.00 So. 
hererees M01 45-58 6/4 thick — Jambs 2x10 
ae, Re a ee 0-08 ot. 4, 6, 8.... 74.50 69.00 B&better— oe & 14. 32.34 30.39 
End Matched 2 4 | ee 81.06 *81.00 1 “4 »,1%& ie 1 a _—. 31.12 30.27 
Flooring, 2 to S-foot [12 ....... 105.83 *91.67|-,2.-ce+e: 74.50 ....J18 & 20... 32.88 33.42 
1x3 rift o_ 5gX4-8 ... 69. 56 67.06)9x12 
I &better..*57.41 56.00} Ineh thicek— No. 1 Dimension 12 & 14... 31.56 (31.00 
on eae Bee ~ ppeeien .. 53.62 48,.90]2x4 , | ewer 31.71 #31.29 
OR ee say | ee eae 54.09 50.07]12 & 14... 33.46 32.75/18 ....... 32.10 *33.65 
1x3 flat a a ae 51.80 49.47]16 ....... 34.97 34.45/20 ....... sooo! 34.00 
erain— , Ix5&10 '" 55-19 55.29 18 & 20. . 34.17 36.00122 & 24...*44.00 aren 
s&better.. 41.8 1.75 37 Tees b . #49 ? 
a een si aes = ced: See 67.32 69.73 ge 24...*43.00 oa et Timbers 20 & Under, 
D sete tees 26.86 Rough Finish, 1? & 44 23.98 283. Ss] tl No. 1 
xs Priel — : Standard Lengths eo $2.83 32.6112" °* eaf— | ie se 
B&better.. 51.25 Bel , eee 34.00 35.15/3X4&4x4... 36.35 34.50 
 enwawe: #49142 —— Oe eaten: 31.00 35.62|4X6—8x8.. 32.64 29.49 
x4 flat 1x4/8 PAE 48.25 *59.25 ao e 24 40.00 #28 97 3&4x10 coe 30.00 *29.47 
erain— 1x5&10 ... 59.25 *63.25}9x8 s ““"15xX10-10x10 38.50 39.00 
2g 9. 2x 2 
B&better.. 38.91 SOQ OOEIEES 6s0's 64.50 --112 & 14... 31.66 31.62 3& 4x12 iaies 46.50 erate 
C Hep ae 35.50 36.0015&8/4 thick 16 ba eet 34.00 33.00]9X12/12x12 45.41 38.36 
Pecos shehroretia 25.3 SI.GUTE-B okies B50 PET.G5IIS «20200. 34.50 35.00 " 
} em oe 50 a 65 = Se oa No. 3 Dimension, 
Drop Siding, Stand- [19 7377) 1... #90.75/22 & 24..:*42:00 40.00], amaom Lengths 
a | — 1x6 2x10 2x : pelea 23.3 $0.13 
i&better.. 41.! Casing and Base +4 teens ap =. 40 ad ibs: Lye ped 
Oreeeeees 40. 25 0s0 43 I senior ee fo: ee aaa 2x10 ..... 24-86 20.66 
a sk oo. oi.los se vetter— —" 3.42 18 4 +4 4t1-50 40.14 2x12 £9.09 23.00 
adh P|. eee 2.2 } 22 & 50.00 47.00 : : . 
B&better.. “38 "52.25 1x6&8 68. 00 63. 60]2x12 4 ) 47.0 9 Se 3 13/16” 

i ene hg Tae 1x5&10 75.96 *73.85 12 & 14... 43.13 41.25)1x4, 9 ”. 54.00 *54.00 
egoreees ——- = 16 ....... 44.13 40.75]1x4’ 10.111 52°89 *50. 
No. 2 32.81 23.00 . : g Bes v 1x4, 10.... 52.82 *50.00 

No. Ss 29.50 27.91 No. gtr a & +4 goin, 49:50 oat a Common— 

peed oan SO gh a: | ene of 7.00}, 2 » 

R&be ster. “ ‘47 7 ‘00 48.32 Standard Lengths |22 & 24...%55.91 *47,25]1%6, 10.... 36.00 .... 
enews 41.50 *47.91]1x4 ...... 43.69 40.25] Car Lining, 13/16” Plaster Lath 
Rieceena 46.00 37.25]1x6 ...... 40.47 40.00|/B&btr.&Sel.— Kiln Dried 

No. 1 44.50 47.2511x8 ...... 45.04 *43.75'1x6, 16....%*42.00 «see Jem”, £ 

No, 2 32.94 33.47]1x5&10 ... 46.88 44.13 Common— MO: Do nsc «Gat 5.25 
No. 3 28.75 *21.54j/1x12 ..... 55.386 54.75 1x6, 18.... 46.00 vive eee & 4.80 3.90 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
mn City, Tenn., and Alexandria, La., as points 


of origin: 
bet 3EX1%” 3x2” %x1l%” 





Cir. qtd. wht.. 7 4 $72.00 $70.00 $66.00 
Clr. qtd. red. a x 65.00 65.00 
Sel. qtd. wht.. 54.00 52.00 
Sel. qtd. red... 55.00 55.00 
Cir. pln. wht.. 54.00 46.00 
Cir, pin. red. 53.00 47.00 
Sel. pln. wht. 43.00 44.00 
Sel. pln. red. 45.00 44.00 
No. 1 com. wht.. 40.00 40.00 
No. 1 com. red.. 40.00 40.00 
No. 2 COM. 0.04 35.00 32.00 

1x1” $;x2” 
Oe ee $75.00 siecoes 
a ae ees 73.00 ae 
Del, GE. Wil. cs cees ccs 60.00 AS 
See | ee 60.00 sees 
iP, Wa os cee e seis 62.00 $65.00 
Clr. pln. red. 61.00 62.00 
Sel. pln. wht... Sarees 54.00 60.00 
i. |. re 54.00 60.00 
No. 1 com. wht 52.00 52.00 
INO. GON, GEER co 5 areca.cee 52.00 52.00 
BOL, OUR 62 c coe tines 34.00 


_ New York delivered prices may be obtained 
by adding to the following differentials fig- 
ured on Johnson City origin: For }j%§-inch 
Stock, $8; for %-inch, $4; for %- and ¥,- 
inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }3- 
inch stock, $6; for %-inch, $3; for ™%- and 
‘s-inch, $3.50. 





WESTERN PINES 


Following f. o. b. mill prices on actual sales 
were reported ‘te the Western Pine Associa- 
tion by members during the period from 
Feb. 17 to 22, inclusive. Averages include 
both direct and wholesale sales, 
based on specified items only. 
follow: 


and are 
Quotations 


Ponderosa Pine 
oper $2 or 4S— 1x8 5/4RW 6/4RW 


aig ates7e eralan' $62.40 $65.53 $65.73 
ne 45.50 47.59 48.37 
SHop, S2S— No. 1 No. 
MEE Nic oe voracouarie-ishelaveravehe, cantare tamuelne $35.84 $28.86 
Ne erate a ee cnn Gee cate 35.23 28.53 
Commons, S2 or 4S— No. 2 No. 3 
tk eee re $33.56 $27.35 
PAS SOW oxi aaa sehen codeine 33.36 27.46 
RO. S BFS FW. 6i vc ose oeanwsewaadas $20.59 
Idaho White Pine 
Se.ects, S2 or 4S— 1x& 5-6/4RW 
CROCS CC) Felisk c <ccccccosces $64.41 $76.04 
CUGey CD) Bilbek st cccccces 46.91 62.62 


Commons, S2 or 4S— 
a ae a + <1 


oO. 
is th Seren 313.99 $39: os $33.06 
BE  wiwieiv wie cree pemiews 71.25 44.59 33.18 


Utility (No. 4) 4 pe or se RWRL. .... $23.34 
r Pin 
SeLeEcts, S2 or ‘is RW 


5/4RW 6/4RW 

Weeeweers, Tile ss00e% $69.93 $75.67 74.77 

EE? areinacacstaianven 66.73 65.68 67.89 

Je ee 56.22 55.63 53.43 

SHop, S2S— No. 1 No. 2 No. 3 

SRR rer rere. $39.31 $31.44 $24.50 

BE So actauivs ie eee aes 40.5 32.29 24.65 

BPE. DiScwad ke weweee 50.57 35.06 25.10 
Larch-Douglas Fir 

Dimension, NG. 1, BES saws. sisccovcsscave $25.21 

Dimension, No. 1 2x68 8 Rigs Rte aer area tew-ere” ae 94 

Flooring vert. gr. C&Bt SS re 42.80 

Boards, No. 3, S2 or 4S, a 25.75 





NORTHERN HARDWOOD 


Following are prevailing quotations f.o.b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 


Brown Ash— FAS Sel. Com. Com. Com. 
ere $70.00 $60.00 $45.00 $33.00 $23.00 
Oe 75.00 65.00 50.00 38.00 24.00 
| es 80.00 70.00 55.00 40.00 24.00 
BPE ie a-sicawan 85.00 75.00 58.00 43.00 25.00 

No.1 No.2 No.3 

Basswood— FAS Sel. Com. Com. Com. 
RT $78.00 $68.00 $46.00 $32.00 $24.00 
- eee 83.00 73.00 51.00 36.00 24.00 
_, Ses 86.00 76.00 54.00 37.00 26.00 
Se 93.00 83.00 64.00 38.00 26.00 

i. Sai 98.00 +25 71.00 82.00 0 

BREE dkmraaes 103.00 93 76.00 52.00 ... 
ene 69.00 59. 00 38.00 28.00 ... 

No.1 No.2 No.3 

Hard Maple— FAS Sel. Com. Com. Com 
ee $79.00 $64.00 $49.00 $36.00 $20.00 
Pee 84.00 69.00 54.00 39.00 21.00 
ee 87.00 72.00 59.00 40.00 22.00 
ee 94.00 79.00 64.00 40.00 22.00 
ees 94.00 79.00 64.00 41.00 22.00 

Ie: 104.00 89.00 72.00 46.00 .... 

|, re 104.00 89.00 74.00 46.00 

NEU: wciatan-ee 124.00 109.00 86.00 49.00 

BATE 58 cis omnis 124.00 109.00 86.00 49.00 

| Ee 164.00 149.00 126.00 .... .... 

No.1 No. 2 No. 3 

Soft Elm— FAS Com. & Sel. Com. Com. 
BOE iasiace vale $54.00 $44.00 $33.00 $24.00 
) ee 57.00 47.00 34.00 24.00 
4, ea 57.00 47.00 35.00 25.00 
ee 60.00 50.00 36.00 25.00 

eee 63.00 53.00 38.00 eal 

BEE® cacesseae 68.00 58.00 43.00 cast bce 

No. 1 No. 2 No. 3 

Rock Elm— FAS Com Com Com 
Be caceceews $50.00 $32.00 $21.00 $20.00 
Se 57.00 39.00 23.00 22.00 
| eee 67.00 47.00 25.00 22.00 
ee 70.00 55.00 30.00 25.00 

a 80.00 65.00 42.00 28.00 

BT «Gaiackaaimncs 90.00 75. yo 47.00 30.00 

0.1 No.2 No.3 

Birch— FAS Sel. my Com. Com 
eee $96.00 $78.00 $54.00 $34.00 $22.00 
os eee 01.00 83.00 62.00 42.00 22.00 
| er 103.00 85.00 68.00 48.00 23.00 
Ee 105.00 93.00 78.00 53.00 23.00 

lS ae 107.00 97.00 80.00 54.00 ite 

oe 109.00 99.00 85.00 59.00 

Uh 160.00 150.00 125.00 .... 

OOM scan coins 78.00 64.00 47.00 30.00 
eee are 82.00 68.00 52.00 33.00. .... 
No.1 No. 2 No. 3 

Soft Maple— FAS Com. & Sel. Com. Com 
MPO: Ax racecrasaoerte $65.00 $45.00 $30.50 $21.50 
| ee: 70.00 50.00 34.50 21.50 
|: ee 78.00 55.00 39.50 22.50 
ee 85.00 60.00 40.50 22.50 





DOUGLAS FIR 


Seattle, Wash., Feb. 28.—Current quotations 
f.o.b. mill on Douglas fir items in mixed cars 
ae rail shipments direct to the trade appear 

elow: 


Vertical Grain Flooring 
B 


btr. Cc D 
Se .kanss-enneensen $46.00 $40.00 $33.00 
Flat Grain Flooring 
ONE © S50. 6m ewer toreraleie See $36.00 $34.00 $31.00 
BE. ise whos 9o senor 42 40.00 32.00 
Drop Siding 
1x6 Pat. No. 106....$42.00 $41.00 $32.00 
1x6 Pat. No. 116.... 42.00 41.00 32.00 
Celling 
EE: inp ewes cnn a wee $33.00 $31.00 $23.00 
BE <aucisiovloamnesienc 35.0 33.00 26.00 
Boards and Shiplap 
1x6 1x8 1x19 1x12 
No. 1 ....$27.00 $27.00 $25.00 $28.00 
No. 2 25.00 25.00 24.00 24.00 
No. 3 19.00 19.00 19.00 19.00 
No. 1 Dimension 
3 $26.0 $27.60 $27.50 $27.50 
2 ae 26.50 5 é d a 
| a +36. 26.50 27.00 37.00 37.60 
>) are 26.50 26.50 26.50 26.50 26.50 
ee. 27.50 27.60 28.00 28.00 28.00 
er ... 28.50 28.60 29.50 29. 29.60 


No. 1 Rough and/or Surfaced Timbers 
4x4 to 4xl2-inch planks 20 feet and 

Nees 
12x12 20 ft. and shorter..............0. Y) 
TEED SE BO GO Wee ccc cccccccsececccese GOO 








88 
RED CEDAR SHINGLES 


Seattle, Wash., 


Feb. 28.—Average prices on 
red cedar shin 


gles, f.o.b. mills, are: 


Royals: 
Se EE 66 eddaeeweeaneuneedeee $4.05-$4.10 
| fe ee ee rr eae rn 2.30- 2.40 
RUNS Pui iee hahaa iW wed Be Oe deere dk eae F 1.60 
Perfections: 
Sy A eae $3.05-$3.10 
at: errr er 2.00- 2.10 
EE (OE ch bia'e wea aa ewe an een $1.50-1.55 
> & © o & | 
BAU, CIEE aidiiven eo <udimas mecqta mene” $2.85-$2.90 
EE walt e wire da whee Maman eee 1.85- 1.90 
SN 36:44 5.0 bina ana earelauetemiaae 0 





SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week ended 
March 


Quartered Red Gum Plain White Oak 
+7 FA ‘s— 
ea ag C5.50 0 B/8 ox cau 95.00 
é EP Ee 88.00 No. 1 & Sel.— 
WT 1 & Sel.—- i | G/4 ...... 42.50 
Seman $0.25 
é ; be a rag ries $5.00 Willow 
2g Pe $7.50 rr 1 & Sel.— 
Plain Sap Gum Y weeeawe 33.00 @ 34.00 
‘AS— 
ere 51.00 @ 53.75 Magnolia 
Sree 53.50 | No. 1 & Sel.— 
— 1 & Sel.— Pe sowaes 42.50 
rad es 36.00 
Tf Se 40,00 res 
Plain Black Gum shop—"” - 
riz" 1&Sel— = | 4/4 ...... 32.00 
seecwe d1.50 pe 2 Com.— 
Plain Tupelo “Vy eee 29.00 
 anewee 40.00 @ 42.5 Mixed Hardwoods 
No, 1& Sel.— Dunnage— 
er eta 31.00 @ 33.00 Pe foe 14.50 








MAPLE FLOORING 


Northern maple flooring mills report the 
following average prices realized f.o.b. floor- 


ing a“ basis, during the week ending 
March 1: 

First Second Third 

BO. Kederdssceicereee $68.91 $54.79 





WEST COAST LOGS 


Seattle, Wash., Feb. 
of logs are as follows: 
Fir No. 1, $22-26; No. 2, 
$13-14; Peelers, No. i, 


Cedar Shingle logs, 
$30-32 


28.—Average 
$17-19; 
$38; No. 2, 
$15-17; 


prices 
No. 3, 
$28-29. 

lumber logs, 


Hemlock: No. 2&3, $13.00. 





WESTERN RED CEDAR 


Seattle, Wash., Feb. 28.—Prices for 
cedar siding in mixed cers, new bundling. 
8 to 18 foot, f.o.b. mills, remain as quoted in 
issue of Dec. 14.—EDITOR. 


red 


Amemecan fiumberman 


March 8, 1941 


Current Market Review 


Softwood bookings in the two weeks 
ended Feb, 22 increased to 25 percent of 
last year’s for the corresponding period, 
and exceeded current shipments, which in 
turn were ahead of production. There 
was therefore an addition to unfilled order 
files, and mill stocks were reduced, with 
the unfilled amounting Feb. 22 to a little 


more than a third of gross stocks. The 
recent Government booking of orders 


for reserve stocks for later shipment has 
been an important influence in the mar- 
ket, and will certainly enable the indus- 
try to render better service on Defense 
business, and avoid the emergency quan- 
tity buying that has been so disturbing. 
Reports indicate that quotations in gen- 
eral are quite strong, but that the com- 
mons that figured so largely in canton- 
ment purchases have eased off a little 
more. Industrial business has been im- 
proving, and is expected to show further 
increase as plants being built for Defense 
inaterials get into production. Retailers 
are more in the market, but are still 
somewhat hesitant about prices, especially 
as they have been receiving more offer- 
ings from the smaller mills, and some- 
times at concessions from recent levels. 
Sut the larger producers find that present 
costs make it necessary to maintain quota- 
tions, and believe that their trend will be 
upward, in line with those on other com- 
modities. Atlantic coast markets have 
been helped by postponement of the pro- 
posed increase in the intercoastal rate. 
Ships for that run are scarce, however, 
and a heavy proportion of the spring 
movement will be by rail. Stocks in the 
East are low, and prospects for spring 
demand are considered good. California 
consumption has been held down by heavy 
rains and floods, but the market has larger 
needs than it can find ships to supply, and 
Oregon is shipping to it by rail. Middle 
West and Southwest retailers expect in- 
creased business from Defense activities 
and are becoming encouraged over the 
outlook for farm trade, and mills in the 
South and West are getting more of their 
inquiries and orders too. The South con- 





APPALACHIAN HARDWOODS 





Cleveland, Ohio, March 3.—Following are curent prices on Appalachian hardwoods, f.o.b. 
Cleveland: 
Ash: 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
ee 80.00 $85.00 $90.00 $95.00 $120.000 $130.00 $145.00 
Com. & Sel.. 55.00 60.00 65.00 70.00 90.00 100.00 120.00 
Plain White Oak: 
oO ee 118.00 123.00 128.00 145.00 165.00 180.00 195.00 
No. 1.C.&S... 60.00 65.00 70.00 75.00 100.00 110.00 120.00 
Plain Red Oak: 
ce sakwe'd 84.00 92.50 98.00 118.00 163.000 163.00 190.00 
No. 1 C.&S... 58.00 62.00 67.00 72.00 90.00 100.00 120.00 
Poplar: 
. eee 92.00 98.00 94.50 102.00 127.00 142.00 157.00 
al 1 C.&S8. yy fee ae 59.50 82.00 97.00 115.00 
0 rer 7 74. 5 -f 
No. 2-A Com. 44.00 48.00 48.00 55.00] Nag. — we ha 
Basswood: ne Ps ‘ote 45. 00 49.00 50.00 57.00 
aa 82.00 87.00 87.00 98.00 Sd. Wmy. 43.00 45.00 45.00 50.00 
No. 1 C.&S8... 57.00 60.00 65.00 75.00 No. 2C&sd 
No. 2-A Com. 41.00 43.00 43.00 45.00 wmy. . 36.00 37.00 37.00 42.00 


tinues busy supplying Defense needs, and 
mill and yard stocks there are broken, 
with bad weather making production and 
shipping difficult, so that the retailers are 
more eager to arrange for spring needs; 
they find commons slightly softer but the 
bulk of items steady. 

Hardwood sales in the two weeks 
ended Feb. 22 were only 2 percent above 
those for the corresponding period of 
1940, and were below current shipments 
and production. <A factor limiting busi- 
ness is stock scarcity. The quantity of 
shipping-dry lumber at mills is small, and 
the probability is that Defense needs, as 
new plants swing into operation, will more 
than absorb all the hardwood available. 
On account of hesitant buying by distrib- 
utors, however, there has been an easing 
off in oak flooring prices. But rough 
flooring stock is said not to be affected, 
and southern gum and northern maple 
and birch are kept firm by a good de- 
mand from furniture plants and other 
industrial consumers. 





Machinery Firm Appoints 
New Western Representative 


Recently announced by Taylor, Stiles & 
Co., shredding machinery and machine knife 
manufacturers at Riegelsville, N. J., is the 
appointment of H. E. Mechling, 1108 So. 
Hope St., Los Angeles, Cal., as Western 
representative of that concern. 

Mr. Mechling has had experience in the 
iron and steel business and since the early 
1920’s has operated his own concern, dealing 
in wire rope and machinery used by the 
lumber, paper and rubber industries. His 
territory as a Taylor, Stiles representative 
includes the States of Washington, Oregon, 
Utah, California, Nevada and Arizona. 





Color Talkie Shows Making of 
Asbestos Siding 


“Sidelights on Siding,” a three-reel sound 
film in natural color, has been produced by 
The Ruberoid Co., New York, N. Y. and is 
being scheduled for exhibition before local 
meetings of building material dealers and 
regional meetings of dealer associations 
throughout the country. 

The film, believed to be the first of its 
kind with sound and color, shows the process 
of manufacturing Ruberoid asbestos-cement 
siding, beginning with the asbestos fiber as 
it comes from the company’s Vermont as- 
bestos mine—passing through every stage 
of manufacturing process, and ending with 
an instructive sequence showing the best 
methods of applying the finished siding on 
new and old homes. 

The picture shows the latest develop- 
ments in asbestos siding by Ruberoid and 
features the new Vitramic siding which that 
company is emphasizing in its current adver- 
tising program. Use of Ruberoid products 
on homes in every price class is demon- 
strated. 
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OBITUARY RECORD 











JOHN IRVIN COULBOURN, 65, senior 
member of Coulbourn Brothers, wholesale 
firm at Philadelphia, Pa., and former head 
of the National-American Wholesale Lum- 
ber Association died 
February 23 after 
an illness of sev- 
eral months. The 
wholesale firm was 
founded in 1899 by 
brothers John f. 
and G. G. Coul- 
bourn. The latter 
died in 1933. John 
I. Coulbourn was 
first elected presi- 
dent of the Na- 
tional-American As- 
sociation in 1937 
and was re-elected 
for the 1938 term. 
During his career 
he was also presi- 
dent of the Phila- 
delphia Wholesale 
Lumber Dealers’ 
Association, the 
Lumbermen’s Ex - 
change of Philadel- 
phia, the Lumber 
Trade Golf Associa- 
tion and the Forum 
Building and Loan 
Association. In 1939 
the Philadelphia 
lumberman received 
an honorary degree 
of Doctor of Laws from Washington Col- 
lege, Chestertown, Md. He was a member 
of the Sons of the American Revolution 
and several social societies. Survivors in- 
clude his widow, a son and a sister. 





THEODORE LAWRENCE, 47, president 
of the Lawrence-Philips Lumber Co., Los 
Angeles, Cal., died suddenly February 17. 
Mr. Lawrence was also president of the 
Lawrence-Philips Steamship Co. For 
many years he was employed by the 
Hart-Wood Lumber Co., San Francisco, 
Cal., some of the time as manager of their 
Southern California operations. The Law- 
rence-Philips company was organized in 
1930. Mr. Lawrence was one of the found- 
ers of the Southern California Wholesale 
Lumber Association. He is survived by 
his widow, two sons and his mother. 





GEORGE R. MEYERCORD, 65, founder 
and president of the Meyercord Compound 
Lumber Co., Mobile, Ala., died in a New 
York City hospital February 22 after an 
emergency operation. He was president 
of the Meyercord Co. when it was organ- 
ized in 1894 and was serving in that same 
capacity for its successor, the Haskelite 
Manufacturing Corp., at the time of his 
death. Mr. Meyercord was the organizer 
of the Vitrolite Co., Parkersburg, W. Va. 
and served as its president until 1935. 





S. M. WOLFE, 65, superintendent of the 
Southern division of the W. M. Ritter 
Lumber Co., died in Asheville, N. C., Feb- 
ruary 16. Mr. Wolfe had been with the 
lumber manufacturing concern whose 
headquarters are in Columbus, Ohio, for 
45 years. At the time of his death he had 
charge of operations in North and South 
Carolina and Tennessee. He was well 
known among Southern lumbermen. Sur- 
vivors include his widow, four daughters 
and three sons. 


A. C. McCALL, president of the Cone- 
maugh Lumber Co., retail line yard con- 
cern, and of Pickett, Hyde & Langgans 
Co., wholesale lumber distributors, both 
located at Johnstown, Pa., died February 
14, at State College, Pa., where he was on 
a business trip. A second death in the 
family occurred some 30 hours later when 
the lumberman’s brother, Charles S., 58, 
a well known roofing contractor also died. 
Fy, latter was the owner of C. S. McCall 
- Co. 


B. M. MUSSER, 73, a member of the re- 
tail firm, Musser-Erwin Lumber Co., Lake 
Charles, La., died February 17. Surviving 
are his widow, three daughters and a son. 


JAMES HOUSTON KITCHEN, 74, presi- 
dent of the Kitchen Lumber Co., hardwood 
lumber manufacturers with headquarters 
at Ashland, Ky., died there February 14 
following a stroke the previous day. The 
lumber company’s mill is located at Wool- 
dridge, Tenn. Mr. Kitchen was a leader 


R. B. Ruby Lumber Co., Oneida, N. 


in a number of businesses being head of a 
wholesale grocery firm and vice-president 
of a bank and a hotel. Surviving are four 
daughters and four sons. 


EDWARD JAMES GRAHAM, 74, owner 
of the Pickerel Lumber Co. of Northern 
Ontario, died February 18 at a Montreal 
hospital. Mr. Graham was for many years 
affiliated with the G. H. Perley Lumber 
Co., St. Jovite and with the Riordan Pulp 
& Paper Co. He served them as woods 
manager. He was also an employee of the 
James Maclaren Lumber Co., Buckingham, 
Que., before the founding of his own 
concern, 


JOSEPH F. LAIB, 69, for many years 
manager of the Wilkinson Lumber Co. 
yards at Ft. Branch, Ind., died February 
14 following a major operation a week be- 
fore. He had retired from business last 
spring following injuries received in an 
auto accident. Mr. Laib was a leader in 
the local branch of a fraternal organiza- 
tion and had been active in church work. 
Survivors are his widow, three sons, a 
daughter and eight grandchildren. 


RICHARD B. RUBY, 94, founder of the 

ees 
died February 18 at his home there. He 
had returned from Florida a month before 
after suffering a heart attack. Mr. Ruby 
started his lumber business in 1881 and 
was active in civic and religious work in 
Oneida for many years. Surviving are 
three daughters, three sons and 14 grand- 
children. 


BARGIE A. LEACH, 68 founder and 
president of the B. A. Leach Lumber Co., 
Toledo, Ohio, died February 8, after six 
years of illness. The Leach concern was 
founded in 1900 in Wellsville, Ohio, moved 
to Columbus, Ohio, and later removed to 
Toledo. Mr. Leach is survived by his 
widow, a daughter and three sons. The 
sons, Ralph B., Herbert K. and J. Gard- 
ier Leach will conduct the lumber firm. 


MRS. CORA BELLE GUERRIER, 70, 
widow of the late J. P. Guerrier, pioneer 
Southwest Washington lumberman, died 
February 23 in Little Rock, Ark. where 
she had gone for a visit. Mrs. Guerrier 
and her husband, who died last December 
11, had lived at Centralia, Wash., for 43 
years. She is survived by a daughter and 
a son. 


HERBERT RANDALL CLEAVER, 65, 
executive of the Home Lumber Co., Boise, 
Ida., died February 11. He suffered a 
stroke while en route to a banquet where 
he was to receive a 25-year service pin. 
Mr. Cleaver was a prominent lodge man 
and an ardent sports fan. Survivors in- 
clude his widow, a son, a daughter and a 
granddaughter. 


ROBERT J. CORLETT, 92, founder of R. 
J. Corlett & Sons, retail firm with yards in 
Michigan and Indiana, died at his home 
in Hillsdale, Mich., February 14. He had 
served Hillsdale in numerous civic capaci- 
ties. Surviving are his widow, one 
daughter, four sons, nine grandchildren 
and one great-grandchild. 


CHARLES NELSON SPELTZ, president 
and general manager of the Memphis Ply- 
wood Corp., Memphis, Tenn., died Febru- 
ary 12 after an extended illness. He was 
an active member of the Lumbermen’s 
Club of Memphis and of the Memphis 
Skeet Club. His widow, his mother and a 
daughter are among the survivors. 


GEORGE KILGUS, 57, formerly associ- 
ated with the Hallack & Howard Lumber 
Co., Denver, Colo., and of late years owner 
of the Western Glass Co., died recently at 
his home in Denver. He was a member of 
several fraternal orders. Surviving are a 
son, two daughters, two sisters and a 
brother. 


JOHN E. THORSELL, 64, prominent in 
the lumber business in Alexandria, La., 
died February 15. He had been president 
of the Alexandria Chamber of Commerce 
and had also been the chief executive of 
the Louisiana State Chamber of Com- 
merce. Among the survivors are _ his 
widow and two daughters. 


JOSEPH PIES, 67, president of the 
Whitmer Mills, Inec., sash and door manu- 
facturers at Albuquerque, N. M., died sud- 
denly February 20 from a heart attack. 
He was active and held high offices in a 


national fraternal organization. Surviving 
are his widow, a daughter and a grand- 
daughter. 

DONALD V. RICHARDSON, 68, George- 
town County, S. C. Lumberman, died in 
Florence, S. GC. Feb. 19. Mr. Richardson 


,was the organizer of the Richardson 


Cypress & Lumber Co., Bucksport, S. C. 
which later became the Huntley-Richard- 
son Co. The latter organization has not 
been operating for several years, but Mr. 
Richardson has been affiliated with his son 
in a lumber business. He is survived by 
his widow, one son and two grandchildren. 


OLIN D. SICKLEY, 64, president of Sick- 
ley Brothers, Inc., retail firm at South 
Orange, N. J., died at his home there Feb- 
ruary 16 after a six weeks illness. Mr. 
Sickley was active in civic, church and 
fraternal organizations. A son, a brother 
and two grandchildren survive. 





HENRY E. LEE, 81, pioneer lumberman 
at Saginaw, Mich. and mayor of that city 
from 1904 to 1906 died there February 23. 
At one time he operated a number of lum- 
ber mills along the Saginaw River. Sur- 
viving are his widow, three daughters and 
three sons. 


CLARENCE OGLE, 43, president of the 
Capital Shingle Co., Olympia, Wash., died 
unexpectedly at his home there February 
23. He had been with the firm since 1925 
and had served as chief engineer as well 
as president. He is survived by his widow 
and one daughter. 








FRED S. GATES, 40, associated with 
his father, Fred B. Gates in a retail lum- 
ber business at Ransomville, N. Y. was 
fatally injured February 23 in an auto 
accident near Lockport, N. Y. He died the 
following day. He is survived by his 
widow, three daughters and his father. 


PHILIP J. FERKEL, 76, for 40 years an 
official of the Whissel Lumber Co., Buf- 
falo, N. Y. died February 28 after six 
weeks of illness. He was a member of 
several fraternal organizations and a di- 
rector of the Buffalo baseball club. Sur- 
viving are the widow and two daughters. 


GRANVILLE LEON BERRY, 57, auditor 
for Lyon-Gray Lumber Co., Dallas, Tex., 
and formerly manager of that company’s 
yard in Garland, Tex., died recently. He 
is survived by his widow, a daughter and 
two sons. 


JOSEPH C. LEWIS, 80, hardwood lum- 
ber finisher in New York City died there 
February 22. He specialized in interiors 
for banks, churches, etc. His widow, and 
nine children survive. 


JOHN A. GRAVES, 64, for many years 
head of John Graves & Sons, lumber man- 
ufacturers at Lenoir City, Tenn., died Feb- 
ruary 25 after a lingering illness. 








Hvmeneal 


MARTIN - WOODS — Miss Margaret 
Woods, daughter of Mr. and Mrs. Ernest 
E. Woods, of Kansas City, Mo., was mar- 
ried in Evanston, IIll., Feb. 14, to Charles 
T. Martin, Jr., of Wolcott, Ind. The bride’s 
father, Ernest E. Woods, is secretary- 
manager of the Southwestern Lumber- 
men’s Association. Mr. and Mrs. Martin 
will make their home in Chicago, IIl. 

DEERING-McGRATH—Dr. William Van 
Bergen Deering, son of Mr. and Mrs. Wil- 
liam C. Deering of Tacoma, Wash., was 
married in Sidney, Ohio, February 22, to 
Miss Mary Margaret McGrath, daughter 
of Mr. and Mrs. William Henry McGrath 
of Sidney The groom’s father is presi- 
dent of the John Dower Lumber Company 
of Tacoma. Following a wedding trip to 
New Orleans, Dr. and Mrs. Deering will 
make their home in Chicago. Mrs. Deer- 
ing attended the University of Chicago 
and her husband took his medical degree 
at Northwestern University medical school 
following his graduation from the Uni- 
versity of Washington. He is a member 
of Alpha Delta Phi, Nu Sigma Nu and 
Alpha Omega Alpha fraternities. 

Mr. and Mrs. Arthur Healy of Tacoma, 
Wash., have announced the engagement 
of their daughter, Miss Florence Ittner, 
to Samuel Wilson, Jr., son of Mr. and 
Mrs. Samuel Wilson, also of Tacoma. Mr. 
Wilson, Sr., is secretary-treasurer of the 
Pacific National Lumber Co. Miss Ittner 
attended the College of Puget Sound in 
Tacoma, where she was affiliated with 
Lambda Sigma Chi sorority. She also isa 
member of Alpha Iota, business sorority. 
Mr. Wilson also attended the College of 
Puget Sound, where his fraternity was 
Sigma Mu Chi. The wedding has been 
set for June 1. 














Market News 


(Continued from page 79) 


for the next 2% months. Most mills are 
operating at capacity. 

OAK FLOORING—Despite huge demand 
from residential construction, prices have 
tended to soften a little. No. 1 select and 
clear grades were slightly lower. Demand 
was only fair, and mills still have sub- 
stantial order files. 

HARDWOOD—Orders and shipments are 
much ahead of production, which has been 
curtailed by rains. Buyers of sap gum, 
poplar and magnolia have difficulty in 
placing orders for prompt shipment. There 
is not a great deal of air dried at hard- 
wood mills, and the flooring industry has 
been taking all available. 

SHINGLES—Buying has continued in 
fair volume. Prices are steady and pro- 
duction is stepping up. Some mills have 
raised prices a shade, and others indicate 
they will follow if the market continues 
to strengthen. 


Shreveport, La. 


SOUTHERN PINE—Mills are doing their 
best to take care of their old regular cus- 
tomers, but occasionally orders are de- 
layed because some Government order is 
ahead. Demand is fairly heavy from 
Texas and Oklahoma retailers; some of 
the business has to be turned down. There 
ean not of course be much accumulation of 
stock at mills. Quotations have steadied. 

SOUTHERN HARDWOODS—Demand 
exceeds the amount of lumber in sight, 
but production has picked up a little, due 
to a stretch of favorable weather. Prices 
have been almost stationary, with the 
tendency to go upward, some items hav- 
ing shown slight advances. There is some 
exporting of both ash and oak. Flooring 
oak is in good demand, with price steady. 





Shows Yosemite in Color 


H. R. Foster, well known Chicago lum- 
herman, recently showed his colored pictures 
of Yosemite Valley at the high school in La 
Porte, Ind. Proceeds from the show will 
he used to send La Porte County children to 
the American Passion play at Bloomington, 
Ill., this spring. More than 650 tickets were 
Various lumber groups have been 
much pleased to see these pictures. 


sold. 






























































How to Figure Costs for Advertising 
In Classified Department 























NS OE cnnccacctevsecanecccnesens 30 cents a line 
Two consecutive issues........... 55 cents a line 
Three consecutive issues....... ...75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues........ $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 


Heading 


Extra white space figured at line 
rate. 
One inch space advertisement is 


equal to twelve lines. 


Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day merning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc. 
Minneapolis, Minn. 

















Ny Benen Chath 


“KEYSTONE BRAND” 


BLACK GALVANIZED 
COPPER BRONZE 
ALSO 


GALVANIZED HARDWARE CLOTH 
Complete range of widths and 
meshes. 
We offer you over night service from 
our Fostoria warehouse. 
Allow us to quote 
Phone 631 
THE 


Seneca Wire & Mfg. Co. 


FOSTORIA, OHIO 





























NOTICE 
Effective as of February 19, 1941 National Door 
Manufacturers Association of Chicago, Illinois, has 
discontinued the publication, distribution, and sale 
by the Association of all lists, base lists and 
catalogs published, distributed or sold by the 
Association. The Association abandons, waives and 
disclaims any and all interest in the copyrights 
registered in its name covering said lists and 
catalogs. 
NATIONATL, DOOR MANUFACTURERS ASSOCIA- 
TION, INC. 
Chicago, Illinois 


ESTIMATE ROOFS FROM THE GROUND: 


Get this handy Gadget. Combined Rafter Actuary, 
Roof Protractor. (Pocket size.) Not a piece of 
eardboard. Made to give service. Stand on the 
ground and estimate roof area. Rafter lengths 
at a glance. Send coin or check. 35¢ each, 3 for 
$1.00 postpaid. 

Cc. E. Henderson, Box 17, Chickasha, Oklahoma. 








Wanted -- Salesmen 


COAL AND COKE SALESMAN 


We are shippers of quality anthracite, coke, and 
bituminous coal. It is our desire to appoint a 
man who resides somewhere in the vicinity of 
Cobleskill, N. Y., to sell for us on a commission 
basis (no drawing account) within a radius of 
fifty miles from that city. Lumber salesmen who 
definitely are not full-time employees could handle 
this job along with their other selling. Give full 
particulars regarding yourself. 
Address “K. 90,’’ care American Lumberman. 


WANTED: SALEMEN 


To contact home owners for sale of fuel, stokers, 
roofing, and sidewall material. 
Address “L. 82,” care American Lumberman. 


WANTED: LUMBER SALESMAN 
By large Midwest Wholesaler, vacancy in estab. 
terr. Must have lbr. or millwk. exp. First reply 
state age, sales record, references, salary expect. 
Address ‘Il. 80,"’ care American Lumberman. 


WANTED: SALESMAN 


Competent to sell fuel and building materials. 
Reply by letter. 
Address “K. 83,” 














care American Lumberman. 












March 8, 1941 



















WANTED 





Salesmen 








SALESMEN WHO CAN SELL ANY OR ALL 


Branches of the lumber industry, including indus- 
trial accounts. Revolutionary new invention, placed 
on free trial, sells itself. Spectacular, two-minute 
demonstration. Orders financed by factory. Men 
earning as high as $100-$200 a week Sideline or 
full time. Experience unnecessary. Protected ter- 
ritory still available. FREE DEMONSTRATOR 
OFFER. Sales-Manager, 2440 Lincoln Ave., Dept. 
R-1359, Chicago. 





RETAIL & WHOLESALE LUMBER SALESMEN 

To solicit Chicago contractors and_ industrials. 

Give age, nationality, experience. Confidential. 
Address “I. 75,’’ care American Lumberman. 





SALES REPRESENTATIVES 


Do you contact furniture manufacturers regularly ? 
Fine! Then let us furnish you with ‘no charge” 
samples of our ‘Clean-up polish’? many prominent 
furniture plants use before packing to remove dust, 
rubbing compound, ete. No trouble to show and 
sell. Guaranteed. Commission protection. STAND- 
= INDUSTRIAL PRODUCTS, Dept. M-1, Evans- 
ville, Ind. 





EXPERIENCED SALESMAN 


Well established commission firm in Dallas, Texas, 
territory has opening for experienced salesman, 
profit sharing basis. Must be able to finance self 
for thirty to sixty days but wonderful opportunity 
for wide awake man to get established in a grow- 
ing territory. Will be glad to correspond with 
interested party and exchange references. Might 
consider applicant without sales experience pro- 
vided well grounded in Lumber business. 
P. O. BOX 835, Dallas, Texas. 


ENERGETIC LUMBER SALESMAN 


Acquainted with retail yard and industrial trade 
Central and Western Michigan. Splendid oppor- 
tunity for man having thorough Knowledge South- 
ern Pine and Western Woods. State age, experi- 
ence, salary wanted. 

Address “L. 93,’ care American Lumberman. 








Employees 


MGR. FOR LBR. YD. AT MYRTLE, ILL. 


One who will work for low salary with board as 
manager for rural village lumber yard in northern 
Illinois. Or single or married man to invest cap- 
ital in partnership and manage business. 

Mrs. Adeline Gram, R.F.D., Egan, Ill. 


PRODUCTION FOREMAN—NORTHERN WIS. 


Small modern elec. dimension mill needs man thor- 
oughly exper. in dimension work who knows how 
to increase production and lower costs. Must be 
able to set up matchers and moulders. Perma- 
nent. Give ref., age and salary desired. 

Address “L, 28,” care American Lumberman. 


WHOLESALE MANAGER 


Large Chicago retail yard establishing wholesale 

department, hardwood and _ soft wood, wants 

experienced manager on salary and profit basis. 
Address “L. 43," care American Lumberman. 


PINE MILL SUPERINTENDENT 


We have a position open for a first-class Pine mill 
Superintendent to take charge of Pine Department 
from mill to car. Must be thoroughly experienced 
and reliable. 

Address ‘lL. 85,’’ care American Lumberman. 


LUMBER BUYER AND INSPECTOR 


Old established and prominent Southern Whole- 
saler wishes to contact sober, industrious and cap- 
able hardwood lumber buyer and inspector. on 
basis of commission or participating profit. Write 
at once and give full particulars. 

Address “L. 84,’’ care American Lumberman. 


EXPERIENCED HARDWOOD SAWYER 


For new Band Mill operation. 
RICHARD P. BAER & CO., Creswell, N C. 


TWO MEN FOR RETAIL LUMBER YARD 


In town of 50,000, 40 miles from Chicago. Want 
experienced salesman for job of assistant manager 
and one yard foreman who can handle men. Give 
full particulars in first letter—if possible, enclose 
picture. 

Address “lL. 70,’ care American Lumberman. 


SALES CORRESPONDENT 
To assist manager in selling Stock Millwork. Good 
office position for man who has had practical eX- 
perience in this line. Write fully stating age, ex- 
perience, salary expected. 
Address ‘I. 94,” care American Lumberman. 
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